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ABSTRACT 
Essent ia l t o management i s decis ion making 
and es sen t i a l to decis ion making i s information. 
Information der ives i t s value from the effect i t 
has on t h e b e h a v i o u r of t h e o r g a n i s a t i o n . I f 
Management I n f o r m a t i o n System (MIS) p r o v i d e s 
in format ion , and i f t h a t in format ion i s used t o 
make d e c i s i o n s , t h e n MIS has an impac t on 
management and on t h e o r g a n i s a t i o n . 
Managers a r e c a l l e d upon t o make a number of 
d e c i s i o n s in t h e i r d a i l y l i v e s . The t y p e of 
d e c i s i o n depends upon the n a t u r e of t he problem. 
R o u t i n e or minor m a t t e r s can be h a n d l e d by a 
procedure - a programmed d e c i s i o n . More impor tan t 
d e c i s i o n s r e q u i r e a non programmed d e c i s i o n , a 
s p e c i f i c s o l u t i o n c r e a t e d through a l e s s s t r u c t u r e d 
p rocess of d e c i s i o n making and problem s o l v i n g . 
Because most d e c i s i o n i n v o l v e f u t u r e e v e n t s , 
managers must l e a r n t o ana lyse the c e r t a i n t y , r i s k , 
and u n c e r t a i n t y a s s o c i a t e d with a l t e r n a t i v e cou r se s 
of a c t i o n . 
 
 
 
 
 
  
 
 
 
Whatever the level of risk or uncertainty on 
one hand and the nature of decision to be made on 
the other, a manager needs information for making 
such decisions. In the olden days, information 
travelled very slowly, about as fast as a horse 
could gallop. Competition was scarce. As a result 
the only way of securing information about the 
market and the competitors was by venturing into 
the market and visiting the premises of the 
competitors. But with passage of time, quicker 
means of sending messages had to be adopted. This 
is because only with accurate and timely 
information can managers monitor progress towards 
their goals and turn plans into reality. All these 
information is filtered through managers values and 
backgrounds, which also influence the types of 
problems and opportunities they choose to work on. 
Their background and expertise also influence what 
they see as problems and opportunities. It is said 
that managers from different departments will 
define the same problem in different terms. Rather 
managers of different functional areas will deal 
 
 
 
 
 
  
 
 
 
with decisions in a different content. Also 
managers at different levels will deal with 
information of a different nature. 
The present study on management information 
system in selected industries have been undertaken 
with the objective of finding the information 
needed by managers for taking a variety of 
decisions. Seven organisations were taken up for 
the study. The study covered decisions relating to 
the four functional areas of management - namely 
production, marketing, finance and personnel. The 
data collected have been presented and analysed in 
this research work to find out: 
(i) What information are needed to take a 
particular decision in a particular 
i 
functional area 
(ii) How far there exists a lines of 
similarity between decisions in 
different organisation manufacturing 
different products of differing nature; 
 
 
 
 
 
  
 
 
 
( i l l ) The ex ten t of variabirit^:;,=^j.f any. 
The s t u d y has been p r e s e n t e d i n seven 
c h a p t e r s . 
Chapter One t r aces the h i s t o r i c a l evolution 
of information, describes the t h e o r i t i c a l framework 
of management i n f o r m a t i o n s y s t e m , t h e d e c i s i o n s 
managers a r e c a l l e d upon t o make and t h e r o l e 
in format ion p l a y s . I t a l s o d e a l s wi th the v a r i o u s 
approaches t o p l a c i n g of MIS in an o r g a n i s a t i o n . 
The r e s e a r c h e r has sugges ted an improved model t o 
overcome t h e d e f i c i e n c i e s o r w e a k n e s s e s of t h e 
o the r sys tems . 
Chapter Two deals with the methodology of 
research. The need for study has been iden t i f i ed on 
the bas i s of which the research design has been 
f o r m u l a t e d . The n a t u r e of r e s e a r c h , d e s i g n of 
q u e s t i o n n a i r e , sample s i z e , s a m p l i n g p r o c e d u r e , 
d a t a c o l l e c t i o n me thods , t h e t e c h n i q u e of 
p r e s e n t a t i o n and a n a l y s i s of d a t a , the accompanying 
problems and the l i m i t a t i o n s of t he s tudy have been 
h i g h l i g h t e d in t h i s c h a p t e r . 
 
 
 
 
 
  
 
 
 
Chapter Three surveys the available 
literature to familiarise the reader with the work 
already done. The academic and non academic work 
accomplished with regard to management information 
system in the national and international context 
has been presented. This chapter has been divided 
into various sections which deal with impact of MIS 
on decision making, traces the influence of 
computers on MIS, lists the different views 
regarding structure, design and implementation of 
MIS, and also emphasises its impact in the 
functional areas. The last section of the chapter 
presents a review of the texts available in MIS. 
Chapter Four and Five analyses and interprets 
the data collected for the study. Each of these 
chapters have been divided into two sections. The 
first section of chapter four analyses and 
discusses the information required for production 
oriented decisions while section two gives an 
analysis and brief discussion on the information 
requirements of marketing decisions. Chapter five 
 
 
 
 
 
  
 
 
 
also has been divided into two sections. The former 
section deals with analysis of finance related 
decisions while the latter deals with personnel 
decisions. 
Chapter Six briefs the findings of the study 
in the same order in which analysis has been 
presented. Chapter Seven concludes the present 
study with a brief direction for future research. 
References made in the research study are 
documented at the end of the respective chapters. A 
Bibliography presented at the end of the 
dissertation compiles the list of books, and 
journals referred to during the course of study. 
The major Conclusions of the study are: 
(i) For control of production, information 
regarding scheduling is a must. As such, all 
organisations surveyed made use of process 
sheets/charts to help them in this regard. 
(ii) The concept of Just-in-time was not applicable 
in most of the organisations surveyed. This 
 
 
 
 
 
  
 
 
 
was majorly because of the differences in the 
political, cultural and social set up, which 
did not ensure strict discipline. 
(iii) For information regarding inventory, it was 
observed that it was done by first classifying 
inventory as 'normal' and 'buffer' inventory. 
Also information regarding the system of 
inventory control was an important indicator 
of this. It was observed that most 
organisations adhered to the 'P-system' or the 
'Q-system' of inventory control. 
(iv) Decisions regarding care of equipments and 
parts when in idle or running condition 
requires information regarding periodic 
inspection, major overhauls and minor 
overhauls. 
(v) Decisions on quality largely based on 
information regarding whether quality is 
checked at incoming raw material stage, semi-
finished goods stage and finished goods stage. 
 
 
 
 
 
  
 
 
 
(vi) Initially budgets and forecasts were based on 
historical data but a shift has been noted 
towards zero based budgeting. 
(vii) Decisions regarding attitude of customer was 
based on a information revealed by 
administering questionnaire as well as setting 
of customer panels. 
(viii) For decisions regarding wage and salary 
information regarding the number of existing 
grades, guidelines of National Productivity 
Council and paying capacity of organisation is 
required. 
(ix) For manpower planning, information is needed 
regarding the nature of jobs and also the 
skill requirements of the different grades. 
Though the organistions undertaken for survey 
were manufacturing organisations, the researcher 
concluded that the needs of different organisations 
differ because the products produced were 
different. Therefore, there exists slight 
 
 
 
 
 
  
 
 
 
variability in the information requirements and 
hence decisions of differing industries. Yet, there 
does exist a common thread in the pattern of 
decisions taken in every organisation because the 
very nature of decisions would be the same. 
DIRECTION FOR FUTURE RESEARCH 
1. This study may be extended to cover the service 
sector also along with the manufacturing 
industries. 
2. Also, all subsidiary, dependent as well as 
related or associated organisations could be 
covered. 
3. Only core sector industries were covered. The 
same study could be undertaken to cover the 
consumer durable goods only. 
4. Further, whether there really exists any 
difference in the pattern of decision making in 
varied industries like sugar, textile, - the 
traditional industries and the core sector, 
needs to be studied. 
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(v) 
PREFACE 
Managers are called upon to make a number of 
decisions in their daily lives. The type of decision 
depends upon the nature of the problem. Routine or minor 
matters can be handled by a procedure - a programmed 
decision. More important decisions require a non 
programmed decision, a specific solution created through 
a less structured process of decision making and problem 
solving. Because most decisions involve future events, 
managers must learn to analyse the certainity, risk, and 
uncertainity associated with alternative courses of 
action. 
Whatever the level of risk or uncertainity on one 
hand and the nature of decision to be made on the other, 
a manager needs information for making such decisions. 
Only with accurate and timely information can managers 
monitor the progress towards their goals and turn plans 
into reality. All these information is filtered through 
managers values and backgrounds, which also influence 
the types of problems and opportunities they choose to 
work on. Their background and expertise also influence 
 
 
 
 
 
  
 
 
 
( vi) 
what they see as problems and opportunities. A study of 
executives by De Witt C. Dearborn and Herbert. A Simon 
found that managers from different departments will 
define the same problem in different terms. Rather 
managers of different functional areas will deal with 
decisions in a different context. Also managers at 
different levels will deal with information of a 
different nature. 
The present study on management information system 
in selected industries have been undertaken with the 
objective of finding the information needed by managers 
for taking a variety of decisions. Seven organisations 
namely TELCO, INDAL, lOL, IISCO, TRF, HCL, INCAB were 
selected for the purpose. Primarily data based on 
administration of questionnaire and interview was found 
suitable for the study. 
The present study is divided into seven chapters. 
Chapter ONE traces the historical evolution of 
information. It also describes the theoritical framework 
of management information system, the decisions managers 
are called upon to make and the role information plays. 
 
 
 
 
 
  
 
 
 
(Vii) 
The last section or part of the chapter^.deals with the 
various approaches to placing of MIS in an organisation. 
An improved model has also been suggested. 
Chapter TWO deals with the methodology of 
research. The need for study is identified on the basis 
of which the research design is formulated. This also 
throws light on the form of analysis, collection methods, 
the sample size and sampling procedure adopted. The 
accompanying problems and the limitations of the study 
are the last two sectionsof the chapter. 
Chapter THREE surveys the available literature. 
The academic and non academic work accomplished with 
regard to management information system has been 
reviewed on the basis of work done in national and 
international context. 
Chapter FOUR has been divided into two sections. 
The first section analyses and discusses the 
information required in production oriented decisions 
while section two gives an analysis and brief discussion 
on information requirement of marketing decisions. 
 
 
 
 
 
  
 
 
 
(viii) 
Chapter FIVE also has been divided into two 
sections. The former section deals with analysis of 
finance related decisions while the latter deals with 
personnel decisions. 
Chapter SIX briefs the finding and conclusion of 
the study in the same order in which analysis has been 
presented. 
Chapter SEVEN concludes the present research work 
with a brief direction for future research. References 
made in the research study are documented at the end of 
the respective chapters. A Bibliography presented at the 
end of the dissertation compiles the list of books and 
journals referred during the course of study. 
This research study would help an avid reader and 
one in the quest of knowledge to require certain tips 
helpful in making decision in various aspects of 
management. To the academecians, it will ensure as a 
tool to understand the differing decisions associated 
with differing nature of the products produced and also 
the common thread which binds all decisions. Also it 
might serve as a tool for further confirmation of the 
views expressed. 
 
 
 
 
 
  
 
 
 
CHAPTER-I 
 
 
 
 
 
  
 
 
 
CHAPTER-I 
MANAGEMENT INFORMATION SYSTEM: 
1.1 INTRODUCTION: ^  
It is believed that one of the essential functions 
of managers is to make decisions. As a matter of fact, 
decision making is not a function of management but all 
managerial functions involve decision making. The 
success and otherwise of management depends on the 
quality of decisions made. Therefore in any case, the 
decisions have to be made by managers. It is therefore 
essential for the manager to learn the art of decision 
making. 
Different kinds of decisions are made at different 
levels of management. The top management is usually 
involved in making decisions about the purpose and 
mission of the organisation. Its focus is the 
environment in which he constantly interacts to remain 
resident and up to date. The top management that fails 
to liaise with the environment would soon find it 
difficult to survive. However, determination of the 
purpose and mission gives only a broad framework for 
 
 
 
 
 
  
 
 
 
directing the policies and strategies towards that end. 
It is rather broadly defined to tell the society at 
large how the organisation is serving a useful social 
function. Purpose and mission are long term 
perspectives. They need not be evaluated very 
frequently nor modified in short term perspective. 
The middle level managers make decisions which are 
internal in nature. Their decisions are made in the 
framework of internal needs and capabilities of the 
association. They find data for their decisions mostly 
from internal sources and use them to maintain the 
effectiveness of the organisation. 
The first level managers are generally involved in 
routine decisions affecting their immediate charge which 
may be a division or a section within the organisation. 
As a matter of fact, their decisions are not really made 
by them. They are made by experts on the basis of their 
knowledge and experience. These decisions are 
standardized into routines. The main focus of 
supervisory level managers is to see that these routine 
decisions are faithfully followed and implemented. 
 
 
 
 
 
  
 
 
 
Thus there are four types of decisions made by-
managers : 
1. Routine Decisions 
2. Analytical Decisions 
3. Discretionary Decisions and 
4. Conceptual Decisions. 
It may be seen that the role of the individual 
manager in respect of routine decisions is minimum and 
in case of the last type of decision is maximum. 
It is a well known constant of decision making 
that the data on which the decisions have to be made are 
hardly ever complete. The truth is that acquisition of 
data is a cost incurring process. Therefore the 
additional benefits of the decisions based on desired 
data should atleast offset the additional cost incurred 
for the purpose. Acquisition of data is also a time 
involving activity. The data may be collected from 
secondary sources in which case they are invariably not 
readily usable. Processing these data to make them 
usable for making decisions by the management of the 
organisation is delicate and time consuming. 
 
 
 
 
 
  
 
 
 
Data may be created from primary sources by 
undertaking investigations and surveys. They are also 
cost incurring and time involving. 
In many circumstances, the manager has to make a 
decision under the pressure of time. The higher the 
pressure, the less perfect the decision is likely to be. 
This is one of the reasons why all the decisions made by 
management do not turn out to be right. It is said that 
a manager who makes fifty percent right decisions is 
supposed to be a successful manager. Therefore the 
quality of managerial decision is linked with the 
quantity, adequacy and speedy availability of data. 
Information is the raw material and the product 
planned is the decision the manager has to make. Thus 
the better the quality and adequacy of data, the higher 
the viability of the decision. It is almost a truism 
that, more often then not, the managers have to make 
decisions on the basis of incomplete data. 
Managers generally complain about the wide gap 
between the information they get and the information 
 
 
 
 
 
  
 
 
 
they want. Information technologists are aware that 
what they want is often not what they really need. 
Therefore the ultimate reality today is that the users 
are faced with an abundance of information which is of 
little or no relevance to the business needs of the 
organisation. Moreover with greater proliferation of 
computers this discrepancy is widening. 
In the olden days, information travelled very 
slowly, about as fast as a horse could gallop. 
Competition was scarce. As a result the only way for 
securing information about the market and the 
competitors was by venturing into the market and 
visiting the premises of the competitors. With passage 
of time, quicker ways of sending messages were adopted. 
The Romans build signal stations along the east coast of 
Britain, which sent off smoke or fire to indicate the 
approach of the barbarians. As man became more busy and 
the element of time became important the semaphore 
(system of sending messages by holding the arms or two 
flags in certain positions according to an alphabetic 
code) was invented to enable quick sending of messages. 
This consisted of towers with movable arms just within 
 
 
 
 
 
  
 
 
 
sight of each other, so that messages could be passed on 
from station to station. This was the quickest way of 
sending messages before the advent of electricity. 
Pigeons were also used for communication of information. 
This was soon replaced by the post. Timely 
communication of information is one aspect. 
Organisation of information for such communication is 
yet another aspect which deserves considerable 
attention. The very first attempt at organizing the 
collection of information and its distribution was first 
undertaken by *Reuter' whose name appears so often on 
the pages of our newspaper till date. In fact, he 
established the first agency for managing news; with the 
advent of telegraph code, cables were laid down to send 
information. 
The history of information is as old as the oldest 
writing in the world."^ The oldest evidence of writing 
by man discovered so far consists of clay tablets 
excavated at Sumer in Mesopotamia and dated 
approximately 3000 B.C. These tablets contain records 
from an inventory system carrying information on 
 
 
 
 
 
  
 
 
 
receipts and issues made to individuals from a temple 
grain store. Infact, many historians believe that 
writing arose in response to the need for such 
management information. 
Since then, society has moved through five 
distinct stages of information revolution. The first 
stage was the invention of language, which allowed men 
to codify their knowledge and transmit it from one 
person to another. The second stage was the invention 
of printing, which enabled transmission of moderate 
quantities of information through time and space. The 
third stage was heralded by the mass media, particularly 
radio and television. The fourth stage was the 
invention of the computer which is bringing about a 
revolution in computing and the managers work style. 
The use of computers in organisations has become so vast 
that apart from large and medium organisations, its use 
has percolated down to the small organisations too. It 
is being used for multiple purposes from data processing 
applications like payroll, provident fund, financial 
accounting, invoicing, dividend warrants, process 
control, budget, planning, warehousing to corporate 
 
 
 
 
 
  
 
 
 
planning, investment analysis, project monitoring and 
its appraisal. 
The fifth and final stage is the recent link up of 
computers with communication networks. This provides a 
challenge to management. Such networks allow the sharing 
of central processing units resources, discs, printers 
and other hardware. It allows economic transmission of 
large amount of information across long distances 
instantaneously. It helps in communication with other 
offices in the same building or offices situated at far 
off places. This further has helped in organising video 
conferences that is where the persons do not need to be 
physically present at one place at the time of 
conference but communication could take place through 
the communication networks established. 
Currently, the United States and Japan are 
occupied with the task of inventing a ^thinking 
computer'.'* They are working on the lines to invent a 
computer which will offset the only one deficiency of a 
computer which exists today that is, it will be able to 
take decisions on its own just like a human being. The 
 
 
 
 
 
  
 
 
 
computer will be so designed so as to resemble the human 
thought process and is expected to operate at a speed 
much faster than todays computers. The technology of 
these thinking machines, artificial intelligence, fulfil 
the role of human experts and hence are called 'expert 
systems'. This is expected to result in drastic changes 
in the structure and responsibility of management. 
Technology has been providing mankind with new 
tools and new opportunities and, in response, society 
has evolved new institutions and has changed its 
physical forms. Sometimes these responses have been 
comfortable and swift as in the case of telephone and 
radio; at other times they have been halting and 
painful. The changes brought about in the society 
through the earlier revolutions were slow and 
unnoticeable, but computers and communications have 
changed the whole working environment. Some have gone 
as far as to term today's society as the 'information 
society' and new terms such as 'information workers' 
have been coined.^ Whatever the degree of impact on 
society, one cannot ignore the fact that the importance 
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of information in the context of organisation have been 
growing steadily. 
However, there are three principal reasons why 
information systems are a subject of great interest 
today. First, organisations have grown to unprecedented 
complex levels. Information plays a vital role in 
holding together and co-ordinating organisations. The 
second reason is the advent of computer. Computers are 
able to access and record information and perform 
calculations at speed which are truly unbelievable. 
The third reason is the progress made in 
communication technology and the feasibility of linking 
computers through communication networks. 
Traditionally, management had to think of managing four 
resources: money, materials, men and machines. It must 
add a fifth resource to this list, namely information. 
In fact, some researchers in management have gone so far 
as to define a manager as a transducer that transfer 
information to decisions. Hence a new discipline called 
Management Information System (MIS) was born in response 
to this challenge. 
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1.2. MIS DEFINED: ^  
Man has over the years used machines and animals 
to lighten the burden of manual labour. Today, we use 
computers to lighten our burden of storing, processing 
and retrieving data for decision making. Conversely, 
computers may store data which may be in abundance and 
irrelevant. Distorted, polluted, tampered with or 
similarly unclear data is worse than no data at all. 
Any decision would be highly detrimental to managerial 
functions of the organisation, under this climate. 
Hence, it has become impertinent to exercise control 
over collection, processing and retrieval of data. 
Control it should be understood, is in every 
sphere of life and company as an entity should be 
controlled efficiently and effectively. This will help 
to achieve the objectives of the organisation. Like the 
human body, if any system fails to function properly in 
accordance with the law of nature, the whole body system 
will either breakdown or be adversely affected; so also 
in an organisation, all sections must function together 
with a set objective as to enable the organisation to 
survive. Control is the uniting factor and for this 
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reason management control could be regarded as a cord or 
link which binds all the various activities of the 
organisation together. It enables the firms to achieve 
its set objectives. So control reaches out to all far 
flung corners of the enterprise. It should be 
adequately exercised and monitored in order to reap the 
benefits accruing from it and enhance the overall 
corporate effectiveness. 
For exercising effective control an appropriate 
tool is needed. This tool is infozwation. 
Information is needed to keep managers informed 
about what is going on to ensure that the work done by 
the separate responsibility centres is coordinated. 
This information is required to flow in a systematic 
manner, in exact quality and quantity, that is neither 
too much nor too little, and to the respective persons 
in the organisation who require it. Hence emerges the 
importance of Management Information System, a major 
technique for control in organisations, without which 
decisions tend to be inaccurate. 
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Different systems have emerged to cater to the 
needs and requirements of d i f ferent i n t e r e s t groups. 
Management Information System sa t i s fy the information 
for the managerial level while t ransac t ion processing 
and executive support systems do so for the operat ional 
and s t r a t e g i c l eve l s , respec t ive ly . We are concerned 
with the system for the managerial l eve l . Management 
l e v e l s y s t e m s a r e d e s i g n e d t o s e r v e t h e m o n i t o r i n g , 
d e c i s i o n - m a k i n g , c o n t r o l l i n g and a d m i n i s t e r i n g of 
a c t i v i t i e s of an o r g a n i s a t i o n . They a re o r i e n t e d almost 
e x c l u s i v e l y to i n t e r n a l , not environmental or e x t e r n a l 
e v e n t s . They focus on d a i l y , weekly and month ly 
summaries of t r a n s a c t i o n s t h a t a re use fu l for moni tor ing 
and c o n t r o l l i n g o p e r a t i o n a l - l e v e l a c t i v i t i e s . (Gerry 
and Morton, 1971). 
1 . 3 - MIS ORGANISATION: 
The design of MIS, i t s measurement and a lso i t s 
re-design i s of utmost importance. This answers the 
quest ions per ta in ing to where the MIS should be located 
w i t h i n t h e company, how t h e MIS group i t s e l f i s 
o r g a n i s e d , what i s i t s na tu re of func t ions under taken 
and a l s o how e f f e c t i v e i t proves t o be . 
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At TELCO (Tata Engineering and Locomotive Company 
Ltd.) the organisation is headed by the Resident 
Director who is ably assisted by three senior managers 
namely ST. Manager, Calcutta Board, Sr. General Manager, 
and Assistant General Manager Management Division -
performing a supportive function. 
The Sr. General Manager has a span of four 
managers, the Sr. Deputy General Manager— Productivity 
Services, Administration and Personnel and Engineering 
Services and the General Manager of Auto Complex which 
forms the main unit at TELCO plant, Jamshedpur. Each of 
these divisions have various Assistant General Managers 
in their respective sphere of activity who are reporting 
directly to the Sr. Deputy General Manager. One of 
these Assistant General Managers - who is existing 
totally in an advisory capacity and contributing to 
development of plans and also control of activities - is 
the Assistant General Manager - Management Services 
Division (AGM-MSD). He is reporting directly to a top 
level position - the Senior General Manager. Such 
access directly to top, helps contribute maximum in 
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terms of value of information as it does away with all 
the barriers associated with information flow semantic 
barriers and the personal barriers of the superior or 
the subordinate. From this level also starts an 
uninterrupted series of authority - accountability 
relationship to form a hierarchical relationship to the 
very lower most level in the organisation. All these 
are performing a staff function. The AGM-MSD has a 
Senior Manager - MSD reporting directly to him. He in 
turn maintains close liaison with various Senior 
Managers of different plants and divisions for example 
Senior Manager - Auto Material, Senior Manager - Auto 
Spares, after sale. Engineering and so on. Also he 
receives information from the lower level managers 
following in the same hierarchy. Further, it can be 
seen from the organisation chart I-A that the Assistant 
General Manager - Management Services Division maintains 
close liaison with the Assistant General Manager -
Finance. This close contact and communication may 
influence the Assistant General Manager - Management 
Services Division to take decisions in a financial 
perspective rather than a conceptual perspective (which 
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would give equal weightage to all concerned areas) . A 
move in the future should be to remove all such direct 
communication with functional heads at such level-
instead create a team of management scientist from 
diverse background for an unbiased decision. (Refer 
Organisation Chart I-B) . 
Another alternative of placement of MIS function 
is as seen at HCL (Hindustan Copper Limited) . (Refer 
Organisation Chart No-II). It have an Executive 
Director (ED) at the head of the organisation. Reporting 
to him are two General Managers (Personnel and 
Administration) and General Managers - Indian Copper 
Complex (GM-ICC). The General Manager - ICC has a span 
of five Deputy General Managers Finance, System, 
Engineering Services and Works and Exploration. In this 
kind of an organisational arrangement, the DGM - Systems 
has direct access to the top management cadre. This 
ensures timely and accurate flow of information to the 
top management without distortion or disinformation. 
This division is staffed by a number of persons at 
different levels who enable flow of information in both 
the direction. The team consists of system managers and 
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programmers reporting to him - the Manager Systems, 
Deputy Manager Systemji, Assistant Manager Systems, Senior 
Systems Officer, Programmers and so on to handle work at 
each level. This team helps in distribution of work and 
thus release burden of DGM-Systems. Organised data is 
collected at the top with the Deputy General Manager-
System* who directly assists the General Manager. 
Majority of the work undertaken is in an advisory 
capacity and of a specialized nature. These often 
relate to finance, material, industrial engineering, 
mechanical engineering, civil and also instrumentation 
engineering. However, the information relating to 
plants like rolling mills, by products, refinery, 
smelter, castings are generally not within its purview. 
This situation has an edge over the one present at TELCO 
as it has no direct link with the finance division where 
there is a tendency of all decisions to be influenced by 
financial perspective. 
At TRF (Tata-Robins-Frasers Ltd.), the MIS group 
reports to the Vice President - Finance. This is yet 
another alternative. The organisation chart of TRF 
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(Organisation Chart-Ill) depicts that the Assistant 
General Manager - Electronic Data Processing (AGM-EDP) 
reports to the Director of Finance and Company Secretary 
(DFCS) . 
In the past, the most common place for MIS was 
under the Vice President of Finance. This is because in 
many companies, the finance organisation gained early 
Q 
control over the computer centre. Consequently, the 
information system was conceived of as a control 
decision aid rather than planning decision aid. In such 
circumstances, the EDP has a tendency to process data 
with a bias towards the functional aspect of the 
organisation. Every decision, therefore, generally 
emphasises the financial implications and not company 
wide information pertaining to all functional areas. 
This weakness has been overcome by TELCO and HCL to a 
large extent. 
What should be the strength of the personnel in 
MIS largely depends upon the size of the company and its 
requirements. Whatever the number, if MIS is to assist 
managerial decision making at all levels of the company, 
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the low-organisational level information system must be 
integrated in broader MIS until one company wide MIS is 
available for the top management. The company wide MIS 
should be headed by a top management figure with him 
reporting directly to the President, or the General 
Manager, depending upon the nomenclature used. 
An interesting study was carried out some years 
ago on the relationship of success or failure and the 
level at which information was controlled. There were 
some interesting findings - the best result were when 
the whole information control was exercised at the top 
level; when control was delegated to the third level, 
the success level was NIL. This traces the need to 
place MIS head at the top most level. 
Therefore as we march forward into the Information 
Age, we must be prepared for changes in the way we work, 
live and even think. As such, many far sighted 
organisations are already repositioning their EDP 
Departments to cater to the new challenges and 
opportunities.^ Within the existing framework of 
operations and responsibilities, these organisations are 
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giving their EDP departments new and demanding 
responsibilities. 
These departments are in a state of flux; the onus 
is on the management to carve out a useful future role 
for them. Unfortunately organisations, which are 
consciously repositioning their EDP Departments are the 
exception rather than the rule. 
The winds of change are going to be particularly 
squally at the EDP Department but change will come and 
will be for the better. Clearly, the EDP Department 
needs a new name; perhaps 'Information Technology 
Department' (ITD). ^ It also needs to shed some of its 
old garbs like: 
It will-the ITD will not come under the 
finance or production functions 
Its chief will be at par with the heads of 
other functions. 
It is possible that the ITD and the 
traditional corporate planning function will 
be merged into a single entity, giving it wide 
ranging jurisdiction and powers. 
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It will not be the centre of organisations* IT 
skills. It will be the centre of 
organisations* specialist and hightech IT 
skills. 
To summarise, the ITD will have a two-fold role-
one, to form synergic partnership, with the other 
departments of the organisation while the other could be 
to help management respond and adapt positively to a 
rapidly changing environment. 
With information holding the key to the long term 
competitiveness and well-being of an organisation, as 
well as becoming an increasingly important source of 
value-added, the ITD must find itself in the forefront 
among the strategic planners. 
1.4 Characteristics of MIS: 
In the past, managers had the tendency to solve 
problems as isolated situations, independent of other 
operations of the company. For example, if a shoe 
manufacturer noted a decline in sales and traced it to 
lack of aggressive effort by salesmen the problem was 
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assumed to be re la ted to sa les management. Solution was 
s o u g h t t h r o u g h b e t t e r t r a i n i n g or r e p l a c e m e n t of 
sa lesman. 
I t was never thought t h a t t h e r e could be o t h e r 
f a c t o r s which would i n c r e a s e s a l e s . For i n s t a n c e , 
b e t t e r a d v e r t i s i n g , b e t t e r management of s a l e s r o u t e s , 
b e t t e r q u a l i t y c o n t r o l in the f a c t o r y , b e t t e r des ign , 
fewer s t y l e s , more s i z e s , prompt and c o r r e c t shipment of 
o r d e r s , b e t t e r c r e d i t a r rangements , and b e t t e r marke t ing 
s t r a t e g y could c o n t r i b u t e t o i n c r e a s e s a l e s . 
I t i s b e c a u s e of t h e v a r i o u s u n d e r l y i n g 
c h a r a c t e r i s t i c s of MIS t h a t now people have come to 
r e a l i s e i t s impor tance . The v a r i o u s c h a r a c t e r i s t i c s of 
MIS a r e : 
( i ) Management O r i e n t e d : 
This i s the ' most important c h a r a c t e r i s t i c of MIS. 
The system i s designed from top down. The ' top down' 
approach does not imply tha t the system i s geared to 
providing information d i r e c t l y to top management; r a the r 
t h e sys tem deve lopment s t a r t s from an a p p r a i s a l of 
management needs and o v e r a l l b u s i n e s s o b j e c t i v e s . I t i s 
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possible that middle management or operating management 
is the focus of the system, so that their needs are the 
corner stone on which the system is built. For 
instance, a payroll system designed to process employee 
time cards and produce pay checks, deduction registers, 
payroll registers and supporting material needed for 
government purposes is not management oriented system. 
This is because it fulfils administrative ends. On the 
other hand, a payroll system that supplies foreman with 
daily and weekly labour-cost variance reports and 
production management with monthly labour summaries 
showing the amount of overtime, idle time, labour 
variances, and labour cost trends is management 
oriented. It is geared to satisfy management needs, 
which, are to optimize the use of labour force. 
(ii) Management Directed: 
It is of utmost importance that management actively 
direct the system development efforts. ContinouS 
review and participation is necessary to ensure that the 
implemented system meet the specifications of the system 
that was designed. Therefore management is responsible 
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for s e t t i n g system s p e c i f i c a t i o n s , and i t must p lay a 
major r o l e in the subsequent t r a d e - o f f d e c i s i o n s t h a t 
a r e i n e v i t a b l y encountered in the system development. A 
p r o c e s s fo r de termining the p r i o r i t y for a p p l i c a t i o n 
development must be e s t a b l i s h e d for an e f f e c t i v e system 
p l a n n i n g . 
( i l l ) Management Integrated: 
In teg ra t ion re fe rs to taking a comprehensive view at 
t h e i n t e r l o c k i n g s u b - s y s t e m s t h a t o p e r a t e w i t h i n a 
company. A company can s t a r t an MIS by a t t a c k i n g a 
s p e c i f i c subsystem, but u n l e s s i t s p l a c e in the t o t a l 
s y s t e m i s r e a l i z e d and p r o p e r l y r e f l e c t e d , s e r i o u s 
shor tcomings of ten crop up. Thus an in fo rmat ion system 
t h a t b l ends informat ion from s e v e r a l o p e r a t i o n a l a r ea s 
i s a n e c e s s a r y element of MIS. This f e a t u r e was found 
in TELCO. 
( i v ) Connnon Data Flow: 
Because of the feature of i n t eg ra t ion , there l i e s 
an opportuni ty to avoid dupl icat ion and redundancy in 
ga ther ing , s torage and dissemination of data . System 
designers are aware that a few key source documents 
 
 
 
 
 
  
 
 
 
25 
account for much of the information flow and affect many 
functional areas. It would be best to capture data 
closest to the source where the event occurs and use it 
throughout the functional areas - and capture it once 
and avoid the duplicate entry of source data into 
several systems. For instance, customer orders form the 
basis for billing the customer for the goods ordered, 
setting up the accounts receivable, initiating 
production activity, sales analysis, sales forecasting 
and so on. This approach holds in building and using 
masterfiles and in providing reports. This common data 
flow concept supports several of the basic tenets of 
system's analysis - avoiding duplication, combining 
similar functions, and simplifying operations- wherever 
possible. The concept of development of common data 
flow is economically and logically sound and acceptable. 
(v) Heavy Planning Element: 
Planning for installing a MIS takes long to 
frutify MIS takes three to five years for its 
establishment in a company. Therefore the MIS must be 
developed with the full appreciation of future 
requirements. It ought to be seen that the system does 
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not become obso l e t e before i t s t a r t s o p e r a t i n g . Sound 
system p lann ing i s one of t he e s s e n t i a l i n g r e d i e n t s for 
a s u c c e s s f u l MIS. 
( v i ) Sxib-System Concept: 
The system i s general ly viewed as a s ingle e n t i t y . 
But i t needs to be broken down in to v iab le sub-systems 
which can be implemented one at a time. For t h i s , a 
planning phase needs to be developed. 
Breaking down of MIS in to meaningful sub-systems 
s e t s the stage for the planning phase. Many a time sub-
systems can further be broken down in to addi t iona l sub-
systems. For instance, the company i s a system which has 
three sub-systems - Market Research, S t r a t eg ic Planning 
and Financial Administration cont ro l . Each of these 
sub-systems act as a system and i s therefore broken down 
i n t o f u r t h e r s u b - s y s t e m s . For i n s t a n c e , s t r a t e g i c 
p l a n n i n g i s b roken down i n t o P r o d u c t i o n S c h e d u l i n g , 
Contro l Order Process ing and Mate r i a l C o n t r o l . On the 
same l i n e s . Mate r i a l Control i s broken down i n t o Fac to ry 
and Vendor sub-sys tems. Fac tory i s broken down i n t o 
Raw-Mater ia l , Work- in -progress , and F in i shed goods. 
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This sub-system analysis is a must for laying 
boundaries to the problem, and thus making it possible 
for the designer to focus on manageable entities that 
can be assigned and computerized by selected system and 
programming teams. 
(vii) Central Data Base: 
Database in the element which holds the functional 
systems together. Each system needs access to a 
masterfile of data which covers inventory, personnel, 
vendor, customer, general ledger, work-in-progress, etc. 
If data is stored efficiently and with common usage in 
mind, maintaining one masterfile will provide the data 
needed by any of the functional systems. It is 
practical and logical to collect data once, validate it, 
place it on a central storage medium that can be 
accessed by any system. However many a time a company 
maintains several data files, one for functional system 
and another for another system. 
Though the basic objectives can be achieved 
without a Central Data Base, involving higher cost for 
duplicate storage, file updating, a Central Data Base is 
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a definite characteristic of Management Information 
Systems. 
(viii) Computerized: 
It is possible to have an MIS without the 
existence of a computer, but a computer is considered a 
must where large scale information is dealth with. A 
computer is the sine quo non of medium and large scale 
information system. The advantages of a computer 
speed, accuracy, consistency in processing data, ease of 
handling large and wide variety of information, 
reduction of demand on clerical grade, has made a 
computer indispensable for the MIS requirement of a 
company. 
1.5. Importance of MIS: 
1. Changing role of Information Systems in 
Organisations: 
The first information systems were in the 1950s. 
These were followed by management level systems in the 
1970s and strategic level systems in the 1980s. Because 
early systems addressed largely technical operational 
issues, managers could afford to delegate authority and 
concern to lower-level technical workers. 
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However, todays system directly affect how 
managers decide, how senior managers plan, and in many 
cases why products and services are produced (how they 
are produced). The responsibility of information system 
cannot be delegated to technical decision makers. 
Therefore, information system today plays a strategic 
role in the life of a firm. A growing dependence between 
business, strategy, rules and procedures on one hand and 
information systems, software, hardware, data and 
telecommunications on the other have been felt. A change 
in any of these components implies changes in other 
components. This relationship becomes more critical when 
planning for the future. What a business would like to 
do in five or ten years, in many respects depends upon 
what the system will be able to do. 
Another change is that the importance of systems 
results from the growing complexity and scope of system 
projects and applications. Building systems today 
involves a much large part of the organisation than it 
did in the past. Early systems involved mainly technical 
changes that affected few people, contemporary systems 
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bring about managerial changes and also institutional 
*core' changes. (i.e. what products and services are 
produced, under what conditions and by whom) . Such 
change was observed at HCL where the DGM System worked 
in direct consultation with Finance, Materials, 
Industrial Engineering, Mechanical and Civil Engineering 
Departments. 
2. Changing Nature of Information Technology: 
The growing power that is the magnitude of 
information it can handle on one hand and declining cost 
of information technology on the other is one of the 
reasons why systems play a larger role in organisations, 
and why they affect more people. The changing nature of 
information technology throws light on the fact that 
nowadays it is possible to put a mainframe computer on 
every desktop in an organisation - which once took up 
much of an entire floor say three decades back. As 
such, mini frame and mainframe Computers have been 
installed by the organisations surveyed. 
3. Changing Character of Applications: 
Both the changing role of systems and the new 
technology have brought about new kinds of systems and 
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app l i ca t ions . Whereas in the past massive systems were 
b u i l t t o p r o v i d e g e n e r i c i n f o r m a t i o n on s a l e s , 
i nven to ry , p roduc t ion , f i nance , and market ing, i t i s now 
f e a s i b l e and d e s i r a b l e t o c r e a t e cus tom-made, 
s p e c i a l i z e d a p p l i c a t i o n s t h a t se rve j u s t one or a few 
people or groups in the o r g a n i s a t i o n . Moreover t h e s e new 
k i n d s of a p p l i c a t i o n s r e q u i r e d i r e c t and c l o s e 
i n t e r a c t i o n between t e c h n i c a l suppor t personnel managers 
who w i l l use t h e sys tem and a l s o s e n i o r management 
suppor t . 
4. The Need to Plan the Information Architecture of an 
Organisation: 
Information a rch i t ec tu re i s the pa r t i cu l a r form 
tha t information technology takes in an organisat ion to 
achieve se lec ted goals or funct ions . Managers today play 
a c r i t i c a l ro le in defining information a rch i t ec tu re . 
I t deals with aspects such as whether corporate 
pay r o l l data and functions should be cent ra l ized at 
headquarters or be d i s t r i bu t ed to each corporate remote 
s i t e ; should i t purchase stand-alone micro computers or 
bui ld a more powerful cen t ra l i zed mainframe environment 
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w i t h i n an i n t e g r a t e d t e l e c o m m u n i c a t i o n s f ramework; 
should i t b u i l t i t s own da ta communication u t i l i t y t o 
remote s i t e s or r e l y on e x t e r n a l p rov iders eg. t e l ephone 
company and t h e l i k e . TELCO has b u i l t a p o w e r f u l 
c e n t r a l i z e d mainframe environment . Al l d i v i s i o n s and 
d e p a r t m e n t s of TELCO can have a c c e s s t o d a t a and 
informat ion held h e r e . 
5. Socio Technical Systems: 
A socio technical systems approach helps to avoid 
a purely technological approach to information systems. 
The need of the day i s to optimize the performance of 
the system as a whole-both, the technical as well as the 
b e h a v i o u r a l componen t s . T h i s i m p l i e s t h a t t e c h n o l o g y 
must be changed and des igned in such a way t h a t i t f i t s 
o r g a n i s a t i o n a l and i n d i v i d u a l n e e d s . At t i m e s , 
technology must be ' d e o p t i m i z e d ' to accomplish t h i s f i t . 
O r g a n i s a t i o n as w e l l a s i n d i v i d u a l s must be changed 
through t r a i n i n g , l e a r n i n g and planned o r g a n i s a t i o n a l 
change in order to a l low the technology to o p e r a t e and 
p r o s p e r . A l l o r g a n i s a t i o n s s u r v e y e d t r a i n a c e r t a i n 
s e c t i o n of t h e i r e m p l o y e e s . lOL nd TELCO have 
u n d e r t a k e n i n t e n s i v e t r a i n i n g programmes i n 
 
 
 
 
 
  
 
 
 
collaboration with private computer institutes and 
depute their managers to these institutes. For 
instance, in 1993 managers at lOL were enrolled at Apple 
Industries, for learning certain packages for six 
months. 
6. Information Requires a Context: 
Much of the information that can be mechanized or 
automated need not be necessarily important from a 
managerial perspective. The value of information depends 
upon analysis, interpretation, explanation and finally 
understanding. In other words, information requires a 
context; and this context is supplied by the user's 
stock or core of knowledge. 
Information without context by which we mean the 
absence of analysis, interpretation, or explanation is 
thus of little value. Moreover, human beings and 
organisations develop the context within which 
information is valuable. Machines, information systems 
and related technology can provide only the information. 
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7 . Some Important Information cannot be put into a 
System: 
Much essential information in an organisation is 
not essentially systematic and therefore cannot he 
turned and put inside a machine. Ideas for new products, 
the opinions of other managers, plans of competitors, or 
intentions of large entities ' such as nations and 
societies are a few oft quoted examples. Moreover, views 
and perspectives contrary to accepted organisational 
wisdom are frequently not a part of formal information 
systems. 
8. Value of Information Decays with Time: 
The value of information changes rapidly with the 
passage of time. Useful information has a sharp 
exponential decay function atleast from the perspective 
of management control. The knowledge that a particular 
product has a defective component is extremely valuable 
in the early production runs; i.e. when changes in sub-
components and assemblies can still be made; as opposed 
to a year later, after an entire year's production of 
defective products. Information that is a year or two 
years old may have historical value; and therefore be 
 
 
 
 
 
  
 
 
 
important for statistical analysis and strategic 
planning; but, it is useless from the point of view of 
management control. Therefore, information must be 
timely. In the organisations surveyed, information that 
is old and has lost significance is deleted from the 
records. 
9. Changing Environment - Changing Information Needs: 
Information requirements are never static. 
Information systems exist in a dynamic and changing 
environment. Information systems built to fit one set of 
requirements are continually being outdated by changes 
in the environment - both internal as well as external 
environment. 
External environment also bring about changes in 
the internal information systems. Complying with 
requirements of national legislation frequently entails 
creation of entirely new information systems. 
According to an information industry adage 
'systems are never built; they are always being built. 
Information systems are not mechanistic. They are, in 
fact, like organisms; they are born; they grow, become 
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o b s o l e t e and a re r e p l a c e d . 
1 0 . Rap id ly Changing Technology: 
Computer technology i s changing at a very fast 
r a t e . Costs have been f a l l i ng sharply while capacity has 
increased exponential ly. Consequently, systems are often 
t echn ica l ly obsolete shor t ly a f t e r they are i n s t a l l e d . 
To a m o r t i z e t h e c o s t of e x p e n s i v e ha rdware and 
in fo rmat ion systems, systems a re o f t en used long a f t e r 
more advanced technology has appeared . In lOL and TELCO, 
COBOL i s s t i l l being used though more advanced packages 
have been developed. This i s because of the cos t of the 
package and a l s o cos t involved in t r a i n i n g p e r s o n n e l . 
I t has been r i g h t l y observed by an au thor t h a t 
i n fo rmat ion i s *that p i ece of knowledge t h a t a l t e r s the 
degree of u n c e r t a i n t y in a given s i t u a t i o n ' . Opera t ions 
of o r g a n i s a t i o n s are becoming i n c r e a s i n g l y complex day 
by day due t o many f a c t o r s both w i t h i n and o u t s i d e the 
o r g a n i s a t i o n . The growing or ever expanding s i z e of an 
o r g a n i s a t i o n in t e rms of g e o g r a p h i c a l c o v e r a g e , t h e 
number of people employed and the d i v e r s e n a t u r e of i t s 
o p e r a t i o n s have made management of t h e e n t e r p r i s e 
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difficult. In addition to these are the aspects of 
increasingly fierce competition faced and the several 
regulatory measures imposed by enactments and agencies. 
All these have added considerably to the all pervading 
uncertainity in which business systems operate. It is in 
this context that information comes in very useful 
towards managerial effectiveness. 
As organisations have grown larger since the 
beginning of the Industrial Revolution, the necessity 
for formalised systems of informations flow has risen in 
parallel. The information requirements of managers must 
be satisfied by a MIS. This MIS must be designed on the 
basis of management task; management principles, 
individual management styles and behaviour, and 
organisation structure and behaviour. Moreover, the 
nature of MIS design and the method of its 
implementation are reflected back by the members of the 
organisation to impact managers and the functioning of 
the organisation. 
Any organisation when it comes into existence sets 
before itself an objective or set of objectives. It is 
the people in the organisation who have relentlessly to 
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work towards these goals. Within the overall 
organisational goals are the various sub-goals of 
individual managers and it is the aggregate of the 
various sub goals that make organisational goals. All 
sub-goals have to run in the same direction, that is, 
towards the organisational goals. Even for simple 
reason whether organisational goals are being achieved 
through achievement of sub-goals, there is a need to 
have periodical flow of relevant information to a 
manager's table. As managers have to commit resources, 
it should become the endeavour of every manager to 
optimise the resources that he commits whether they be 
money, men, machinery, equipment, etc. For all this, he 
has to plan, organise, control and review, which are 
generally referred to as managerial processes. 
Keeping this aspect in mind, an attempt is made to 
delve into the needs of management information system 
for the purpose of decision making. It seeks to 
determine the information required for decision making 
in different functional areas of management and 
establish norms and list discrepancy (if any) and the 
reasons thereof. 
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CHAPTER-II 
RESEARCH METHODOLOGY 
2.1 SCOPE OF THE STUDY: 
Management Information Systems have changed 
dramatically during the last 20 years as a result of an 
increased usage of computers by more and more number of 
organisations. The situation today is significantly 
different from that existing a decade ago. It is 
therefore necessary to conduct a careful study to see 
how it affects decisions made by a manager and draw 
lessons for the managers who are faced with a dynamic 
and fast changing business scenario. 
Role of IS can be studied on a group of 
industries. On one hand its role on any one functional 
area for a group of industries can be sought to be 
formulated or on the other one can seek to trace its 
role in all functional areas with reference to a 
particular industry. However, the scope of research 
encompasses a much wider spectrum. 
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The present study is an attempt to trace its role 
in decision making in selected industries namely steel, 
aluminium, copper, oxygen, automobile, cable and heavy 
engineering. 
The scope of the study is limited by the following 
factors: 
(i) The present research study is confined to seven 
organisations only, 
(ii) Organisation refer to both manufacturing as well 
as service organisations. Since the nature and 
therefore the requirements of service 
organisations is quite different from those of 
manufacturing organisations, only manufacturing 
organisations have been taken up for study. Hence 
in this study organisation refers to only 
manufacturing concerns. The seven organisations 
surveyed were: 
(i) Indian Oxygen Limited, Jamshedpur 
(ii) Tata-Robins-Frasers Limited, Jamshedpur 
(iii) Tata Engineering and Locomotive 
Company, Jamshedpur. 
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(iv) Indian Cables Limited, Jamshedpur. 
(v) Hindustan Copper Limited, Ghatshila. 
(vi) Indian Aluminum Limited, Calcutta, 
(vii) Indian Iron & Steel Company, Burnpur. 
2.2 OBJECTIVE OF THE STUDY; 
In different functional areas of a corporate 
enterprise engaged in the production of goods and 
services the managers at different levels of the 
organisation are called upon by the very nature of their 
job to make various kinds of decisions. Some of these 
decisions are tactical in nature others maybe for longer 
time applications. There are still others that have 
strategic perspective. Sometimes decisions maybe 
intuitive or based on hunch. The process of these 
decisions is known only to the decision maker. It 
cannot be explained nor can it form a precedent to be 
used for future guidance. In modern business enterprise 
the scope of decisions by hunch is limited. 
The other kind of decision is rational in nature. 
There is a predictable process through which a rational 
decision is finally made. The basic input of all 
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decisions is information. Decision that is not based on 
verifiable unshakable facts cannot stand the test of 
rationality. The contemporary decisions in non 
proprietary concerns which have corporate ownership are 
rational. They are based on information collected from 
divergent sources. 
The objective of this study is to find out the 
various information that is recommended in taking a 
decision in specific decision areas. The decision areas 
covered under study are production, finance, marketing 
and personnel. 
PRODUCTION SPECIFIC: 
(i) It seeks to investigate the information needs 
regarding scheduling and preparation of schedules 
like master schedule and process schedule. 
(ii) It delves into the relevance of certain concepts 
and their applicability like Just-in-Time (JIT), 
Material Requirement Planning (MRP-I). 
(lit) Information requirements of inventory and its 
types - raw materials, work-in-progress, finished 
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goods, normal inventory and buffer stock is also 
sought to be determined. Light is also thrown on 
use models like EOQ, and classification of 
inventory-VED, FSN, DSEG and ABC analysis. 
(iv) The relevance of maintenance and its kinds -
breakdown and preventive maintenance. 
(v) Various aspects of quality, waste, spares their 
kinds and their control have also been dealt with. 
FINANCE-SPECIFIC: 
This investigates into the need and information 
requirements of total budget and its components - that 
IS 
(i) Production Cost Budget 
(ii) Administration Cost Budget 
(iii) Cash Budget 
(iv) Selling and Distribution Cost 
(v) New Product Budget 
(vi) Wage Budget 
(vii) Salary Budget 
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MARKETING - SPECIFIC: 
In the area of marketing, the information needed 
were l i s t e d as follows: 
(i) Sales volume - information requirements for 
determining these were co l lec ted . 
( i i ) Sales Expense Budget-information regarding 
e x p e n d i t u r e on a d v e r t i s i n g , and s a l e s 
promotion were sought . 
( i i i ) I t seeks to determine f a c t o r s which a f f e c t 
p r i c i n g of p r o d u c t p r o d u c t c o s t , 
c o m p e t i t o r s p r i c e , p r i c e s of s u b s t i t u t e s 
and product f e a t u r e s . 
(iv) Role of product v a r i a t i o n and i t s impact i s 
e s t a b l i s h e d . 
(v) An a t tempt i s a l s o made t o t r a c k customers 
a t t i t u d e towards product and i t s e f f e c t on 
the sailfi&bility of the p r o d u c t . 
(vi) V a r i o u s a s p e c t s of w a r e h o u s i n g and 
t r a n s p o r t a t i o n have been d e a l t w i th . 
 
 
 
 
 
  
 
 
 
PERSONNEL - SPECIFIC: 
(i) This deals with manpower planning and its related 
issues like: 
(a) Steps leading to recruitment, selection and 
placement & the associated costs. 
(b) Expected departures and 
(ii) It delves into issues relating to determination of 
wages and salary, 
(iii) It investigates the various types of training 
imparted to different levels, 
(iv) Information requirement of turnover is also deal 
with. 
(v) Lastly, the common amenities provided with special 
reference to health, safety and education is also 
taken up. 
^ ' 
CHOICE OF COMPANIES: 
The researcher collected information by 
administering questionnaire on managers from selected 
organisations. The organisations undertaken for survey 
were seven in number. They all belonged to the core 
sector industries. Further they covered only 
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manufacturing organisations; and service organisations 
because of a difference in nature of products produced, 
were excluded from its perview. 
The organisations were : 
1. INDIAN ALUMINIUM LIMITED (INDAL), CALCUTTA 
2. INDIAN CABLES LIMITED (INCAB), JAMSHEDPUR 
3. INDIAN IRON & STEEL COMPANY (IISCO) BURNPUR 
4. INDIAN OXYGEN LIMITED (lOL), JAMSHEDPUR 
5. HINDUSTAN COPPER LIMITED (HCL) , GHATSHILA 
6. TATA ENGINEERING & LOCOMOTIVE COMPANY LIMITED 
(TELCO), JAMSHEDPUR 
7. TATA-ROBINS-FRASER LIMITED (TRF), JAMSHEDPUR 
A brief profile of the organisations have been 
presented in the pages that follow. 
INDIAN ALUMINIUM LIMITED (INDAL): 
Indal (Indian Aluminium Company Limited), 
established in 1938, pioneered the aluminium industry in 
India. It is an associate company of the Alcan Aluminium 
of Canada and holds nearly 40% of the company's equity. 
Starting as the nation's pioneer and today the premier 
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aluminium company, Indal's successful business approach 
has also manifested itself in key growth businesses -
professional grade electronics, captive power 
generation, exports, financial services and deodorising 
equipment for edible oil refining. 
Its success is exemplified by its sales turnover 
continuously escalating over the years. Even more 
creditably, its exports have been, on an average, 
consistently rising by 24% each year, over the last five 
years (Source: Indal Facts 1993). 
Its sales turnover and capital employed in 1992-93 
were Rs.7785.282 million and Rs.5358.094 million 
respectively. (Source: Indal Annual Report 1992-93) . 
INDAL'S PRODUCT PROFILE 
ROLLED PRODUCTS (Capacity: sheet - 85000 tpa; foil 6,000 
tpa ) 
Litho sheets 
foilstock 
* tonne per annum 
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closure stock 
lamp cap stock 
Circles, flooring & building sheet 
aircraft and strong alloy sheets & plate 
slugs, sheets & coils for electrical, air conditioning & 
consumer durable industries 
FOIL PRODUCTS 
pharmaceutical 
cigarrette foil 
cable wrap 
household foil 
lidding foil 
Metal (Capacity 44,000 tpa) 
EC wire rods 
alloy ingats 
carbon electrode paste 
cathode carbon blocks 
EXTRUSIONS (Capacity: 8000 tpa) 
architectural sections - windows, doors, shop fronts, 
curtain walling 
defence requirements 
structural members of bus bodies - 'Max Loader' 
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aluminium truck bodies, energy kits for state transport 
undertakings. 
'Alhex' special alloy tubes for sugar mills to 
speciality forging stock for tank wheels. 
Hared alloy extrusions for track blocks, heat sinks & 
motor & pump housings. 
ALUMINA (Capacity: 295,000 tpa) 
alumina products 
alumina hydrate products in diversified industries like 
plastics, paper, conveyor belting, refractories, 
ceramics, cryolite, glass. 
PRINTED CIRCUIT BOARDS (capacity: 30,000 sq. m/yr*) 
- Used in manufacture of computers 
telecommunication equipment 
analytical & process control machines 
instruments used in engineering 
medicine 
power management 
(Source: Indal Facts 1993) 
* square meter per year. 
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INDIAN CABLES LIMITED (INCAB): 
Incab, Indian cables, is one of the first 
companies to manfacture cables in India. It was founded 
in 1920 to manufacture cables at its works in 
Jamshedpur. At present, it has two plants, one in 
Jamshedpur and the other at Pune. 
Presently, Incab produces more than 400 different 
varieties of cables in over 5000 different sizes. Its 
range covers almost all types of cables which are 
permitted to manufacture in the private sector. Apart 
from power cables, Incab manufactures certain cables and 
wires for very special uses such as those used widely by 
the Defence Department, the Space Research Organisation, 
the oil exploration industry, and it also supplies 
regularly to the Railways. All Jaguar aircraft 
manufactured in India have Incab cables. Some very 
special cables are manufactured by Incab for the Indian 
Navy. Now, a further step ahead is the manufacture of an 
even more specialized cables in this field - the Fibre 
Optic. 
Apart from the manufacture and supply of cables, 
Incab also undertakes cable laying contracts and 
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contracts for installation of electrical equipment, both 
at home and overseas. The entire cable network and its 
installation for the Metro Railway in Calcutta was 
carried out by INCAB. 
INCAB PRODUCT PROFILE 
SYNTHETIC RUBBER INSULATED CABLES 
Incab manufactures elastomer insulated cables: VIR 
butyl rubber 
ethylene propylene rubber 
silicon rubber 
with heat, oil and fire resisting sheaths like 
PCP 
NBR/PVC 
CSP/EVA for welding, wiring 
crane wiring 
b o i l e r house and furnace wiring 
ship wiring 
t r a i l i n g c a b l e s fo r mines & q u a r r i e s 
locomotives 
o i l r i g s 
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CABLES FOR FIRE PRONE AREAS 
Flame Retardant Low Smoke (FRLS) cables 
JELLY FILLED TELECOMMUNICATION CABLES 
SPECIAL CABLES FOR DEFENCE & OTHER HIGH-TECH AREAS 
Specialized cables for use in MIRAGE, JAGUAR & MIG 
AIRCRAFT 
Electromechanical cables 
Guidance Wires for Navy-
Digital Cables for electronic exchanges 
Cables for use in computers. 
POWER AND CONTROL CABLES 
Paper Insulated Lead Covered Cables (PILC) 
XLPE INSULATED POWER CABLES 
PVC POWER CABLES 
Mining cables 
Armoured Communication Cables 
Control Cables 
(Source: Incab Publication No.990 R/90) 
INDIAN IRON AND STEEL COMPANY (IISCO): 
The Indian Iron and Steel Company had its origin 
from Bengal Iron Works which was founded way back in 
1870 at Kulti. The construction of the factory at kulti 
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began in 1872 and production of pig iron from two 20 
tonne Blast furnaces s t a r t ed in 1875. The Company was 
subsequently renamed as Bengal Iron and Steel Company. 
Thereafter, on 11 March 1918 an i n d u s t r i a l en te rp r i se 
named The Indian Iron and Steel Company was incorporated 
and promoted by Burn and company. After the formation of 
the new factory was set up at Hirapur, a place a few 
kilometers east of l^ulti nearer to Asansol town. 
The production of ingot s t ee l reached i t s peak in 
1963-64 and r e c o r d e d p r o d u c t i o n as h i g h as 1026786 
t o n n e s . However, the p innac l e of g l o r y remained for too 
sho r t a p e r i o d and a r a p i d f a l l s t a r t e d t h e r e a f t e r . So 
on 14 Ju ly , 1972 the Government of Ind ia took over the 
management of IISCO. 
In 1978 r e s t r u c t u r i n g of t h e s t e e l and a l l i e d 
companies in the Publ ic Sec tor took p l a c e and IISCO was 
brought under the purview of SAIL and became one of i t s 
s u b s i d i a r i e s . 
The p r e s e n t s t a t u s of the company i s as under : 
(i) An i n t e g r a t e d s t e e l p l a n t a t Burnpur, West 
Bengal . 
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(ii) A foundary and spun plant at Xulti, West 
Bengal 
(iii) A registered office at Calcutta and six 
branch offices at different cities. 
The capital employed (estimated) in 1993-94 is Rs.46 
crores. 
IISCO'S PRODUCT PROFILE 
Coke (Dry) 
Hot Metal 
Pig Iron 
Ingot Steel 
Bars 
Strueturals-Heavy 
Structurals-Medium 
Strueturals-Light 
By-Products: 
Coal Tar 
Ammonium Sulpha te 
Crude Benzol 
Benzene 
Toluene 
L.S. Naphtha 
Acid 
Granulated Slag 
INDIAN OXYGEN LIMITED ( lOL) : 
I n d i a n Oxygen L i m i t e d (lOL), a member of t h e 
B r i t i s h Oxygen Company (BOC Group), completed 58 y e a r s in 
1993 . I t s a p i o n e e r in i n d u s t r i a l g a s e s , w e l d i n g 
p roduc t , h e a l t h c a r e , cryogenic tenchnology and l i q u i d 
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oxygen e x p l o s i v e s , the company i s con t inu ing i t s e f f o r t s 
t o remain t h e i n d u s t r y l e a d e r . To r ema in in t h e 
f o r e f r o n t of w e l d i n g t e c h n o l o g y , lOL has r e c e n t l y 
c o l l a b o r a t e d with Japanese i n d u s t r i a l g i a n t Matsuhi ta 
I n d u s t r i a l Equipment Company L i m i t e d . I t has i t s 
r e g i s t e r e d o f f i c e a t Oxygen House, T a r a t a l a , Ca l cu t t a 
and i t s p l a n t s spread a l l over India l i k e Jamshedpur, 
Asansol , Tarapur , Ta lo ja t o name a few. Recen t ly , lOL 
r e c e i v e d t h e ITC Award 1992-1993 f o r b e s t s a f e t y 
pe r fo rmance from C o n f e d e r a t i o n of I n d i a n I n d u s t r y , 
Eas t e rn Region. I t s t o t a l tu rnover s tood a t Rs.151.80 
c r o r e s in 1993 . 
lOL'S PRODUCT PROFILE 
LIQUID OXYGEN EXPLOSIVES (LOX) 
PLANTS 
P l a n t s 
Compressor s 
A s s o c i a t e d C r y o g e n i c Equipment 
E r e c t i o n C o n t r a c t s 
HEALTH CARE 
Medical gases 
Medical Equipment & Accessories 
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WELDING 
Gas welding & cutting Equipment 
Welding Rods & Fluxes 
Electric Welding Equipment 
Electrodes & Welding Accessories 
INDUSTRIAL GASES 
Oxygen 
Nitrogen 
Argon 
Dissolved Acetylene 
Hydrogen 
Special gases 
Di s t r ibu t ion Systems & other Services. 
HINDUSTAN COPPER LIMITED (HCL): 
Copper, the oldest metal known to mankind, has 
seen the foundation of many a c i v i l i s a t i o n . Even in t h i s 
modern e l ec t ron i c age copper has been able to r e t a i n i t s 
pre-eminent pos i t ion owing to i t s unique p rope r t i e s l ike 
good-solid so lu t ion c h a r a c t e r i s t i c s high e l e c t r i c a l and 
t h e r m a l c o n d u c t i v i t y , c o r r o s i o n r e s i s t a n c e , good 
d u c t i l i t y and m a l l e a b i l i t y , p l e a s i n g c o l o u r , non 
magnet ic behav iour , to name a few. 
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Hindustan Copper Limited was incorporated on 
November 9, 1967. It is a Public Sector Enterprise under 
the Department of Mines, Ministry of Steel and Mines, 
Government of India. HCL is the sole producer of primary 
copper in the country. It has been entrusted with the 
responsibilities of fulfilling the long term objective 
of the Nation for development and growth of copper 
industry on sound lines by adopting appropriate and 
modern technology so as to maximise the indigenous 
production of copper. 
The company is operating the following projects: 
1. Khetri Copper Complex, Distt. Jhunjhunu, Rajasthan. 
2. Indian Copper Complex, Distt. Singhbhum, Bihar. 
3. Rakha Copper Project, Distt. Singhbhum, Bihar. 
4. Dariba Copper Project, Distt. Alwar, Rajasthan. 
5. Chandmari Copper Project, Distt. Jhunjhunu, 
Rajasthan. 
6. Malanjkhand Copper Project, Distt. Balaghat, Madhya 
Pradesh. 
7. Taloja Copper Project, Distt Raigad, Maharastra. 
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PRODUCT PROFILE: 
MAIN PRODUCTS: 
CATHODES 
WIRE BARS 
CONTINUOUS CAST RODS 
HOT ROLLED RODS 
ALLIED PRODUCTS: 
GOLD 
SILVER 
BRASS 
FERTILIZER 
SULPHURIC ACID 
NICKLE SULPHATE 
COPPER SULPHATE 
SELENIUM 
KYANITE 
NEW PRODUCTS: 
OXYGEN FREE HIGH CONDUCTIVITY COPPER 
BERYLLIUM COPPER 
DE-OXIDISED HIGH PHOSPHOROUS COPPER 
DAP FERTILER 
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USES OF COPPER: 
By and large the following sectors make use of 
copper: 
ELECTRICAL INDUSTRY: 
Conductors 
Cables 
Winding Wires 
Strips 
TRANSPORTATION 
Automobile parts and ancillaries 
Rail transportation 
Ship building 
AIR CONDITIONING & REFRIGERATION EQUIPMENTS 
MINTS FOR COINS 
BUILDING CONSTRUCTION & HARDWARES 
DEFENCE 
O r d i n a n c e F a c t o r i e s f o r t h e m a n u f a c t u r e of gun 
s h e l l s and c a r t r i d g e s 
COPPER CHEMICALS 
TATA ENGINEERING & LOCOMOTIVE COMPANY LIMITED 
(TELCO) 
The T a t a E n g i n e e r i n g a n d L o c o m o t i v e Company-
L i m i t e d (TELCO) commenced o p e r a t i o n s on 1 s t S e p t e m b e r , 
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1945 when TATA SONS pruchased from the Government of 
India the Tatanagar Shops of the East India Railways 
situated at Jamshedpur. The main product to be 
manufactured was locomotives. 
In 1954, the company embarked on the manufacture 
of Diesel Commercial Vehicles in technical and financial 
collaboration with M/s Daimler Benz A.G., Germany, 
makers by famous Mercedes Benz Vehicles. This 
collaboration however ended in 1969, after which 
vehicles were marketed under the brand name TATA and the 
. . .\4v:. . . emblem as against the earlier { V^f ) emblem. 
Production of vehicles started from 1954 with an initial 
capacity of 3000 vehicles per annum. 
Having started with a modest initial annual 
capacity, Telco has grown to be one of the largest 
Indian companies in the private sector in terms of sales 
gross profit and capital employed. 
PRODUCT PROFILE 
Every 7 minutes, a vehicle rolls off its assembly 
line which has a length of 165 metres and 18 stations 
where aggregates are fitted on the chassis. 
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It manufactures some 1500 components some of which 
include: 
from AUTOMOBILE DIVISION 
engines 
gearboxes 
axles 
propellor shafts 
cabs 
cowls 
steerings 
from FOUNDRY DIVISION 
high grade SG Iron Castings for automobile components 
high grade steel castings for excavators 
from FORGE DIVISION 
crank shafts 
front axle beams 
steering rods, etc. 
from EXCAVATOR DIVISION 
shovels 
backhoes 
cranes 
draglines, etc. 
[Source: TELCO'S MILLION, JANUARY 1993] 
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TATA-ROBINS-FRASER LIMITED (TRF): 
Tata-Robins - Fraser Limited (TRF) was established 
in 1962 by the Tata Iron and Steel Company Limited and 
Associated Cement Companies Limited in partnership with 
Litton Systems Inc., Hewitt Robins, U.S.A. and GEC 
Meihanical Handling Limited, U.K. 
TRF is an engineering company with expertise of 
over quarter of a century in the field of Bulk Material 
Handling and Processing. Its wide-ranging activities and 
dependable technology have made TRF one of the leading 
companies in India catering to the growing and rapidly 
changing needs of the core industries - coal, Cement, 
Power, Ports, Mining, Fertilizers and Steel Plants. 
TRF's integrated capabilities encompassing 
comprehensive project management, engineering, 
manufacturing and construction activities backed by 
reliable after - sales services, have resulted in its 
proven track record of several successfully executed 
large and sophisticated turnkey systems. They specialize 
in systems contracts for: 
All types of handling and processing plants 
for bulk materials. 
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One dressing plants including heavy and other 
seperation processes for benefication. 
Coal preparation plants including coal 
washeries. 
Stockpiling, blending and reclaiming systems 
including radial blending systems. 
Ship loading and unloading systems at ports. 
Portable crushing and screening plants for 
various minerals. 
The sales, turnover and capital employed in 1992-
93 were Rs.8502.34 lakhs and Rs.2190.20 lakhs 
respectively. (Source TRF annual report 1992-93). 
PRODUCT PROFILE 
TRF's product range include: 
CONVEYOR IDLERS 
CONVEYOR PULLEYS 
VIBRATING EQUIPMENT 
- MECHANICAL 
Vibrating Screens 
Scalpers 
Vibrating Feeders 
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Dewaterizers 
Desliming Screens 
Slurry Screens 
Foundry Shakeouts 
VIBRATING EQUIPMENT 
- ELECTROMANAGNETIC 
Electropulse Feeders 
Bin Vibrators 
CONVEYOR TRIPPERS 
Motorised and Belt Driven 
WOVEN WIRE SCREEN CLOTH CRUSHERS 
Jaw Crushers 
Hammer Mills 
Ring Granulators 
Impactors 
Pulverisers 
Roll Crushers 
Rotary Breakers 
Ball Mills 
UNDERGROUND MINING VEHICLES 
LOAD Haul Dumpers 
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Side Dump Loaders 
COAL CUTTERS 
MINE WINDERS 
SHIP LOADERS 
SHIP UNLOADERS 
STACKERS 
RECLAIMERS 
STACKER -CUM-RECLAIMERS 
WAGON TIPPLERS 
WAGON LOADERS 
BELT & CHAIN ELEVATORS 
SCREW CONVEYORS 
APRON FEEDERS 
MINE CAR TIPPLERS 
RECIPROCATING PLATE FEEDERS 
PLOUGH FEEDERS 
ROTARY TABLE FEEDERS 
(Source: TRF - 25 years of Growth & Specialisation). 
2.4 RESEARCH DESIGN: 
Research design is simply the framework or plan 
for a study used as a guide in collecting and analyzing 
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data. It is the blueprint that is followed in 
completing a study. It helps a researcher solve a 
problem as accurately and objectively as possible. 
2.5 NATURE OF RESEARCH: 
Research design can be classified into three basic 
types in terms of the fundamental objective of the 
research: exporatory, descriptive and causal.-^ The 
major emphasis in exploratory research is on the 
discovery of ideas and insights. Descriptive is 
focussed on accurate description of the variable in the 
problem model. A causal research design is concerned 
with determining cause and effect relationships. 
The nature of this research study is not to 
establish any relationship between the effects emerging 
out of various causes nor at an elaborate description of 
variables in the problem in question. Instead, this 
study lays emphasis on the relevance and need of 
decisions in every enterprise irrespective of the nature 
of the organisation. It does not proceed to advance any 
theory or minutely describe problem situation: keeping 
in view the nature of research, exploratory research 
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design is resorted to. It seeks to ascertain scientific 
information required for decisions pertaining to the 
different functional areas. 
The research design appropriate for exploratory-
studies must be flexible enough to provide opportunity 
for considering different aspects of the problem under 
study. Formal design is conspicious by its absence in 
exploratory studies. Hence, exploratory research 
design in found appropriate (or suitable) for the 
present study. 
2 . 6 RESEARCH METHOD: 
The present study is based on primary data 
collected. When the data needed already exists in an 
accessible form, it is referred to as secondary data. 
They might be present in the organisations internal 
record or in the external sources like the trade 
associations, government or trade publications. If data 
is found in existing source, the researcher is saved the 
time and cost of generating it. Moreover he may have 
to be careful in evaluating it as it might have been 
collected for a different purpose and in different 
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conditions. This is collected for some purpose other 
than solving the current problems. 
There are many data which does not exist in an 
accessible form - this could be of a quantitative or 
qualitative nature like scheduling, quality control. In 
such case data has to be created. This is primary data. 
The methods for creation of data are many of which the 
survey research is the most common. This is an 
effective way of gathering information. 
The present study covers various quantitative and 
qualitative data which are not found in an accessible 
form within or outside the organisation. As such survey 
research was undertaken. For this purpose, an 
information sheet in the form of a questionnaire for 
different functional areas were prepared and 
administered on selected personnel holding managerial 
positions in their respective spheres in the mentioned 
organisations. Decisional needs in different functional 
areas were listed in different information sheets 
(refer Annexure-lfor information sheets) . Indepth 
interview and discussions were also conducted with these 
 
 
 
 
 
  
 
 
 
71 
managers w i t h t h e p u r p o s e of s u p p l e m e n t i n g t h e 
i n f o r m a t i o n ( a l r e a d y sough t t h r o u g h t h e i n f o r m a t i o n 
shee t ) and a l s o t o ensure accuracy . 
2 . 6 . 1 HIERARCRIAL LEVEL OF THE RESPONDENTS: 
Research on MIS has t yp i ca l l y used those below 
v i c e - p r e s i d e n t s i n t h e t e rm e x e c u t i v e or s e n i o r 
managers . Mittman and Moore def ined e x e c u t i v e s as 
v i c e - p r e s i d e n t s and above. I senberg def ined s e n i o r 
manager s as g e n e r a l managers and above . Both 
c o n s u l t a n t s and deve lopers of EIS have inc luded v i c e 
p r e s i d e n t s as "Senior Manager" or "execut ive" below the 
p r e s i d e n t . ' - ^ - ^ Others have c a l l e d top management the 
p r e s i d e n t and one l eve l below p r e s i d e n t , while middle i s 
two l e v e l s below p r e s i d e n t . The term "execu t ive" in 
t h i s r e s e a r c h r e f e r s to a manager who i s r e s p o n s i b l e for 
a c o n t r i b u t i o n t h a t m a t e r i a l l y a f f e c t s t h e f i r m ' s 
a b i l i t y t o perform and o b t a i n r e s u l t s . •'•^  
E x e c u t i v e s , in t h i s r e s e a r c h i n c l u d e d t h e key 
p e r s o n n e l who were in t h e r a n k s of Deputy G e n e r a l 
Managers (DGM) General Manager or simply Manager for the 
d i f f e r e n t f u n c t i o n a l a r e a s . T h i s a l s o i n c l u d e d t h e 
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regional managers of different branches. Their opinion 
was sought because they comprised the largest 
representative group of managers in the organisation 
engaged in implementation of plans and its control. 
Planning and control systems are of such nature that the 
executives of a particular level understand them 
properly. Therefore a set of different managers were 
interviewed for different functional areas. 
In the area of marketing, the regional or area 
managers were also covered; in the area of production, 
executives in Maintenance, Spares and also Safety & 
Qua lity Control were interviewd; in finance, executives 
from Audit section were also covered and HRD/Training 
were covered under personnel. 
2.7 SAMPLE SIZE: 
The collection of accurate and reliable data is a 
crucial problem in all research investigations. The 
validity of any conclusion drawn from an investigation 
depends upon the reliability of data collected. There 
are two main techniques of collection of data-census and 
the sample. 
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In the census technique every item of the universe 
or population is studied, and conclusions drawn thereof. 
Sampling, on the other hand studies only a part of the 
universe to draw inference about the population. 
Large samples obviously give more reliable results 
than small samples. However, it is not necessary to 
sample the entire universe or even a substantial part of 
it to achieve a satisfactory precision. (Samples 
amounting to less than one percent of a population can 
often provide good reliability, given a creditable 
sample procedure . •'•° 
Hence, keeping in mind the constraints of time on 
one hand and the workable limit on the other, the 
sampling technique has been resorted to by the 
researcher. The choice of the sample totally depends 
upon the nature of data on one hand and the purpose of 
enquiry on the other. There . are various methods of 
sampling and in the context of this research work 
convinience or judgemental sampling (where the choice of 
sample items depend exclusively on the discretion of the 
investigator) has been resorted to. As such, in 
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accordance to the discretion of the researcher, the 
information sheets were distributed only among senior 
managers of different functional areas. 
Data was collected from 112 executives of public 
sector undertakings manufacturing basic generic products 
from non conventional industries. A stratified sample 
of four was randomly drawn from each of the four 
functional areas of each organisation. Out of 140 
respondents to whom information sheets were distributed, 
112 supplied the data voluntarily. Thus response rate 
was 80 percent. It was observed that these executives 
belonged to the age group of 42 to 55 years with its 
median at 50 years. They had already put in 2 to 25 
years of service (median = 7 years). 
2 .8 SAMPLING PR0CEDX7RE: 
The population for the sample was 112 and 
sampling is a stratified one. The basis for drawing the 
sample is to cover the four functional areas of 
management namely production, finance, marketing and 
personnel. Every functional area has been given equal 
weightage. As such from every organisation, an equal 
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number of m a n a g e r s w e r e d r a w n from e a c h f u n c t i o n a l a r e a 
on whom t h e r e s p e c t i v e i n f o r m a t i o n s h e e t s w e r e 
a d m i n i s t e r e d . 
2 . 9 COLLECTION OF DATA: 
The d a t a were c o l l e c t e d f o r t h e s t u d y u s i n g f o u r 
i n f o r m a t i o n s h e e t s ( A n n e x u r e - l ) 
2 . 9 . 1 RAPPORT: 
As a s t r a t e g y t o d e v e l o p r a p p o r t , t h e r e s e a r c h e r 
v i s i t e d e a c h o r g a n i s a t i o n s e l e c t e d f o r t h e s a m p l e 
i n d i v i d u a l l y o n c e p e r m i s s i o n was o b t a i n e d f o r c o n d u c t i n g 
s u r v e y . S h e f u r t h e r m e t t h e r e s p o n d e n t s i n t h e 
d e p a r t m e n t s c o n c e r n e d . 
2.9.2 ADMINISTRATION OF QUESTIONNAIRE/INFORMATION 
SHEET: 
After introducing herself and explaining the 
purpose of her study, she asked the respondents to 
complete the information sheet. The researcher replied 
to specific questions, if any, in an informal and 
friendly manner and made every attempt to convince the 
respondent that his/her response was important. The 
researcher observed carefully as the respondents marked 
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the first few responses on the information sheet to 
detect marking errors, if any. She encouraged them to 
answer every question embodied in the sheet stressing 
that it was solely for academic purpose and privacy and 
confidentiality would be maintained. Usually, the 
information sheets were completed in the presence of the 
researcher but in certain cases, the respondents were 
allowed to complete it at their convinience. This was 
particularly in the marketing area when in many 
instances the executives were out of station. However, 
while collecting such information sheet enough care was 
taken to ensure that it was complete and correctly 
marked in all aspects. The respondent was also not 
given any information as to who else was to be 
administered such sheets to rule out any possibility of 
their interaction before hand. 
There was no effort to estimate the amount of time 
spent on completing the information sheets by the 
respondents. This varied because filling up these sheets 
was often followed by a discussion with the respondent 
to clarify some points. 
 
 
 
 
 
  
 
 
 
The data collection for the study commenced on 
October 1993 and completed on July 1994. Therefore all 
data pertain to this period or prior to this. 
2.9.3 DESIGN OF THE INFORMATION SHEET: 
The information sheet was designed in such a way 
that they translated the research objective into 
specific questions and thus enabled the researcher to 
obtain the necessary data. While designing the 
information sheet, attempts were made to take into 
account the following suggestions given by CANNEL and RL 
KAHN (1970, pp.340-350). 
(i) The language of the information sheet approximated 
the language used by the executives, 
(ii) The questions were consistent with most of the 
executives' level of information, 
(iii) The questions were phrased in a way that they 
contained no suggested answer, 
(iv) Each question was limited to a single idea, 
(v) The sequence of ideas in the information sheet 
followed the logic and importance of questions, 
(vi) The questions embodied mixed type of questions - a 
 
 
 
 
 
  
 
 
 
78 
c o m b i n a t i o n of open ( u n s t r u c t u r e d ) and c l o s e d 
( s t r u c t u r e d ) type i tems which provided f l e x i b i l i t y 
t o t h e r e s p o n d e n t and e l i c i t e d c o m p l e t e 
in format ion from them. 
The in format ion sheet was d iv ided i n t o four p a r t s , 
i nvo lv ing , in a l l 26 q u e s t i o n s and each p a r t of the 
shee t embraced v a r i e d a s p e c t s in d i f f e r e n t f u n c t i o n a l 
a r e a s . 
2 . 9 . 4 TECHNIQUE FOR PRESENTATION OF DATA: 
The data thus analysed were e f fec t ive ly presented 
with the aid of t a b l e s . Some of the major l i n e s of 
precaution taken in t h i s respect are ; the t ab l e s in t h i s 
report have been c l ea r ly labe l led . The t i t l e s b r i e f l y 
s t a t e the subject matter of the t ab l e s ; any necessary 
qua l i f i ca t ions or explanation are given in the footnote 
of the t a b l e . Row and column headings are given as 
short as poss ib le and i s consis tent with iden t i fy ing the 
data being presented. The number (and/percentage) of 
the cases in which the findings are based are indica ted 
in the t ab le as well as in the t ex t . This i s s p e c i a l l y 
done when f i g u r e s a r e g i v e n in p e r c e n t a g e s . Every 
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precaution is taken to make as clear tabular 
presentation as possible so that a reader can identify 
the major points it is intended to convey. However, 
major findings of the study are also presented in the 
text . This has been done to ensure that the reader who 
does not want to take time to study tables can get all 
the necessary information simply by reading the text. 
2.10 INSTRUMENTS USED: 
The ba t t e ry of instruments included on information 
s h e e t , p r i m a r y d a t a g a t h e r e d t h r o u g h i n t e r v i e w of 
managers and a l s o w o r k e r s i n many i n s t a n c e s and 
secondary sources of da t a inc lude annual r e p o r t s and 
i n t e r n a l survey r e p o r t s ; ba lance s h e e t , RBI b u l l e t i n . 
Performance a p p r a i s a l r e p o r t s t o name a few. 
2.11 METHOD OF DATA ANALYSIS AND PRESENTATION: 
Data collected from the above referred sources 
have been tabulated separately in the form of tally 
sheets for each functional area. These scores were then 
converted into percentages and presented in tables. To 
facilitate the analysis, separate analysis tables along 
with supportive information requirement table is 
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c o n c e p t u a l i s e d . This guided the r e s e a r c h e r through her 
s t u d y . The same has been followed for a l l the f u n c t i o n a l 
a r e a s . C o n s o l i d a t e d r e s u l t s of t h e c a s e s t u d i e s 
under taken have been p r e s e n t e d . Standard d e v i a t i o n s were 
a l s o noted and h i g h l i g h t e d in some of the c a s e s . 
In o rde r t o observe the a p p l i c a t i o n of in fo rmat ion 
systems the r e sponses have been analysed in the l i g h t of 
i n v e s t i g a t i o n s made t o determine the common in fo rmat ion 
and the p r a c t i c e fol lowed. Fur the r j u s t i f i c a t i o n s have 
been g i v e n f o r c a s e s where wide d e v i a t i o n s were 
encoun te red . 
2 . 1 2 RELIABILITY OF DATA: 
The data was col lec ted by administering a seperate 
quest ionnaire in each functional area. Decisions found 
important in each functional area were included in the 
ques t ionna i res . 
The quest ionnaires were d i s t r ibu ted among senior 
managers in each functional area . All the managers held 
responsible pos i t ions in t h e i r respect ive a r ea s . In a l l 
112 respondents supplied informatior . The same number 
of r e s p o n d e n t s was t a k e n from each f u n c t i o n a l a r e a . 
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Informat ions c o l l e c t e d were f u r t h e r supplemented and/or 
c l a r i f i e d by i n t e r v i e w i n g the same managers. Also the 
i d e n t i t y of managers were kept c o n f i d e n t i a l t o r u l e out 
any p o s s i b i l i t y of t h e i r i n t e r a c t i o n before hand. 
Hence, t h e d a t a c o l l e c t e d i s e x p e c t e d t o be 
l a r g e l y r e l i a b l e . 
2 . 1 3 . DEPENDABILITY OF RESULT: 
The data i s r e l i a b l e hence the r e s u l t s drawn from 
i t can be claimed to be dependable. 
2 . 1 4 PROBLEMS ENCOUNTERED: 
The study undertaken ca l led for the a t t e n t i o n and 
time of managers occupying managerial pos i t ions in t h e i r 
r e s p e c t i v e o r g a n i s a t i o n s ; as such t h e r e s e a r c h e r 
encountered many problems. 
To s t a r t wi th , the r e s e a r c h e r faced d i f f i c u l t y in 
s e c u r i n g p e r m i s s i o n f o r s u r v e y b e c a u s e t h e s u r v e y 
i n v o l v e d v a r i o u s d e t a i l e d a s p e c t s of a l l f u n c t i o n a l 
a r e a s which , a c c o r d i n g t o them, c o u l d go a g a i n s t 
c o n f i d e n t i a l i t y . Sometimes, i t was a f t e r many c a l l s and 
p e r s u a t i o n , t h a t pe rmiss ion was f i n a l l y g r a n t e d . 
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The disbelief of respondents towards research in 
general and presentation and analysis in particular, was 
a constraint in data collection. 
Secondly, appointment had to be fixed with each 
manager and many a time they were not available at the 
time allotted or decided. This resulted in a great loss 
of time which further hampered the progress of work. 
During the interview and discussion, there were 
many interruption by people as well as by phone which 
hampered the continuity of the discussion. 
Some managers had a very hasty attitude, yet some 
of them indifferent and a few evasive on certain 
questions or information. A few managers were found to 
be reluctant in answering certain questions and 
discussing certain issues as they felt that answering 
them in right earnest would reveal certain information 
considered private or confidential for the company. 
Many respondent managers discouraged the idea of 
contacting other executives in the same functional area 
so that their opinion was held to be fair and true and 
without contradictions. 
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In spite of the various obstacles faced, the 
unstinted efforts of the researcher helped her to 
overcome the hurdles and emerge out with a reservoir of 
information reliable and authentic. 
2.15 LIMITATIONS OF THE STUDY: 
No research is complete unless the limitations of 
the studies are brought forth and accepted. While 
undertaking this study, shortcomings and limitations are 
faced which were however by the best possible means 
overcome to give this study its final shape and the best 
possible result that would make this study meaningful. 
Though the researcher had selected a large sample 
of managers occupying responsible positions in their 
respective spheres in the organisations, and took every 
effort to see that their views are true; yet there 
remains a possibility that the views of the managers are 
in favour of the organisation. 
(i) The general applicability of this research is 
restricted due to certain limitations. Majority 
of these can be said to be self imposed. In 
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order to complete it within the boundaries of time 
and cost, it is kept within manageable limit. 
(ii) All pertinent information with regard to the 
functional areas have been provided in the 
information collection sheet. However, there 
might be a certain number which may have been 
overlooked or considered unimportant by the 
researcher. Future, researcher may consider these. 
(iii) This study was confined to the core sector 
industries only and traditional industries were 
not included in its purview. Moreover, the 
organisations undertaken for study was confined 
to the manufacturing organisations only and 
service organisations, because of the basic 
difference in nature, were excluded. 
(iv) The scope of the present research study is limited 
to seven industries. The choice of industry is 
constrained by the time and nature of the study. 
Their choice is also influenced by their location. 
They are all located in the belt of West Bengal 
and Bihar which enabled ease of collection of data 
as the researcher is a domicile of that area. 
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Moreover, all these industries are located within 
close proximity of each other. 
(v) Size of sample was another important constraint. 
With the limitations of time and also non-
availibility and busy schedule of the managers, 
the researcher could not hope to increase the 
sample and had to confine to four managers from 
each functional area. This is considered to be a 
good representative of the whole. However, a 
larger sample is desirable for the confirmation of 
the present study. 
(vi) The present study is restricted only to the 
profiles of the industries mentioned. Other 
subsidiary, dependent or related industries have 
been excluded from the purview of the study. 
Thus the period covered under study dates back to 
July 1994 and consequently all data collected and 
reference made pertain to said period. 
2.16 RESEARCHER'S LIABILITY: 
Though the researcher has tried his best to secure 
a much reliable information by determining sample size. 
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drawing samples, collecting, analyzing and presenting 
data but still there might exist areas of omission and 
commission for which none else except the researcher is 
liable. 
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CHAPTER-III 
SURVEY OF LITERATURE 
3.1 SURVEY OF RELEVANT LITERATURE; 
It is generally recognised that in any 
organisation the quality of decision making depends to 
no mean extent on the type of information available and 
the manner in which it is obtained and utilised. It is 
the properly organised and analysed information that 
provides to the decision maker the necessary 
intelligence as also awareness of the likely impact of 
an indicated course of action. Information is thus 
perhaps the most crucial ingredient of the decision 
making process. It is particularly so in government 
considering the magnitude, variety and complexity of 
governmental activities and the wide scatter in which 
policy decisions affecting the life of the community are 
implemented. 
The complexity of organisation and operation of 
MIS can be solved by systems approach, in which the 
relationships between the subsystems of scientific, 
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technological, socioeconomic and compiercial sources of 
information and the subsystems of information flow for 
managerial planning and control is recognized. The 
interrelation of internal systems of information flow 
amongst themselves and their relation to the external 
environment should also be recognized. 
In order to identify the research gap the 
researcher conducted a relevant survey of literature. 
The very purpose of this chapter is to review the 
literature produced in the past bearing on the theme of 
the present work so that a picture of the current state 
of knowledge emerges. This will define the positioning 
of the present effort and the need for undertaking this 
study particularly in the Indian context. 
For this purpose the researcher has surveyed the 
bibliography of Doctoral dissertations published by the 
Association of Indian Universities (AIU), the libraries 
of Indian Institute of Public Administration, New Delhi, 
Indian Chambers of Commerce and Industry, New Delhi, 
Faculty of Management Studies, New Delhi, Ratan Tata 
Library, New Delhi, Xavier Labour Relations Institute, 
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Jatnshedpur and Aligarh Muslim University, Aligarh. 
Journals of academic and non-academic interests have 
also been referred to by the researcher. 
From the articles published in academic journals 
of national and international repute, it can be inferred 
that scanty work has been done in national and 
international context bearing on management information 
system. Most of the work done pertains to information 
system, information modelling and computerized 
information. 
Although decision making has been the core of all 
managerial activities since a long time past, literature 
on information system as a part of managerial needs was 
produced only in considerable volume. 
3.1. INTERNATIONAL CONTEXT: 
The review is discussed mainly under the various 
headings namely - Development of MIS, Influence of 
computers on MIS, MIS(s) influence on the functional 
areas, the other implications of MIS and MIS in the 
Indian context. 
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3.1.1 DEVELOPMENT OF MIS: 
The plan of development of MIS should thus be to 
recognize and organise the information flow by properly 
inter-linking the existing sources, services and 
systems; and, streamlining the channels, such that, all 
the information of importance could flow to the 
internally established MIS which would further process 
and store the data for ready retrieval and reference. 
At present few organisations can adequately access 
the business value of management information systems and 
researches have provided little help-^ Ahituv^, 
Hirschheim^ and Kleijnen^ were of the opinion that the 
underlying reason for this inadequacy is the lack of 
relevant theoritical models. A model of management 
information system and the stages of its implementation 
has been developed by Mimic, He was of the opinion that 
most important item and stages in installation of 
management information system was the transfer of the 
problem of designing and realization of the management 
from the sheer technical aspect to the organisational 
one. However, the role of information, pattern of 
communication and most important - the information 
content has not been highlighted. 
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Moreover, Bengt° writes that a number of 
approaches to information modelling has been presented 
in the decade 1970-80 in which most approaches assumed 
that the correctness of information model is decided 
from intuitive considerations. He has suggested and 
discussed three correctness criteria of information and 
information model namely consistency, satisfiability and 
completeness. 
Furthermore, Ehrlemark in 'Design your own 
Management Information System' presents a set of 
conceptual tools to help management design control 
systems that are sensitive to changes and identify the 
problems and possibilities for action. Here, the stress 
has been more on the physical structure of the 
organisation. 
A behavioural approach to the specification of 
information system was given by Leveson, Wasserman and 
Berry° to indicate a multistep formal method used for 
information systems design and development. These steps 
include information analysis, semantic specification, 
verification of the specification, concrete 
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implementation and also verification of the 
implementation. Similarly, Lehtinen and Lyytinen^ state 
that the main issue in information systems development 
is to specify correctly and unambiguously what an 
information system should accomplish and they call this 
information system specification. This stresses on the 
communication purpose the information system has within 
an organisation. 
In their research publication, Goldkuhl and 
Lyytinen writes about a new approach to information 
systems theory in which information system is regarded 
as a social and linguistic entity. The approach is based 
on a theory of communicative action, which studies 
information and communication from the point of view of 
social interaction. According to the researcher, social 
interaction is basically an informal process. But much 
of the daily interactions is due to the formal process 
brought about by the organisation design and structure -
the structure of reporting relationships which has been 
overlooked in the study. 
Sinkovic deals with the method in which a 
relevant amount of information can be transferred in the 
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guided system and states that it largely depends upon 
the structure of information system. The value, that is, 
content of information which forms a major consideration 
of information to be transferred have been overlooked. 
However, Kendall and Kendall-^ reveals that 
structured observation of the environment is the only 
reliable way of obtaining information which are 
unobtainable through interview and investigation. 
From the above review it is evident that most of 
the authors have not dealt with all the parameters of 
information system. It is further observed that majority 
of them have laid more stress on the design, development 
and implementation of MIS structure - and its associated 
problems. This in other words emphasises on the 
structural aspect of MIS. The content of information 
i.e. the "what" of information and the flow of 
information i.e. the 'how' of information has been 
totally ignored. This aspect has been covered by the 
researcher. 
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3.1.2 INFLUENCE OF COMPUTERS ON MIS: 
Computer based information systems have become 
increasingly important to contemporary organisations. As 
Steiner^-^ has stated "Information flows are as important 
to the life and health of a business as the flow of 
blood is to the life and health of an individual." High 
performance information systems can do much to 
promulgate organisational success. 
A great many predictions have been made since the 
late 1950s concerning the impact of the computer on the 
structure of corporate organisations and in particular 
as to whether data processing technology would cause 
greater centralisation or decentralisation in firms. 
Leavitt and Whisler were pioneers in predicting 
the way that computers might influence corporation. In 
1958 they published an article 'Management in the 1980s' 
and foresaw that (i) top managers would take on greater 
innovative planning and other creative functions (ii) 
programmers and research and development personnel would 
move upward into the top management group, (iii) large 
industrial organisations would reverse the trend toward 
decentralisation and would recentralise. 
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Leidner and Elam described an executive system 
as a computer based information system, designed to 
provide senior managers access to information relevant 
to their management activities. With trends as 
globilisation an intense competition increasing the 
importance of fast and accurate decision making the use 
of these systems by executives may become a particularly 
important component of their decision making behaviour. 
Their research examines the effects of EIS on use on 
aspects of the decision making process. It examines 
three decision making process variable that have 
received considerable attention in the recent theory on 
the impact of advanced information technology use 
decision making in organisation and are well grounded in 
the organisational research. 
However, Lucus Henry, •'•^  in his thesis presents the 
results of an exploratory study of problem solving by 
top management in a sample of firms. The purpose of his 
research was to determine the nature of information 
needed by top management and the role of computer -based 
system in supplying it. He classifies problems according 
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to their nature and explores the information sources 
used to solve the problems. However, the need of 
information has not been classified according to the 
functional areas. 
3.1.3 MIS & THE FUNCTIONAL AREAS: 
Contingency analysis can be applied to subsystems 
within organisations or questional areas within 
subsystems. To the extent subsystems (or functional 
areas) are similar, they should be designed in a similar 
way. If subsystems are trying to produce different 
outputs with different technologies and have different 
organisational interactions, they should be designed and 
managed differently. 
Kweku Ewusi - Mensah"'- discussed several 
techniques for analyzing the information requirements of 
a business organisation and developing an information 
systems architecture to address their needs they 
elucidate a formal method for deciding on the 
composition of the information subsystems. He depicted 
five criteria as a guide in identifying the subsystem. 
These criteria are flexibility, changeability, 
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separability, comprehensibility, integrability and data 
usage and/or creation. 
However, Simat ^^ has dealt with that part of the 
information system which is linked to the manufacturing 
activity. It described various components of such a 
subsystem, their interactions and relations to other 
subsystems within the integral information system. But 
he has ignored the relationship of information system 
with three other major aspects of an organisation that 
is finance, marketing and personnel. 
Li, McLeod and Rogers-^^ find a more balanced 
support for all levels of management available through 
the marketing information system today. They also 
discovered an alarming lack of linkage between these 
systems and the strategic information systems of 
corporations - to such an extent that they stand at a 
risk of becoming irrelevant. 
Moreover, in a paper published by Borbley in 
Online in 1984, be considers how changes in the 
information profession will affect approaches to 
managing the information centre. On the basis of a 
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review of information revolution in the last generation, 
he states that managers to be successful in business, 
need only to excel as information specialists, personnel 
managers and marketing specialists. In his work, 
Borbley has ignored the financial dimensions that is the 
need of financial information like budget. 
3.1.4 MIS EXECUTIVES: 
A review of articles reveals that MIS executives 
have had to evolve from technicians to managers with 
little preparation and few role models. They have had 
to realize their loyalties and commitment to their 
organisations rather than to their technology. They 
have had to focus more on interpersonal and 
administrative skills and delegate to their staff more 
and more of the technical activity. 
One of the most revealing studies ever made of MIS 
executives was conducted by Ives and Olson. ^-'- They 
observed six MIS executives with major corporations to 
see how and on what they spent their time. It indicated 
that MIS executives spend majority of their time 
interacting with people, 78 percent of their time is 
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s p e n d o n c o m m u n i c a t i n g w i t h p e o p l e i n s c h e d u l e d 
m e e t i n g s , u n s c h e d u l e d m e e t i n g s and p h o n e c a l l s . T h e i r 
s t u d y m a k e s a c o m p e l l i n g p o i n t : an MIS e x e c u t i v e m u s t be 
g o o d a t a n d e n j o y w o r k i n g w i t h p e o p l e . The same i s , 
h o w e v e r , t r u e f o r v i r t u a l l y a l l m a n a g e m e n t p o s i t i o n s . 
U n f o r t u n a t e l y , a r e s e a r c h i n t o w h a t m o t i v a t e s MIS 
p r o f e s s i o n a l s b y C o n g e r , Z a w a c k i a n d O p p e r m a n n ^ ^ 
i n d i c a t e s t h a t m o s t MIS p r o f e s s i o n a l s s i g n i f i c a n t l y 
p r e f e r d e v e l o p i n g new t e c h n i c a l s k i l l s t o i n t e r a c t i n g 
w i t h p e o p l e . I t h a s b e e n e s t i m a t e d t h a t 80% of t h e 
p r o b l e m s t h a t o c c u r w i t h MIS i n o r g a n i s a t i o n s a r e a 
r e s u l t o f c o m m u n i c a t i o n b r e a k d o w n . C o n s i d e r i n g a l l of 
t h e p r o b l e m s t h a t o c c u r w i t h MIS i n o r g a n i s a t i o n s , 
c o m m u n i c a t i o n b r e a k d o w n s a r e u n q u e s t i o n a b l y a 
c o n t r i b u t i n g f a c t o r . 
3 . 2 MANAGEMENT INFORMATION SYSTEM WITH REFERENCE TO 
INDIA: 
In any organisat ion the qua l i ty of decision making 
depends t o no mean extent on the type of information 
ava i lab le and the manner in which i t i s obtained and 
u t i l i s e d . I t i s the properly organised and analysed 
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information that provides to the decision maker the 
necessary intelligence as also the necessary awareness 
of the likely impact of an indicated course of action. 
Information is thus the most crucial ingredient and some 
refer to it as a material resource of decision making 
process. One feels in this way particularly in 
government where the magnitude, variety and complexity 
of governmental activities and the wide scatter in 
which policy decisions affecting the life of the 
community are implemented. Information is an important 
aspect for decision making. Therefore, a cursory glance 
on the information systems prevalent in government 
organisations and to what extent they aid the policy 
makers becomes a must. 
3.2.1 MIS IN GOVERNMENT: 
All organisations in government have some kind of 
reporting and information systems. They are generally 
found in the nature of progress reports and statistical 
returns covering different areas such as budget and 
finance, establishment, project construction, 
production, operations, etc. In government, reports and 
returns from attached and subordinate organisations are 
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obtained not only to meet organisational needs of the 
controlling ministry but also to fulfil statutory 
requirements of other concerned agencies. Some of the 
reports and returns are merely for statistical 
compilations. The volume and pattern of reports and 
returns usually evolve over the years without any 
systematic attempt being made to examine their 
usefulness. 
Studies conducted in certain typical ministeries 
of the Government of India have revealed that the 
existing reporting systems suffer from a number of 
common but serious weaknesses. It is interesting to 
note that inadequacy of information is not among these 
weaknesses. On the other hand, overabundance of data 
obtained through numerous, often overlapping, reports 
appear to be more or less a common feature. Many of the 
reports are not put to effective use, or any use at all. 
At the same time significant gaps are many a time 
uncovered. In other words, while many of the reports 
contain data which are of little value for functions 
like planning, policy formulation, monitoring and 
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control, different hierarchial levels may yet be 
handicapped by lack of information relevant to the 
exercise ^f such function. This is the outcome of: 
(1) Acceretion of reports and return prescribed 
to meet adhoc situations but not discontinued 
thereafter. 
(2) Non-appraisal of the actual needs of the 
receiving functionaries. 
(3) Weaknesses in planning and other procedures. 
Other drawbacks noteworthy of mention are: 
(i) Overlapping or repetitive reports, 
(ii) Voluminous reports containing a mass 
of irrelevant detail crowding out or 
obscuring information of 
significance. 
(iii) Narrative reports lacking in focus or 
selectivity, 
(iv) Abnormally long time-gaps - sometimes 
running into weeks or even months -
in the submission of the reports. 
For instance, it was observed 
that in an organisation the extent of 
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redundancy was found to be as high as 
68%. This overload of information is 
usually not supported by adequate 
arrangements for its processing, 
analysis and utilisation so that it 
is apt to remain a rich collection of 
data rather than organised 
information capable of be'ing utili'&ed 
as a management tool. 
(v) Incoming reports and ^those prepared 
within the department are in most 
cases handled on files and recorded 
in such a manner that an overall 
picture cannot be had and subsequent 
retrieval becomes difficult. 
Consequently it is not uncommon to 
find references being made to 
subordinate authority to elicit 
information that is already available 
on files. 
Therefore, to put in a few words, traditional 
reporting arrangements in government departments tend to 
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s u f f e r from both excess and d e f i c i e n c y of in fo rmat ion 
and f a l l f a r s h o r t of p rov id ing a p roper in fo rmat ion 
system. Therefore t h e i r r o l l in a i d i n g the p r o c e s s of 
p o l i c y making, and m o n i t o r i n g and c o n t r o l , i s t h u s 
l i m i t e d . 
3 . 2 . 2 DEVELOPMENT OF MIS IN GOVERNMENT: 
Fortunately, there i s an increasing awareness in 
h i g h e r e c h e l o n s of government t h a t t h e t r a d i t i o n a l 
approach t o in format ion handl ing i s not compat ib le with 
the need of the day. In an environment of e f f i c i e n t 
p l a n n i n g , p o l i c y making and c o n t r o l , t h e r o l e of 
p r o p e r l y devised management in format ion system in the 
e x e r c i s e of t he se func t ions i s approved of. The re fo re , a 
l o t of e f f o r t s have acco rd ing ly being made dur ing the 
l a s t decade t o w a r d s d e s i g n i n g and i n t r o d u c i n g an 
improved management i n f o r m a t i o n sys tem in government 
o r g a n i s a t i o n s . 
FOR INSTANCE: 
( i ) I n 1 9 6 8 , a s i m p l e b u t e f f e c t i v e MIS w a s 
d e v e l o p e d f o r t h e d e p a r t m e n t of I r o n a n d 
S t e e l . 
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(ii) In 1974, P&T department developed a 
comprehensive MIS for their telecom 
operations. Computer based information 
systems have been installed in the offices 
of the Director General, Supplies and 
Disposal, and Director General, Technical 
Development. 
(iii) In 1972, Planning Commissions set up a 
Monitoring & Information Division with the 
object, inter alia, of developing an 
effective information system for watching 
progress of plans, schemes and projects. The 
division is now capable of presenting 
monitored information concerning key 
sectors, every quarter, to enable review by 
government at the highest level. 
(iv) In 1975, an MIS was developed by the Bureau 
of Public Enterprises, for comprehensive 
reporting by public sector units to their 
administrative ministeries. 
The National Informatic Centre of 
the Department of Electronics has 
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arrangements to assist government 
departments in developing suitable MIS. A 
number of training courses and seminars 
covering the subject have been organised for 
middle and senior level executives under the 
auspicies of the Indian Institute of Public 
Administration, The Training Division of the 
Department of Personnel and Administrative 
reforms of the Planning Commission and so 
on. 
(v) In 1976, a high power Advisory Committee on 
Management Accountancy in Government was set 
up under the chairmanship of the Ministry of 
Finance. Among its most important terms of 
references was the development of suitable 
MIS in government departments. For this 
purpose, the three typical ministries viz. 
Chemicals & Fertilizers, Works and Housing, 
and Agriculture - one working mainly though 
the public sector, another executing 
projects departmentally, and the third 
depending on the state government agencies 
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for the implementation of its programmes, 
(vi) In 1978, a comprehensive MIS was developed 
for the Department of Chemicals and 
Fertilizers and successfully implemented. 
It is reported to have had a marked impact 
on decision making and control in the sector 
administered by the department. Certain 
other production-oriented ministeries have 
been asked to develop their own MIS using 
the Chemicals & Fertilizers model. As such, 
the Ministry of Transport and Shipping has 
already developed and installed a suitable 
MIS for their Ports Wing. The Department of 
Coal has also finalised a system similar to 
that operating in the Department of 
Chemicals & Fertilizers, 
(vii) In 1978, an integrated and PERT-based MIS 
for the Ministry of Works & Housing (CPWD 
portion) was developed by the Sub Groups and 
given trial run in a Zonal Chief Engineer's 
charge. Steps have been initiated for its 
extension to other ministeries responsible 
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for executing civil works projects on the 
CPWD pattern. 
As regards the Ministry of Agriculture, MIS has 
been developed for the massive Command Area Developed 
Programme, and this is expected to serve as the 
prototype for similar systems for other area development 
schemes. A notable feature of the system is its multi-
tier approach. A complete system has been 
developed for the Ministry at the Government of India 
level, including the 'inputs' to be provided by the 
various project authorities. This MIS design is 
expected, with minor modifications, to meet all the 
information needs of the State Government. In addition, 
detailed guidelines have been given for the development 
and installation of improved MIS, including its sub-
systems, in the C.A.D. projects in a reasonable time-
frame . 
The efforts outlined above are in a sense 
evolutionary and reflect the growing awareness of the 
need for developing scientific MIS in government 
departments as an active and to higher management. 
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There a r e i n d i c a t i o n s t h a t such e f f e c t s w i l l be 
i n t e n s i f i e d and e x t e n d e d t o cover w i d e r a r e a s of 
g o v e r n m e n t a l a c t i v i t y . This means t h a t more p o l i c y 
makers w i l l have t h e c a p a b i l i t y of b a s i n g t h e i r 
d e c i s i o n s on r e l e v a n t , p rope r ly ana lysed and s h i f t e d 
informat ion p r e s e n t e d t o them in a s y s t e m a t i s e d manner, 
r a t h e r than on haphazard c o l l e c t i o n of d a t a , p iecemeal 
i n f o r m a t i o n and i n t u i t i v e judgement o r p e r s o n a l 
p e r c e p t i o n . 
3 . 3 INDIAN CONTEXT: 
Work in the Indian context has been reviewed by 
the researcher and categorised in d i f ferent heads as -
i n f o r m a t i o n and i t s u se in o r g a n i s a t i o n , impac t of 
informat ion technology and compute r iza t ion , des ign of an 
i n f o r m a t i o n sys tem and f i n a l l y i n f o r m a t i o n i n a 
l i b e r a l i s e d economy and i t s f u t u r e . 
3 . 3 . 1 INFORMATION AMD ITS USE IN ORGANISATION: 
Patel^-^ in h i s a r t i c l e 'Planning with Management 
I n f o r m a t i o n Sys tem; d i s c u s s e s t h e r o l e management 
informat ion system p l a y s in s t r a t e g i c p l a n n i n g . He has 
l a i d s t r e s s on long term p lann ing . He has not thrown 
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any light on its role in the various functional areas of 
management. 
Dr Jawahar Lai presents opinions of individual 
investors on different sources of information used by 
them for investment decisions. He does not mention 
anything about the institutional investors or the 
managers in the corporate world who are making a more 
effective use of such information. 
Dr Singla^^ has revealed the perceptions of 
individual executives regarding the effectiveness of 
information system in public sector enterprises in India 
which varies with the growth stage in the MIS function. 
This study was behaviour oriented and not technique 
oriented. 
Brig Sundaram'^" contends that talking about a 
"Corporate Niche for Information" is not enough. Quite 
often only lip-service is paid to the concept of 
information as a corporate resource which is the prime 
source of failure of growth of computer based 
information system (CBIS) . If IT growth has to be 
nurtured, he expresses that special attention has to be 
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given to training till IT culture reaches levels for 
sustained corporate training. The approach has been too 
general; no specific aspects of IT were considered. 
Desai and Bhaskar"^ "^  in their publication express 
the view that the survival of banking industry is 
vitally dependent on the effective use of information 
technology because the banking industry has become 
unwieldy due to the scale of its own success, the 
magnitude of growth and the increasing complexity of its 
operations. 
3.3.2 IMPACT OF INFORMATION TECHNOLOGY 
AND COMPUTERIZATION: 
Goyal^® in his publication examines how the EDP 
department could be geared for the 1990s. It should be 
so placed in the organisation that it plays a two fold 
role - the first is that it forms a synergistic 
partnership with other departments of the organisation 
and the other it helps management to respond and adapt 
positively to a rapidly-changing environment. 
Emerging issues of high technology vis-a-vis 
management accountant, has been taken up by Nigam. ^ 
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According to him introducing high technology is regarded 
as one of the most effective ways of affecting 
organisational changes within the firm. Light is thrown 
on the responsibility of the management accountant in 
introducing high technology. 
In the article entitled 'Some Organisational 
Ramification of Computerization', Deepti Bhatnagar^^ 
attempts to articulate the likely impact information 
technology has on some important organisation variables 
such as organisational structure, management systems, 
staff, skill level and management styles. 
In his publication, Krishan Kalra, examines the 
technological changes and innovations brought about 
primarily by the electronics and communications 
breakthrough; gets an understanding of the socio-
economic needs and pressures in order to explore the 
prospects of an organistion's survival and prosperity. 
In the article 'Decision Hierarchy and Computer 
Usage', Banerjee provides on overview of computer 
usage at various decision-making levels for a process 
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industry like IISCO and an engineering industry like 
BHEL. He further states that if the needs of 
applications area are analysed in detail and according 
to their priority, then the computer technology will 
have the conceptual and technological ability to satisfy 
all the major requirements of any process of an 
engineering industry. 
Sachdeva presents a computerised Financial 
Information System that has been designed, developed and 
implemented by the government of Gujarat in consultation 
with the Indian Institute of Public Administration to 
help the State Government in the monitoring and control 
of the state budget and in evaluating alternative budget 
proposals. 
Sen Gupta has elaborated on the extensive use of 
a computer in management of material in an organisation 
thus enabling a materials manager to engage in more 
creative pursuits than the daily routine work. Light 
has also been thrown on the doubts, distrust and 
reservations associated with the use of a computer. 
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Rajendra Prasad-^^ in his published paper attempts 
to describe the various stages in computerization 
projects and the activities which follow. 
In a published paper in Indian Management, 
Khanna expresses that information technology must do 
more than merely automate existing procedures and 
processes and initiative at the highest levels of 
organisations should ensure that IT serves as a powerful 
tool for decision making at all levels of management. 
For this, he advocates the tying of IT strategy with the 
business strategy. 
3.3.3 DESIGN OF INFORMATION SYSTEM; 
Panda states that information system is 
contingent upon the nature of organisation to which it 
belongs and the structure. He expresses that there 
exists three types of information system in an 
organisation - they being pure market, bureaucracy & 
elan to support decision making. Information system 
with the capabilities of filtration and condensation of 
information improve the effectiveness of decisions, 
eliminate information overload and make the decision -
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making process simpler. Organisation process 
performance is the manifestation of the effective 
decisions. So, proper selection and design of 
information systems is critical to the performance of 
modern organisations. 
Sethi ° stresses the need to adopt a control 
system and also define the general purpose of a control 
tool. The purpose of control tools or control systems 
are defined as the mechanism used to collect and 
organise data, feed it back to the decision maker and 
facilitate comparision with predetermined standards. 
One of the ten tools mentioned by him is MIS. In this 
context, he suggests the creation of a real-time system, 
which he defines as a system where data is processed at 
such speed that output may be fed back to control 
current operations. In such a system information is 
updated frequently enough to be correct at all times and 
information can be retrieved as quickly as needed. 
Viera-^^ opines that it may not be widely known but 
in many situations it is the top management in a company 
which is the biggest stumbling block to a desirable 
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change. This p r o p o s i t i o n i s based on a s tudy of a few 
c o m p a n i e s . Accord ing t o him t h e i r moves a r e a 
r e f l e c t i o n of i n s e c u r i t y in t h e f a c e of chang ing 
t e c h n o l o g y - l i k e t h e y seek p e r f e c t i o n i n o t h e r 
u n i m p o r t a n t and r o u t i n e m a t t e r s l i k e p r e p a r a t i o n of 
r e p o r t s . 
3 . 3 . 4 INFORMATION IN THE PRESENT AND FXTTURE SCENERIO: 
Singh and Upendra^ in one of t h e i r publ icat ions 
in ' Indian Management' have out l ined a framework for an 
information in f ras t ruc tu re to enable organisat ions to 
o p e r a t e s u c c e s s f u l l y in a l i b e r a l i s e d economy. The 
p r o p o s e d s t r u c t u r e e n v i s a g e d c r e a t i o n of i n f o r m a t i o n 
b a s e a t f o u r l e v e l s - n a m e l y i n d i v i d u a l o r g a n i s a t i o n , 
r e l a t e d b u s i n e s s g r o u p , segment of an i n d u s t r y and 
i n d u s t r y l e v e l . At the i n d u s t r y l e v e l , i t has been 
sugges ted t o c r e a t e da ta base c o n t a i n i n g informat ion 
about e x t e r n a l environment on ly . 
The l e a d e r of the B r i t i s h Alvey p r o j e c t on f i f t h 
g e n e r a t i o n computers , Brian Oakley'*-^ in h i s a r t i c l e 
' I T , E x i s t i n g and Future P o s s i b i l i t i e s ' d i s c u s s e s the 
a v a i l a b l e and f u t u r e p o s s i b i l i t i e s of i n f o r m a t i o n 
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technology. He further states that in the future the 
societies that can take the maximum advantage of the 
ever-widening applications of computers would be the 
ones to dominate the world. 
3.4 REVIEW OF TEXTS: 
Various books or texts on Information System has 
been referred to by the researcher. Some have emphasised 
on information as a useful resource.Kanter treats 
information as valuable a resource as the more 
traditional ones of money, material, people and 
facilities and hence should be managed as such. Also he 
lays emphasis on the management process as opposed to 
the product. 
Clifton^-^ takes into account the close 
relationship between the users of information and its 
preparation as evidenced by their great employment of 
personal computers, office automation and data 
communications. 
Voich, Mottice and Shrode'* present the basic 
concepts for the effective management of the information 
function in an organisation. They view information both 
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as a process of transforming data into information and 
as a facilitator for the performance of the basic 
functions of management process. 
In their book, Sprague and McNurlin^^ trace the 
growing importance of information systems management and 
presents a conceptual model to indicate the key areas 
and the manner in which they fit together. They have 
also laid down the principal issues for the executives 
in each area. 
Olson views information system as a support 
system for an organisation. It stresses on standard 
operational information systems, information systems for 
management control, information systems for strategic 
management, decision support system, office information 
system and knowledge work support system. 
Condon discusses the more effective utilis^ation 
of data processing equipment and teaches the use of 
various tools employed by the system analyst in the 
creation of better systems. It deals with the nature of 
the systems development cycle and use of its tools in 
each phase of the cycle. 
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4 R 
Ross, Murdick and Clagget^° explores MIS 
development from the managers or users' perspective and 
deals extensively with the practice of planning, 
designing implementing and control of MIS. However, the 
value of information and the content which helps in 
taking decision has not been emphasised. 
4 9 
Stenitz ^ observes that in the present times 
technology makes it possible to have information 
cheaply, quickly and accurately and at a much less cost 
as compared to a decade or two ago. He emphasises that 
yet the right skills are essential for the pay off to be 
dramatic. Hence, it is important to recognize the 
necessary skills. Further, management costs which refer 
to staff costs, space costs, computer costs and 
communication costs in terms of financial sector are 
directly related to management information system. 
Bhatnagar and Ramani provide an insight into 
computers and their use in organisations. It views MIS 
as essentially a man-machine system. Further, presented 
problems pertinent to the successful use of information 
technology in organisation is presented through a case 
study on computerization. 
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Ken Eason^ -*- says that as information technology-
has advanced, the methodologies and tools for technical 
systems design have become progressively more 
sophisticated and efficient. By contrast the techniques 
by which users can specify their needs, evaluate 
alternatives, implement systems, make complementary 
organisational changes, hardly progressed at all. There 
is a need of socio technical system design; the joint 
decision of the technical and social sub-systems in the 
organisation. He illustrates a set of methods and tools 
to manage this as a socio-technical design process. 
Dickson and Wetherbe present a systematic and 
comprehensive treatment of MIS management. It provides 
a managerial organisational, behavioural and technical 
treatment of MIS management. 
Riley^-^ has integrated the basic systems theory 
with the design, implementation, and application of 
management information systems to facilitate the 
understanding of MIS goals and the effect of MIS on 
organisational structure and corporate management. It 
also provides an insight into how organisational 
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structure and management can affect MIS. He has made 
available a supplemental source of materials on the 
managerial complexity of MIS in the corporate 
environment. 
A collection of papers, articles and extracts on 
the prime requisites of effective management information 
system for the corporate organisations have been 
presented by Singh and Bhattacharya. '* It represents 
concepts, ideas, experiences and applications which 
together cover the dynamics of the modern management 
information system. 
 
 
 
 
 
  
 
 
 
125 
REFERENCES 
1. Chrismar, W.G., and Kriebel, C.H. "A method for 
a s s e s s i n g t h e economic impact of i n f o r m a t i o n 
technology on o r g a n i s a t i o n s " . Proceedings of the 
S i x t h I n t e r n a t i o n a l Confe rence S y s t e m s , 
I n d i a n a p o l i s , 1985, pp .45-56 . 
2. Ahi tuv, N. h sys t emat i c approach toward a s s e s s i n g 
the va lue of informat ion system. MlS Quarterly, 4, 
4 (1980), 61-75. 
3. H i r s c h c h e i m , R. , and Smi thson , S.A. C r i t i c a l 
a n a l y s i s of informat ion system e v a l u a t i o n : In N. 
Bjorn - Anderson and G.B. Davis ( e d s . ) , Information 
Systems Assessment: Issues and Challenges. 
Amsterdam: North-Holland, 1988, p p . 1 7 - 4 0 . 
4. K le i jnen , J . Computers and Profits, Readings, M.A. : 
Addison - Wesley, 1980. 
5. M i c i c , P . , An approach t o t h e model of t h e 
management informat ion system and s t a g e s of i t s 
implementa t ion . Informatologica Yogeslavica Vol.5 
(1/4) , Yogoslavia, 1973, pp.1-22. 
 
 
 
 
 
  
 
 
 
126 
6. Bengt Lundberg , On c o r r e c t i o n s of I n f o r m a t i o n 
Models. Sweden, 1982. 
7. Ehr l emark , U. Des ign your own management 
i n f o r m a t i o n s y s t e m s in Long Range Planning 
Vol.17(2), Sweden, April 1984, pp.85-95. 
8. Nancy G. Leveson, Anthony I . Wasserman and Daniel 
M. B e r r y . B a s i s : A B e h a v i o r a l Approach t o t h e 
s p e c i f i c a t i o n of in format ion sys tems. Information 
Systems, Vol.8, No.l , Great Br i t a in , 1983, p p . l 5 -
23. 
9. Erkki Lethinen and Kalle Lyytinen. Action based 
model of information system. Information Systems, 
Vol.11, No.4, Great Br i ta in , 1986, pp.299-317. 
10. Goran Goldkuhl and K a l l e L y y t i n e n . A l a n g u a g e 
a c t i o n view of in fo rmat ion sys tems. Sweden, 1982. 
1 1 . S i n k o v i c , V. O p t i m i z a t i o n of i n f o r m a t i o n sys tem 
s t r u c t u r e . Informatologica Yogoslavia, Vol.5 (1/4), 
Yogoslavia, 1973, pp.23-28. 
 
 
 
 
 
  
 
 
 
127 
12. Kendal l , K.E. , Kfihdall, J . E . , S t r o b e : A s t r u c t u r e d 
approach t o o b s e r v a t i o n of the d e c i s i o n - making 
envi ronment . Information and Management, V o l . 7 ( 1 ) , 
Nebraska, 1984, p p . 1 - 1 1 . 
13 . S t e i n e r , G.A. Top management p l a n n i n g . T o r o n t o : 
C o l l i e r - M a c m i l l a n , 1969, 4 7 5 . 
14 . L e a v i t t e H.H. and Whis e r T .L . Management i n t h e 
1 9 8 0 s . Harvard Business Review, Nov-Dec 1953, 
p p . 4 8. 
1 5 . D o r o t h y E. L e i d n e r , J o y e e J . E l a m . E x e c u t i v e 
I n f o r m a t i o n S y s t e m : T h e i r i m p a c t on e x e c u t i v e 
d e c i s i o n mak ing . Journal of Management Information 
Systems, Winter 1993-94, Vol .10, No.3 , pp .139-135 . 
16. Henry C. Lucas, J r . Top Management Problem Solving 
and Informat ion Systems, USA, 1980. 
17. KWeku Evmsi - Mensah. I d e n t i f y i n g subsystems in 
in fo rma t ion system a n a l y s i s . Information Systems, 
V o l . 9 , No.2, USA, 1984, pp .181-190. 
18. Simat M. Oppoi^tunit ies t o c o n s t r u c t a p roduc t ion 
m a n a g e m e n t i n f o r m a t i o n s y s t e m f o r m a n u f a c t u r i n g 
 
 
 
 
 
  
 
 
 
o r g a n i s a t i o n . Informatologica Yugoslavica, Vol.5 
(1/4) , Yogoslavia, 1973, pp.23-28. 
19. Li Y. Eldon, McLeod Raymond J r . and Rogers C. John. 
The I n i t i a t i o n , A d o p t i o n and I m p l e m e n t a t i o n of 
T e l e c o m m u n i c a t i o n s T e c h n o l o g i e s i n U . S . 
O r g a n i s a t i o n s . Journal of Management Information 
Systems, Surver 1983, Vol.10, No.10, pp.141-163. 
20. Borbley J . Information management. What's in s tore 
for the professional and the information cen t re . 
Online Vol.8(3), New York, May 1984, pp.13-23. 
21 . B lake I v e s & M a r g r e t h e H. Olson "Manager of 
T e c h n i c i a n ? The N a t u r e of I n f o r m a t i o n System 
M a n a g e r ' s J o b , "MIS Q u a r t e r l y , V o l . 5 , No .4 , 
Dec.1981, pp .49-62 . 
22. Conger J . D . Zawachi R.A. & Oppermann E . B . , 
Mot iva t ion Levels of MIS Managers v e r s u s t hose of 
t h e i r employees" MIS Quarterly, Vol .3, No. 3, Sept. 
179, pp.47-56. 
 
 
 
 
 
  
 
 
 
129 
23 . P a t e l R .B. , "Planning with Management Informat ion 
S y s t e m " i n Modern Management, Vol.X, No. 3 & 4, 
A u g . 1 9 9 3 - J a n . 1 9 9 4 , p p . 1 6 - 1 7 . 
24 . Dr J a w a h a r L a i , " I n v e s t o r s v i e w on d i f f e r e n t 
s o u r c e s of i n f o r m a t i o n " i n Indian Management, 
J a n u a r y 1993 , p p . 3 3 - 3 5 . 
2 5 . Dr. S i n g l a M.L. "MIS i n P u b l i c S e c t o r U n d e r t a k i n g s 
- A P e r c e p t u a l S tudy" i n Indian Management, Dec. 
1992, pp .14-17 . 
26. B r i g S u n d a r a m V . M . , " C o r p o r a t e N i c h e f o r 
I n f o r m a t i o n " i n Indian Management, October 1987, 
p p . 9 - 1 5 . 
27. Desai Ruchir and Dr Bhaskar R. Kumar, " I m p l i c a t i o n 
of Computer izat ion in Banks" in Indian Management, 
Oct. 1967, p p . 2 0 - 2 3 . 
28 . Goyal Mohit, "EDP Department Gearing up for 1990 ' s " 
i n Indian Management, October, 1987, pp .16 -19 . 
29. Dr Nigam S . R . , "High T e c h n o l o g y and Management 
A c c o u n t a n t " , i n Indian Management, October, 1987, 
p p . 2 8 - 3 3 . 
 
 
 
 
 
  
 
 
 
130 
30. B h a t n a g a r D e e p t i , "Some O r g a n i s a t i o n a l 
R a m i f i c a t i o n s of C o m p u t e r i z a t i o n " i n Indian 
Management, February 1986, pp .32 -50 . 
3 1 . Ka l ra Krishan, "Business Chal lenges of t h e 9 0 ' s How 
t o Survive and Prosper" i n Indian Management, May 
1986, p p . 4 - 8 . 
32 . Baner jee K. Utpa l , "Decis ion Hie ra rchy and Computer 
Usage", in Indian Management, March 1985, p p . 3 5 - 3 8 . 
3 3 . Sachdeva R.K., "Computerized F i n a n c i a l Informat ion 
System" in Indian Management, October , 1985, pp .17 -
20 and November 1985, p p . 2 5 - 2 8 . 
34. Sen Gupta P . P . , "The Myth of Computerized M a t e r i a l s 
Managemen t " i n Indian Management, October 1988, 
p p . 3 0 -3 6. 
3 5 . P r a s a d R a j e n d r a , "Management by Computer-Bridging 
t h e Knowledge Gap" i n Indian Management, J u l y 1989, 
pp .4 - 9. 
36. Khanna Sid, "Companies i n t r a n s i t i o n : t h e r o l e of 
i n f o r m a t i o n t e c h n o l o g y i n Indian Management, 
Sep tember 1993, p p . 3 4 - 4 0 . 
 
 
 
 
 
  
 
 
 
131 
37. Panda Abh ivash , " I n f o r m a t i o n Systems f o r 
Management" in Ind ian Management. 
38. Se th i K. Narendra, "Cont ro ls in Management", in 
Indian Management, May 1987, p p . 8 - 1 3 . 
39. V i e r a W.E., "Top Management and Chang ing 
Technology" in Indian Management, July 1985, pp.36-
38. 
40. S ingh S.K. and Kumar Upendra , "Coping w i t h 
l i b e r a l i s a t i o n : The informat ion system s t r a t e g y " in 
Indian Management, Feb-March 1993, pp.14-20. 
41 . Oakley B r i a n , " I T , E x i s t i n g and F u t u r e 
P o s s i b i l i t i e s " i n Indian Management, Oct 1987, 
pp.4 - 8 . 
42 . Kanter , Jerome. Management Information Systems, 
3rd Edition, Prent ice Hall of India Ltd. , 1987. 
43. Clifton, H.D. Business Data Systems, 3rd Edi t ion, 
Prentice Hall of India Ltd. , New Delhi, 1988. 
 
 
 
 
 
  
 
 
 
132 
44. Voich Don J r . ; M o t t i c e J . Homer; Sh n o d e A. 
W i l l i a m . Information System for Operations and 
Management, South-West Publishing Company, USA, 
1975. 
45 . Sprague H. Ralph J r . , McNurl in C. B a r b a r a : 
Information Systems Management in Practice. 
P r e n t i c e Hal l I n t e r n a t i o n a l E d i t i o n , 1986. 
46. Gordon B. Gordon; Olson H. Margre the ; Management 
Information Systems. Conceptual Foundations, 
Structure and Development, 2nd Edi t ion, McGraw Hil l 
In te rna t iona l Edi t ion. 
47. Condon J . Robert, Data Processing Systems Analysis 
and Design, 4th Edit ion, Prent ice Hall of India 
Ltd. , 1987. 
48. Murdick G. Robert, Ross E. Joe l ; Clagget R. James. 
Information Systems for Modern Management, 3rd 
E d i t i o n , P r e n t i c e Hal l of Ind ia Pvt . L imi ted , New 
De lh i , 1988. 
49. S t e n i t z Guenter . Management Information in the 
Financial Service Sector. 
 
 
 
 
 
  
 
 
 
133 
50. Bhatnagar S. C. ; Rimani K.V. Computers and 
Information Management. A primier for practising 
managers. Prentice Hall of India Pvt. Limited, 
1989. 
51. Eason Ken, Information Technology and 
Organisational Change. Taylor and Francis Printers 
Ltd., Great Britain. 
52. Dickson W. Gary; Wetherbe C. James: The Management 
of Information Systems. McGraw Hill Book Company, 
1985. 
53. Riley M.J.; Management Information Systems. 2nd 
Edition, Holden Day Inc. USA, 1981. 
54. Singh M.K.; Bhattacharya A.; Management Information 
System, Discovery Publishing House, New Delhi, 
1990. 
 
 
 
 
 
  
 
 
 
CHAPTER-IV 
 
 
 
 
 
  
 
 
 
134 
CHAPTER-IV 
ANALYSIS AND INTERPRETATION 
I n t h e p r e s e n t c h a p t e r t h e r e s e a r c h e r a t t e m p t s t o 
a n a l y s e and i n t e r p r e t t h e i n f o r m a t i o n g a t h e r e d by t h e 
s u r v e y c o n d u c t e d i n v a r i o u s o r g a n i s a t i o n s . The aim of 
t h e a n a l y s i s i s t o p r e s e n t t h e i n f o r m a t i o n r e q u i r e m e n t s 
f o r t a k i n g d e c i s i o n i n d i f f e r e n t f u n c t i o n a l a r e a s . 
I n t h e f o l l o w i n g c h a p t e r , a f u n c t i o n - w i s e 
a n a l y s i s i s b e i n g p r e s e n t e d . F o r c o n v e n i e n c e , t h i s 
c h a p t e r h a s b e e n d i v i d e d i n t o two s e c t i o n s . The f i r s t 
s e c t i o n d e a l s w i t h t h e a n a l y s i s a n d i n t e r p r e t a t i o n of 
p r o d u c t i o n r e l a t e d i n f o r m a t i o n f o l l o w e d by s e c t i o n two 
w h i c h d e a l s w i t h m a r k e t i n g r e l a t e d i n f o r m a t i o n . 
F i n a n c i a l a n d p e r s o n n e l i n f o r m a t i o n i s a n a l y s e d a n d 
i n t e r p r e t e d i n t h e n e x t c h a p t e r . 
B e f o r e s t e p p i n g i n t o t h e d e t a i l s of a n a l y s i s i t 
m u s t , h o w e v e r , b e made c l e a r t h a t t h e d e c i s i o n s 
d i s c u s s e d i n e a c h f u n c t i o n a l a r e a a r e o n l y t h e m a j o r 
o n e s . I n f a c t , t h e r e a r e many o t h e r d e c i s i o n s t h a t h a v e 
n o t b e e n i n c l u d e d i n t h i s s t u d y s i n c e i t was n o t f o u n d 
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to be methodologically feasible to bring under study all 
decisions that are ever taken in any organisation. 
Further, the decisions discussed above are in no way the 
only decisions that affect the working of the 
organisation. A dozen of minor decisions and supportive 
decisions may be once a while or very often being taken 
in an organisation. However, study of all these are not 
feasible in a research study like the present one. 
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SECTION-I 
Production Specific Issues: 
The following pages present a summary of the 
detailed results of the survey conducted on various 
aspects of production. For any manufacturing 
organisation, production is the main activity. 
Production management concerns itself with the 
conversion of inputs into outputs using physical 
resources so as to provide the desired utility or 
utilities of form, place, profession or state or a 
combination thereof to the customer while meeting the 
other organisational objectives of effectiveness, 
efficiency and adaptability. 
Therefore, an important component of the survey 
conducted by the researcher is concerned with the 
analysis and evaluation of production decisions. This 
study seeks to elicit information needed for various 
production decisions in selected industries. 
Data having relevance to making a decision in 
production related issues has been presented in the 
pages that follow. In all 28 respondents supplied 
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i n f o r m a t i o n . A l l of them were h o l d i n g m a n a g e r i a l 
p o s i t i o n s in t h e r e r e s p e c t i v e o r g a n i s a t i o n s and were 
concerned wi th making d e c i s i o n s on v a r i o u s a s p e c t s of 
p r o d u c t i o n management. The v a r i o u s " d e c i s i o n p o i n t s 
cons ide red by the r e s e a r c h e r r e g a r d i n g which in fo rmat ion 
was e l i c i t e d were: 
PR-1 Scheduling 
PR-2 Important concepts l i k e J IT , MRP. 
PR-3 Inven tory . 
PR-4 Maintenance. 
PR-5 Quality. 
PR-6 Waste Control, and 
PR-7 Spares. 
No.PR-1: 
Establ ish ing standards for t asks and operat ions i s 
the s t a r t i n g point of the process of con t ro l . For such, 
schedules need to be prepared and adhered t o . The f i r s t 
d e c i s i o n p o i n t c o n s i d e r e d by t h e r e s e a r c h e r was 
s c h e d u l i n g . Data r e l a t i n g t o s c h e d u l i n g has been 
p r e s e n t e d in t a b l e PR-1. Schedul ing s e t s the t ime t a b l e 
for the ou tpu t i n d i c a t i n g when each a c t i v i t y in p roper 
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sequence should take place. Scheduling is essential for 
production control - as it sets the starting date and 
time and also the expected or desired completion dates. 
Information was obtained under five headings: 
P-1.1 Process Sheets 
P-1.2 Time Estimates 
P-1.3 Sales Forecasts 
P-1.4 Production Capacity 
P-1.5 Master Schedule and Process Schedule. 
No.PR-1.1: 
The first part deals with process sheets. 
Information was elicited to determine whether process 
sheets are prepared or not. Data collected and 
interviews conducted (refer table PR-1.1) reveals that 
100% of the organisations prepare process sheets. It 
was estimated that all manufacturing organisations 
prepare process sheets and charts irrespective of the 
nature of production and the goods manufactured. For 
instance, it was noted by the researcher that whether an 
organisation produces oxygen or manufactures automobile 
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or steel, its production needs to depend on a process 
sheet. The researcher has obtained process charts of all 
organisations surveyed and they have been attached in 
the Annexure. 
No.PR-1.2: 
The second part of scheduling deals with time 
estimates. Time estimate plays a very significant role 
in the successful implementation of a project. Since 
these estimates are in the majority of cases, 
judgemental values, care is taken to involve a number of 
technical experts. It is a consistent and truthful 
measure of time required to perform the job or 
components of the job with the established methods, 
machines, materials, men and working conditions. 
Many a time Network Analysis techniques are used 
by organisations to plan the timing of activities. It 
was observed by the researcher that PERT and CPM 
techniques were most often used by the organisations. 
The study conducted reveals that 82.14% of 
organisations prepare time estimates - for instance 
TELCO has a target of eight chasis per day; while 10.72% 
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do not need to prepare such estimates because production 
is a continuous process and its finished goods is not a 
physical product that can be numerically quantified or 
counted. For instance this feature was noted at lOL. 
However, 7.14% of organisation did not comment on this 
aspect because they felt it could encroach on their 
secret policies. Data is represented on table PR-1.2. 
No. PR-1.3: 
Sales forecast is the next information considered 
for decision on schedules. Scheduling is closely 
associated with phasing of the meeting of demand which 
in other words is the forecast of sales. Data 
represented on table PR-1.3. reveals that 85.71% of 
organisations prepare sales forecast and modify its 
schedules to fill the demand in time. It was observed 
that in 14.29% of organisations sales forecast is not 
prepared specifically for this purpose because theirs is 
a continuous process plant running round the clock 
irrespective of demand; for example, lOL and HCL. 
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No.PR-1.4: 
Production capacity is determined by 100% of 
organisations irrespective of the nature of products 
being produced. Some of the organisations fix it in 
terms of physical product and some in terms of its 
weight. Data represented on table PR-1.4 reveals that 
100% of organisations fix a target production and gear 
the organisations activities to achieve this target. 
No.PR-1.5: 
The next part of scheduling deals with preparation 
of schedules. Data on master schedule and process 
schedule are presented in table PR-1.5. Data reveals 
that for 75% of organisations, preparation of such 
schedules is a must. However, in 14.29% of 
organisations, it is not applicable because their 
production is according to the orders received, while 
10.71% of organisations did not make any comment. 
No.PR-2: 
As t h e second d e c i s i o n p o i n t , t h e r e s e a r c h e r 
cons ide red c e r t a i n concepts and t h e i r a p p l i c a t i o n s . The 
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concepts found important and taken up on the basis of 
which information was collected were: 
PR-2.1 Just-in-Time (JIT) 
PR-2.2 Material Requirement Planning (MRP) 
PR-2.3 Any other 
Table PR-2 represents data obtained on these 
concepts and their applicability. 
No.PR-2.1: 
According to the researcher, it is a revolutionary-
concept in operations that is fast catching up in the 
industrialized world. Hence the researcher wanted to 
find out its applicability in different organisations. 
Data is depicted in table PR-2:1. Data indicates that 
it is applied in 28.57% of the organisations while it is 
not applicable in 71.43% of organisations. The reason 
attributed by the respondents for its non-applicability 
was that the difference in the political, cultural and 
social systems or environment did not support a very 
close rapport between the workers and management, 
supplier and company and further does not ensure strict 
discipline. In these circumstances it was not possible 
to incorporate the concept of JIT. According to one of 
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the respondents, the concept of JIT could not be 
applicable at all in the Indian context. 
No.PR-2.2: 
The second concept considered by the researcher 
was Material Requirement Planning. It is a simple 
technique which determine the requirement of input 
materials at different points of time based on the 
schedule for production of finished goods. Though a 
simple technique, it is of great relevance because it 
ascertains requirement of raw material which constitutes 
almost 70% of inputs. Data in table PR-2.2 indicates 
that 96.43% of organisations apply this. However, for 
3.57% of organisations it is not important. According to 
the respondents, this was because the nature of raw 
material being used was such that it could be available 
at all times and at negligible costs. For instance, lOL 
could obtain air which was its major raw material at all 
times and at negligible costs. However, this was an 
exceptional case. 
No.PR-2.3 
Further, study reveals that 60.71% of 
organisations consider yet another concept in management 
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that is MRP-II. However, 39.29% of organisations do not 
apply this concept (Refer Table No.PR-2.3). 
No.PR-3: 
The third decision point considered by the 
researcher was inventory. Inventory is money 
temporarily in the form of raw materials, compoi.ent 
parts, supplies, in process goods and finished products. 
Information required was classified into two major 
parts. The first part sought to find out certain 
general information regarding inventory and the second 
elicited information regarding the types of inventory 
being used. 
PR-3.1 General Information 
PR-3.2 Type of Inventory 
The first part deals with information relating to: 
PR-3.1.1 Items to Stock. 
PR-3.1.2 When and how much to replenish. 
PR-3.1.3 Weed out obsolete items. 
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No.PR-3.1.1: 
This item deals with items to stock. The 
researcher sought to determine whether this formed an 
important information regarding any inventory decision. 
Survey conducted revealed that all organisations (100%) 
considered information with regard to this to be of 
extreme importance. This also takes into account the 
quantity of each item that should be stocked. Further, 
information was also elicited regarding classification 
of inventory. The researcher noted that most (82.14%) of 
organisations classify inventory as ^normal inventory' 
and ^buffer stock'. However, some organisations 
(17.86%) also classified inventory as 'transit 
inventory', 'pipeline inventory' and 'anticipatory 
inventory' but they are all parts of the above two. 
This is depicted in table PR-3.1.1. 
No.PR-3.1.2: 
The next item considered was decision regarding 
when and how much to replenish. This decision is of 
great importance to the organisation. The researcher 
noted that in the organisations the decision regarding 
when and how much to replenish varied between two basic 
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models-the Q-model and the P-model. Most organisations 
(57.14%) used 'fixed order quantity model better known 
as the Q-System of Inventory Control to determine the 
quantity of order placed everytime inventory level 
reaches order point. This quantity is fixed. This 
model does not concern itself with the periodicity of 
placing orders. The Q-System uses the EOQ (Economic 
Order Quantity) model for determining the raw material 
and EBQ (Economic Batch Quantity) model for determining 
the quantity for semi-finished and finished goods. 
Some organisations (42.86%) also use the 'P-
System' of inventory control or the 'fixed order period' 
model to determine the definite periodic intervals when 
order would be placed. In this model, order period is 
fixed but order size varies. It uses the order cycle 
maximum inventory on hand and inventory per order to 
determine the optimum period. 
No.PR-3.1.3 
The last item was to seek information on the 
treatment of obsolete items. Information is depicted on 
table no.PR-3.1.3. It was noted by the researcher that 
most organisations weed out the obsolete items. 
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According to 96.43% of the respondents it is an 
important consideration while for 3.57%, its not of much 
importance. Further, the researcher gathered that all 
organisations consider defective items to be obsolete 
which is reprocessed in some cases and discarded, that 
is, total loss, in some others, for example at IISCO, 
Cost of reprocessing is high (e.g. at HCL) for most of 
the organisations. In Indian Oxygen Limited, cost of 
rejection is not high because its basic raw material is 
air which is freely available and therefore reprocessing 
cost is also low. Moreover, most respondents also 
reported that they used 27 permutation and combinations 
of FSN, SDEG and VED analysis to determine surplus items 
which have become obsolete. However, some also use ABC 
analysis to determine surplus items. 
The second part of the decision point - inventory 
deals with the types of inventory. Data is 
represented on table PR-3.2. For this inventory has 
been classified as: 
PR-3.2.1 Raw Material 
PR-3.2.2 Work-in-progress 
PR-3.2.3 Finished Goods 
 
 
 
 
 
  
 
 
 
148 
N o . P R - 3 . 2 . 1 . : 
Raw mater ial cons t i t u t e s the major input . Such 
items are c r i t i c a l in nature and a breakdown in supply-
would r e s u l t in abrupt production stoppage. Moreover, 
t h e i r annual usage value i s a lso very high. Hence, 
t i g h t i n v e n t o r y c o n t r o l i s c a l l e d t o e n s u r e 
u n i n t e r r u p t e d supply wi th lowest p o s s i b l e i n v e n t o r y . As 
such in format ion i s i n v a r i a b l y needed r e g a r d i n g : 
Economic bulk purchase 
Product ion r a t e change 
Produc t ive buf fe r a g a i n s t de l ays 
Seasonal f l u c t u a t i o n s 
The r e s e a r c h e r o b s e r v e d t h a t a l l o r g a n i s a t i o n s 
p u r c h a s e d i n v e n t o r y i n bu lk q u a n t i t y and m a j o r i t y 
(85.71%) of such purchases i s made through i t s head 
o f f i c e r a t h e r than a t u n i t l e v e l . 
A c c o r d i n g t o t h e t a b l e P R - 3 . 2 . 1 , 53.57% of 
o r g a n i s a t i o n s cons ide r p roduc t ion r a t e changes t o be of 
utmost importance whi le 46.43% do n o t . Some of the 
r e s p o n d e n t managers q u o t e d t h a t t h i s a s p e c t was no t 
 
 
 
 
 
  
 
 
 
149 
considered before but has become of great importance 
lately due to the changed business scenario (recession 
faced) and emerging of close competitors because of 
liberalisation measurers adopted by the government. 
As can be seen from table PR-3.2.1, 89.29% of 
organisations keep buffer stock against uncertainities. 
For this one has to consider the under - stocking cost 
(or shortage cost) as well as the 'over stocking cost'. 
For instance, for INDAL the cost of understocking of 
items is very high because the only item it can get from 
its own mines is bauxite and the rest is to be purchased 
from outside. Many do not consider this important 
because they procure on an annual basis or because raw 
material is available at all times on a regular basis. 
For instance, for lOL the basic raw material is air and 
this is freely available and HCL can procure its basic 
raw materials from its own captive mines. 
The researcher sought to determine how far 
seasonal fluctuations affected the raw material supply. 
It was observed by the researcher that 57.14% of 
organisations are affected by seasonal fluctuations and 
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as such has to maintain inventory for slack supply. 
However, 42.86% of organisations are not affected 
because they depend on annual bulk purchase. 
No.PR-3.2.2: 
Work-in-progress are mater ia ls in the intermediate 
s t a g e s of p r o d u c t i o n . The r e a s o n a t t r i b u t e d by t h e 
o r g a n i s a t i o n s for ma in t a in ing such inven to ry a r e : 
they ac t as bu f f e r a g a i n s t p roduc t ion breakdown 
or r e j e c t i o n s . 
economic l o t p roduc t ion i . e . l a r g e r q u a n t i t i e s 
a r e somet imes manufac tu r ed t h a n i m m e d i a t e l y 
needed. 
waiting for matching component or material for 
final assembly. 
- delay in next stage of manufacture. 
products made to order with special features 
wait for orders. 
Further, information was elicited on the following 
aspects of inventory which is illustrated in table 
PR-3.2.2. 
economic lot purchase. 
variety of products. 
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replacement of wastages, 
uniform production, 
any other information. 
Organisations have the option to either purchase 
the intermediate product or manufacture it themselves. 
Table PR-3.2.2 reveals that 46.42% of organisations 
prefer to manufacture their work-in-progress themselves 
while 39.29% of organisations prefer to purchase it. 
Eg. INDAL and IISCO. However, there also exists some 
organisations (14.29%) who do not have any intermediate 
physical product. However, these are exceptional cases 
like TELCO and lOL. 
As regards the variety of products being held in 
work-in-progress, all respondents were of the view, that 
the proportion of intermediate products differs with the 
type of intermediate product. As such, different 
manufacturing firms would have different levels of work-
in-progress. However, the tendency in all organisations 
is to reduce it as much as possible because it increases 
the working capital requirements. 
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The researcher also tried to elicit information 
regarding how waste in work-in-progress is treated. The 
respondents reported that all intermediate products 
which are defective or wastages are either sold as scrap 
to some organisation in which it serves as raw material 
or are sold off at reduced prices. However, sometimes 
total loss is also incurred on these items. Table PR-
3.2.2 reveals that 32.14% of organisations are able to 
recover a part of the cost while 67.86% of organisations 
reported that in majority of the cases they are unable 
to do so. 
The researcher sought to find if any relationship 
existed between production rate and work-in-progress. 
For organisations which have uniform production, the 
amount of work-in-progress has an inherent tendency to 
increase. Further, respondents reported that the amount 
of work-in-progress is directly proportional to the 
length of production cycle, that is, the longer the 
production cycle the more the work-in-progress and vice-
versa. According to table PR-3.2.2, 85.71% of 
organisations tend to have a uniform production while 
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14.29% of organisations do not. The researcher also 
noted that most organisations maintained almost a week's 
stock. 
No.PR-3.2.3: 
Finished good act as a cushion between production 
and sales department. All respondents reported that 
control of finished goods inventory is placed on the 
marketing department rather than the material department 
as is generally thought. Costs associated with holding 
finished goods is very high emphasizing the importance 
of finished goods. 
Informations regarding finished goods was elicited 
on three aspects; which is reported on table PR-3.2.3. 
- off-shelf delivery 
- stabilizing level of production 
- sales promotion 
By off-shelf del ivery , the researcher r e fe r s to 
the finished stock in the premises of the organisa t ion 
which i s used to meet demand. The study revea ls that 
46.43% of o r g a n i s a t i o n s p r o v i d e goods o f f - t h e s h e l f 
while 53.57% of o r g a n i s a t i o n s do not hold f i n i s h e d goods 
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for off- shelf delivery. The latter consists of those 
organisations which produce on order or which have a 
constant demand for their goods. 
The researcher tried to find out the relation 
between stable production and level of finished goods 
maintained in organisations. The information elicited 
and presented in table PR-3.2.3 revealed that 
stabilizing level of production also contributed to an 
increasing inventory of finished goods particularly in 
the case of organisations which manufactured products of 
a seasonal nature. The study also revealed that 85.71% 
of organisations follow a policy of stable level of 
production while 14.29% do not. 
The influence of sales promotion on finished goods 
was determined. The data collected revealed that 50% of 
organisations undertook to promote their finished goods 
to enhance their sales basically because of the high 
cost of holding finished stock and also because utmost 
care is required to hold such inventory. Organisations 
are increasingly becoming aware of the need to promote 
sales also because of the emergence of stiff 
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competitors. However, 50% of organisations do not need 
to promote their finished products. 
No.PR-4: 
The fourth decision point taken up by the 
researcher was Maintenance. The basic purpose of 
maintenance is to facilitate the optional use of capital 
equipments through actions such as replacement, repair, 
service and modification of components or machinery so 
that these will continue to operate at a specified 
availability for as long as it is beneficial to do so. 
Maintenance has been further classified into: 
PR-4.1 Preventive Maintenance 
PR-4.2 Breakdown Maintenance 
Planned maintenance is known as preventive 
maintenance which includes lubrication, cleaning, and 
periodic inspection and overhaul. Hence, information in 
preventive maintenance has been elicited on the 
following headings. 
PR-4.1.1 Care of equipment and parts 
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PR-4.1.2 Periodic inspection and schedule 
replacement of parts. 
PR-4.1.3 Condition monitoring. 
Data pertaining to the above is presented in table 
PR-4.1. The first part of preventive maintenance deals 
with the care of equipment and parts. The data is 
represented in table PR-4.1.1. The researcher noted that 
all organisations (100%) considered care of equipment, 
its part and components to be a very important feature 
of preventive maintenance. This includes lubrication, 
cleansing and adjustment of equipment and/or parts when 
idle or in running conditions. 
The second part of preventive maintenance elicits 
information regarding Periodic Inspection and Schedule 
Replacement of parts. Survey conducted indicated that 
all organisations (100%) undertook responsibility of 
inspection of machinery, equipment, and component parts 
at periodic intervals. The data is represented in table 
PR-4.1.2. The researcher also elicited information 
regarding the periodicity of the overhauls conducted. 
The organisation undertook 'major' overhaul as well as 
'minor' overhaul. It was revealed that most (92.86%) 
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organisations implement major overhaul once in four or 
five years which generally lasted a fortnight while 
minor overhaul was conducted once in a year which laste^ 
for almost a week. This was observed by all tt" 
organisations (100%). 
The next part deals with 'Condition Monitoring' 
Condition monitoring is a new technique where high cost 
critical equipments are monitored continuously or at 
frequent periodic intervals to observe the values of 
various parameters reflecting the condition of the 
equipment and the components within. The parameters 
being monitored may be temperature, vibration, noise, 
lubricant, corrosion, leaks and others. The most 
important benefit of it is that information comes in 
advance of the probable major failure. Keeping this 
important benefit in mind, 78.57% of the organisations 
conduct condition monitoring (Refer table PR-4.1.3) 
However, it has been observed that 21.43% of the 
organisations do not implement it because of high cost 
involvement. For instance, INDAL and HCL do not have 
this system to the extent desired. 
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Second part of maintenance deals with Sreakdoi 
Maintenance. The information is depicted on table PR-4 
The costs associated with breakdown maintenance are: 
4.2.1. Replacement cost 
4.2.2. Schedule downtime of production 
4.2.3. Associated wages 
The first part deals with Replacement Cost. This 
cost includes the replacement of parts and supplies. 
(Refer table PR-4.2). All organisations (100%) consider 
replacement cost an important/major component of total 
breakdown cost. (Refer table PR-4.2.1.). 
Schedule Downtime of production is the second part 
of breakdown maintenance. It can be observed from table 
PR-4.2.2. that 82.14% of organisations consider downtime 
cost to be a major component of breakdown cost. However, 
some (17.86%) of organisations do not give it much 
importance because of the availability of substitute 
machinery and also because excess workers would be 
engaged in other similar assignments. 
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The next part deals with Associated Wages. Wages 
refer to those amount which are paid to technicians and 
staff. Wages, according to 14.28% of respondents (refer 
table PR-No.4.2.3.) constitute yet another important 
factor of contributing to cost because of the fixed 
element of labour. For instance this was quoted by 
respondent in INCAB and TRF. However, this constitutes 
only a small proportion of the organisations surveyed. 
The researcher further gathered that most organisations 
tried to balance the distribution of cost between 
preventive maintenance and breakdown maintenance. Some 
of the organisation also have yet another classification 
of maintenance that of predictive maintenance. Example 
INDAL. 
No.PR-5: 
The f i f t h decis ion point i s Quality Control. I t 
i s a company wide a c t i v i t y and v a r i o u s f u n c t i o n a l 
d e p a r t m e n t s c o n t r i b u t e t o i t s s u c c e s s . I n f o r m a t i o n 
r equ i r ed was c l a s s i f i e d i n t o t h r ee major p a r t s . 
PR-5.1 Level a t which q u a l i t y i s checked. 
PR-5.2 Components of q u a l i t y c o s t . 
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PR-5.3 Motivation related with quality management. 
Table PR-5 represents details of data obtained. 
No.PR-5.1: 
The first part of quality control elicits 
information regarding the stages at which quality of a 
product is checked from the time it is in the form of 
raw material to the final production of the good. As 
such data was elicited on: 
5.1.1 Incoming inspection. 
5.1.2 In-process. 
5.1.3. Final inspection and testing. 
Table PR-5.1 indicates that 89.29% of 
organisations check quality of incoming raw-materials. 
For instance , IISCO checks quality with respect to 
chemical as well as physical property. However, 10.71% 
of organisations do not carry out inspection of incoming 
raw materials. The reason attributed for not carrying 
out such checks on incoming raw materials is because of 
reliability of the suppliers. Generally, method of 
acceptance sampling was resorted to. 
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The next part seeks information regarding quality 
control when the product is In-Process. Table PR-5.1.2 
reveals that all organisations (100%) carry out check on 
quality when the good is in-process ; in order to 
correct deviations from normal as and when they occur. 
Since different manufacturing organisations were taken 
up, it was difficult to arrive at one common method 
implemented by them as the different procedures and 
processes needed different kinds of checks. For instance 
at TELCO on line inspection is carried on, that is, when 
the product is on assembly line. 
The next part deals with Final Inspection and 
testing of the finished goods. Table PR-5.1.3 
illustrates this data. It was noted by the researcher 
that in 71.43% of organisations check on finished goods 
is made by the manufacturing company as well as the 
customers of the product. For instance, this is done at 
INCAB, TRF, INDAL as well as IISCO. However, in 28.57% 
of organisations, inspection is carried out by only the 
manufactures. For example lOL does it by use of product 
analysers at storage tanks. These organisations do not 
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encourage customer inspection because of their long term 
standing and reliability. 
It was further marked that generally separate 
departments are created for quality control. The 
respondents also reported that many a time or for many 
organisations check of quality also included the 
distribution, installation as well as the use phase. 
For instance TRF did so in handling its Turnkey 
projects. 
No.PR-5.2: 
The next part elicits information on the 
Components of Quality Cost. Quality management also 
concerns itself to achieve quality product at least 
cost. Cost is an important factor and as such the 
various categories of cost was considered to be of 
immense importance by the researcher. The categories of 
cost considered were: 
PR-5.2.1 Cost of Appraisal. 
PR-5.2.2 Cost of Prevention. 
PR-5.2.3 Cost of Failure 
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No. PR-5.2.1: 
The first part of component of quality cost is the 
Cost of Appraisal. This cost includes cost of 
inspection, testing, as well as cost of implementation 
of quality and monitoring and controlling it. Data is 
represented on table PR-5.2.1. It was noted by the 
researcher that 85.71% of organisations consider this to 
be a very important component of cost while 14.29% of 
organisations consider this to be of not much 
importance. This is because it forms a negligible part 
of total quality cost. This was marked to be a feature 
of TRF. 
No.PR-5.2.2: 
The next part of cost of quality control deals 
with Cost of Prevention. This includes costs incurred to 
avoid wrong or misleading sampling plan, bad quality of 
raw material entry, wrong methods and process which may 
lead to bad quality of finished goods. The researcher 
observed that 78.57% of organisations consider cost of 
prevention to be an important component of total cost on 
quality while 21.43% do not. (Refer table PR-5.2.2). 
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No.PR-5.2.3: 
The last part of component of quality cost is the 
Cost of Failure. This revolves around cost of rejects, 
re-work, spoilage as well as attending to customer 
complaints and providing services. Data is depicted on 
table PR-5.2.3. The table indicates that 60.71% of 
organisations emphasised on reducing this cost to 
minimum as its cost is very high. However, 39.29% of 
organisations consider this to be infrequent and hence 
not attach much importance to it as in case of INCAB, 
TRF and lOL. lOL simply releases oxygen or gas to air 
and then processes it again while INCAB treats it as a 
low quality product and sells it. 
No.PR-5.3: 
The third part of quality control deals with 
Motivation related with quality management. According to 
the researcher, motivation, participation and 
recognition are the three major aspects of quality 
management. In the opinion of the researcher, the two 
tools used by the organisations for motivating its 
employees are: 
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PR-5.3.1 Implementation of Zero Defect 
Programme. 
PR-5.3.2 Creation of Quality Circles. 
The first part taken up for study by the 
researcher was Zero Defect Programme. The survey 
conducted indicated that only 28.57% of organisations 
have implemented this programme while 71.43% of 
organisations have not. It is implemented by INDAL and 
TELCO, and TRF has programmes of initiating it (Refer 
table PR-5.3.1). The major reason attributed by the 
respondent for its unpopularity was that zero defect 
programme demands perfect knowledge and perfect attitude 
for its successful implementation. While it was possible 
to fulfil the requirements of the former, handling the 
latter posed to be a problem. 
The second part dealt with Creation of Quality 
Circles. Quality circles refer to a small group of 
employees belonging to the same work area or group who 
meet voluntarily and regularly to identify, analyse and 
resolve problems related to their work area. Table PR-
5.3.2 indicated that all organisations (100%) under 
survey had created quality circles in some form or the 
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other. However, the data collected further revealed 
that in 64.29% of organisations it is very actively 
working while in 35.71% of organisation, it is 
ineffective on a regular basis. Help and advice is 
sought from these circles only when need for it arises. 
Some organisations which have actively working quality 
circles, example TELCO, INCAB, TRF, are working for ISO-
9000, ISO-9001, ISO-9002. lOL has recently achieved ISO-
9001 as well as 9002. 
No.PR-6: 
The s i x t h d e c i s i o n p o i n t i s Waste C o n t r o l . 
Information was c o l l e c t e d to f ind the i t ems t h a t were 
c o n s i d e r e d w a s t e by t h e r e s p e c t i v e o r g a n i s a t i o n s . 
Information e l i c i t e d was c l a s s i f i e d as waste of: 
PR-6.1 Mate r i a l 
PR-6.2 Machine 
PR-6.3 Manpower 
N o . P R - 6 . 1 : 
According to the researcher. Waste of Material 
i n c l u d e s w a s t e of raw m a t e r i a l , w o r k - i n - p r o g r e s s or 
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finished goods. Wastes can occur during purchase, 
transit, handling, storage, repairs, production as well 
as during consumption. Since it cannot be recovered or 
reprocessed at economic cost, control of wastes assumes 
prime importance. As can be seen from table PR-6.1, 
85.71% of organisations consider this as most important 
component of waste and hence maximum attention was 
diverted for its control. Further the researcher noted 
that recovery from re-processing varied from 0-80% of 
the waste depending upon the nature of the product being 
manufactured. It was observed that in 46.42% of 
organisations, recovery ranged from 60-80%. This was 
found to be a feature of INDAL, lOL and IISCO. However, 
in 35.71% of organisations it ranged from 20-40% and in 
17.85% of organisations recovery was from 0-20%. For 
instance at HCL, this recovery is not at an economic 
cost. In no system was the recovery found to be more 
than 80%. 
No.PR-6.2: 
The second important component of waste was Waste 
of Machine. This includes the machine lying idle or 
improper use or handling of building, equipment, tools 
 
 
 
 
 
  
 
 
 
and machines. 67.86% of organisations consider this to 
be an important factor requiring strict control while 
32.14% do not attach much importance to it. (Refer 
table PR-6.2) . 
No.PR-6.3.: 
The last part deals with the Wastage of Manpower. 
This includes idle manpower, disguised unemployment or 
waste of skill due to improper selection, training or 
placement. 75% of organisations consider this to be of 
immense importance and feel the need to reduce the 
manpower. The respondents quoted two reasons for excess 
employment of manpower. Excess manpower has been the 
result of phasing out of uneconomic units and also to a 
certain extent due to employment on historical grounds. 
This was quoted to be a feature at TELCO, HCL and IISCO. 
However, idle time is not a prominent feature in these 
organisations as depicted in table PR-6.3. 
Apart from the above mentioned types of control, 
one organisation also implements consumption control. 
Example at TRF, in the factory, pair of old gloves have 
to be returned before new ones are issued out. 
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No.PR-7: 
The seventh and last decision point is spares. In 
the opinion of the researcher, spare parts management 
needs special treatment, somewhat different from the 
inventory of regular items. This is because the basic 
purpose of keeping stock of these items is different 
to serve as a replacement to the worn out parts in the 
machinery. 
Data was obtained on classification of spares. 
Spares were classified into: 
PR-7.1 Maintenance or breakdown spares. 
PR-7.2 Insurance spares. 
PR-7.3 Capital Spares. 
PR-7.4 Rotable Spares. 
PR-7.5 Any other related information. 
No.PR-7.1: 
Survey conducted indicated tha t a l l organisat ions 
(100%), as depicted in table PR-7.1, consider and keep 
breakdown s p a r e s in l a r g e q u a n t i t i e s , p a r t i c u l a r l y 
because they resembled r e g u l a r i nven to ry i tems in t h e i r 
 
 
 
 
 
  
 
 
 
170 
consumption pattern or rate and are required more or 
less at frequent periodic intervals as and when break 
down occurs. These generally constitute different 
components of machinery used and hence are of great 
importance to all organisations. • 
No.PR-7.2: 
The second part of spares is Insurance Spares. The 
purpose of these spares is to provide an insurance 
against the remotely possible breakdown or failure of an 
equipment. 
These spares generally have a life equal to that 
of the equipment and are not required for normal 
maintenance but only in the event of an unforeseen 
breakdown or accident. As such they are generally 
procured along with the capital equipments. Many of 
them maybe high value items, yet many may be critical 
items. Therefore, the probability of keeping these 
spares is either zero (no spare) or one (one spare) . 
Data on table PR-7.2 indicates that 78.57% of 
organisations keep these spares while 21.43% do not, 
either because of high costs involved or because 
alternative machines are available. 
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According to the respondents, the decision to 
procure such spares is taken depending upon whether 
downtime cost exceeds or equals the purchase value of 
the spare. 
Cost of downtime x probability of failure during 
life time of equipment > or = cost of spares. 
No.PR-7.3: 
The third kind of spares taken up for study was 
Capital Spares. Table PR-7.3. reveals that 71.43% of 
organisations keep those spares while 28.57% do not. 
According to the respondents, preference is to buy 
because they are high reliability spares and not to buy 
because of high cost. The probability to keep these 
spares is either zero (no spare) or 5 to 10, depending 
upon whichever combination yields lowest stocking cost. 
No. PR-7.4: 
The last type of spare considered by the 
researcher was Rotable Spares. These refer to the re-
usable spare parts which can be reconditioned and re-
used after their breakdown. An example is the stepny in 
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a bus or a truck quoted by respondents at TELCO. 
Further, the respondents quoted that they have 'more 
than one life' and the cycle of their lives were taken 
into consideration in the analysis of inventory policy. 
Survey revealed that 21.43% of organisations keep 
such spares. 60% of these 21,43% keep such spares in 
some plants only. For instance , at IISCO it is 
maintained only in the sheet mill where its need and 
occurence is high. Further, the researcher noted that 
25% do not maintain such spares. However, 53.57% of 
respondent managers are either not aware or not clear 
about such a spare or its concept (Refer table PR-7.4). 
According to the respondents, the decision to procure 
such spares is taken if expected downtime cost for the 
optimal number of spares balances the cost of carrying 
spares. 
The researcher further gathered that most 
organisations used the concept of VED, or ABC, or a 
combination of both to keep appropriate service levels 
and therefore stocks of inventory of spares. VED 
analysis is of much importance as it deals with critical 
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items. 'V items are stocked at a much higher level than 
'E' or 'D' items, while 'E' items are stocked at a much 
more higher level than 'D' items. In ABC analysis, 'A' 
is stocked more than 'B' or 'C items. 
Table PR-7.5 reveals that 35.71% of organisations 
adopt VED analysis only, 17.86% only ABC analysis, 
42.85% a combination of the above two while 3.57% 
consider some other analysis also. Most often quoted of 
this was 'Iyengar's Bath Tub' chart. 
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TERMS AND TERMINOLOGY 
CONDITION 
MONITORING 
ABC : A Classification of inventory 
BUFFER STOCK: Refers to inventory taking care of the 
aspect of uncertainity. 
: A new technique where high cost c r i t ica l 
equipment are monitored continuously or 
at frequent intervals to observe values 
of var ious parameters ( temperature , 
v i b r a t i o n , noise) r e f l e c t i n g the 
condi t ion of the equipment and the 
components within. 
CPM: CRITICAL: A network technique which uses only 
PATCH METHOD 
one s i n g l e t ime e s t i m a t e f o r each 
a c t i v i t y . 
ECONOMIC BATCH: Also known as optimal manufacturing 
QUANTITY: 
batch size, considers best combination 
of carrying cost and set up cost. 
ECONOMIC ORDER: Considers best combination of order 
QUANTITY: 
cost and carrying cost. 
FSN MODEL: 
INVENTORY: 
Fast moving, slow moving, non moving 
items. 
All goods between the receipt of raw 
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JUST-IN-TIME: 
MRP-II 
NETWORK 
ANALYSIS 
m a t e r i a l s & t h e d e s p a t c h of f i n a l 
p roduc t s t o cus tomers . 
A production system founded by Tai ichi 
Ohno i n J a p a n . I t s a p r o d u c t i o n and 
m a t e r i a l s p l a n n i n g s y s t e m where 
p r o d u c t i o n and p r o c u r e m e n t c l o s e l y 
f o l l o w a c t u a l demand. I t demands a 
s i t u a t i o n where goods a r e produced a t 
r i g h t t ime and i n r i g h t q u a n t i t y 
b r i n g i n g abou t a v i r t u a l l y z e r o 
i n v e n t o r y . 
: M a n u f a c t u r i n g Resource P l a n n i n g which 
inc ludes man, machine and m a t e r i a l . 
Shows graphica l ly the proper sequencing 
and r e l a t i o n s h i p s - i n - t i m e be tween 
d i f f e r e n t j o b s i n a p r o j e c t and t o 
c o n c u r r e n t l y i n d i c a t e the r equ i r emen t s 
of t ime, money, m a t e r i a l s , manpower and 
o t h e r , r e s o u r c e s on the network c h a r t 
i t s e l f . 
NORMAL : 
INVENTORY 
Inventory taking 
consumption. 
care of normal 
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PERT : P r o g r a m m e E v a l u a t i o n a n d R e v i e w 
T e c h n i q u e . A n e t w o r k t e c h n i q u e w h i c h 
u s e s t h r e e t i m e e s t i m a t e s t h e 
o p t i m i s t i c , p e s i m i s t i c a n d m o s t l i k e l y -
e s t i m a t e s f o r e a c h a c t i v i t y . 
PROCESS SHEETS: G ives s e q u e n c e of e v e n t s o c c u r i n g i n a 
p r o c e s s from b e g i n n i n g t o end . They a r e 
g e n e r a l l y drawn f o r m a t e r i a l which g o e s 
f r o m r a w m a t e r i a l s t a g e t o f i n i s h e d 
g o o d s s t a g e . ASME s y m b o l s a r e 
u n i v e r s a l l y a c c e p t e d . 0 - o p e r a t i o n , 
t r a n s p o r t , - p e r m a n e n t s t o r a g e , D - d e l a y s 
o r t e m p o r a r y s t o r a g e a n d i n s p e c t i o n . 
P-MODEL : Fixed order period model; determines 
definite periodic intervals when order 
would be placed. 
Q-Model : Fixed order quantity model; determines 
the quantity of order to be placed. 
SDEG : Scarce, Difficult, Easy to get, items; 
method of classifying inventory. 
VED : Vital, Essential , Desirable items; 
method of classifying inventory. 
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SCHEDULING 
(DECISION POINT) 
DETAILS IN TABLE NO.PR-1.1 TO PR-1.5 
TABLE NO.PR-1.1 
n=28 
INFORMATION REQUIRED 
PROCESS SHEETS: 
Organisations prepare 
Organisations net prepare 
n 
TOTAL 
28 
0 
28 
PERCENTAGE 
100 
0 
100.00 
TABLE NO.PR-1.2 
n=28 
INFORMATION REQUIRED 
TIME ESTIMATES: 
Prepared 
Not Prepared 
No response 
n 
TOTAL 
23 
3 
2 
28 
PERCENTAGE 
82.14 
10.72 
7.14 
100.00 
 
 
 
 
 
  
 
 
 
TABLE N O . P R - 1 . 3 
INFORMATION REQUIRED 
SALE FORECASTS: 
Prepared to guide production 
Not prepared basically for 
this purpose 
n 
TOTAL 
24 
4 
28 
n=28 
PERCENTAGE 
85.71 
14.29 
100.00 
TABLE N O . P R - 1 . 4 
n=28 
INFORMATION REQUIRED 
PRODUCTION CAPACITY: 
Determined 
Not determined 
TOTAL 
28 
0 
28 
PERCENTAGE 
100 00 
0 
100 00 
TABLE N O . P R - 1 . 5 
n=28 
INFORMATION REQUIRED 
MASTER SCHEDULE & PROCESS SCHEDULE: 
Prepared 
Not prepared 
No comments 
n = 
TOTAL 
21 
4 
3 
28 
PERCENTAGE 
75.00 
14.29 
10.71 
100.00 
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TABLE - PR-2 
CONCEPTS & ITS APPLICATION 
(DECISION POINT) 
DETAILS IN TABLE NO.PR-2.1 TO PR-2.3 
TABLE NO.PR-2.1 
n=28 
INFORMATION REQUIRED 
JUST-IN-TIME: 
Applicable 
Not applicable 
n 
TOTAL 
08 
20 
28 
PERCENTAGE 
28.57 
71.43 
100.00 
TABLE NO.PR-2.2 
INFORMATION REQUIRED 
MATERIAL REQUIREMENT PLANNING: 
Applicable 
Not applicable 
n 
TOTAL 
27 
01 
28 
PERCENTAGE 
96.43 
3.57 
100,00 
TABLE NO.PR-2.3 
INFORMATION REQUIRED 
ANY OTHER: (MRP-II) 
Applicable 
Not applicable 
n 
TOTAL 
17 
11 
28 
PERCENTAGE 
60.71 
39.29 
100.00 
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TABLE - PR-3 
INVENTORY 
(DECISION POINT) 
DETAILS IN TABLE NO.PR-3.1 TO PR-3.2 
TABLE NO.PR-3.1 
n=28 
INFORMATION REQUIRED 
3.1.1. ITEMS TO STOCK: 
3.1.1.1 IMPORTANCE ACCORDED: 
Important 
Not Important 
3.1.1.2 CLASSIFY INVENTORY: 
Normal & buffer 
Others 
n 
n 
TOTAL 
28 
0 
28 
23 
5 
28 
PERCENTAGE 
100 
0 
100.00 
82.14 
17.86 
100.00 
TABLE NO.PR-3.1.2 
INFORMATION REQUIRED 
3.1.2 WHEN & HOW MUCH TO REPLENISH: 
Q - Model 
P - Model 
n 
TOTAL 
16 
12 
28 
n=28 
PERCENTAGE 
57.14 
42.86 
100.00 
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TABLE N O . P R - 3 . 1 . 3 
n=28 
INFORMATION REQUIRED TOTAL 
3.1.3 WEED OXJT OBSOLETE ITEMS: 
An important consideration 27 
Not an important consideration 01 
n = 28 
PERCENTAGE 
96.43 
3.57 
100.00 
TABLE N O . P R - 3 . 2 . 1 
INFORMATION REQUIRED 
TYPE OF INVENTORY: 
PR-3.2.1 RAW MATERIAL: 
ECONOMIC BULK PURCHASE: 
Unit level 
Headquarter Level 
n 
PRODUCTIVE RATE CHARGES; 
Of utmost importance 
Not of much importance 
n 
PRODUCTION BUFFER AGAINST 
Maintain 
Do not maintain 
n 
SEASONAL FLUCTUATIONS: 
Affected 
Not affected 
n 
= 
DEL 
= 
». 
TOTAL 
04 
24 
28 
15 
13 
28 
AYS: 
25 
03 
28 
16 
12 
28 
PERCENTAGE 
14.29 
85.71 
100.00 
53.57 
46.43 
100.00 
89.29 
10.71 
100.00 
57.14 
42.86 
100.00 
 
 
 
 
 
  
 
 
 
TABLE N O . P R - 3 . 2 . 2 
n=28 
INFORMATION REQUIRED 
PR-3.2.2 WORK-IN-PROGRESS: 
ECONOMIC LOT PURCHASE: 
Make 
Buy 
No Intermediate Product 
n 
VARIETY OF PRODUCTS: 
Different Levels 
n 
REPLACEMENT OF WASTAGES: 
Able to recover costs 
Unable to recover costs 
n 
UNIFORM PRODUCTION: 
Following this Policy 
Not •• 
n = 
TOTAL 
13 
11 
04 
28 
28 
28 
09 
19 
28 
24 
04 
28 
PERCENTAGE 
46.42 
39.29 
14.29 
100.00 
100.00 
100.00 
32.14 
67.86 
100.00 
85.71 , 
14.29 
100.00 
 
 
 
 
 
  
 
 
 
TABLE NO.PR-3.2 .3 
n=28 
INFORMATION REQUIRED TOTAL 
PR-3.2.3 FINISHED GOODS: 
OFF SHELF DELIVERY: 
Provide such service 
Do not provide such service 
n 
STABILIZING LEVEL OF PRODUCTION 
Follow this policy-
Do not follow 
n = 
SALES PROMOTION: 
To promote finished goods 
Do not Promote 
n 
13 
15 
28 
» 
24 
04 
28 
14 
14 
28 
PERCENTAGE 
46.43 
53.57 
100.00 
85.71 
14.29 
100.00 
50.00 
50.00 
100.00 
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TABLE NO.PR-4 
MAINTENANCE 
(DECISION POINT) 
TABLE N O . 4 . 1 & 4 . 2 
n=28 
INFORMATION REQUIRED 
PR-4.1.1. CARE OF EQUIPMENT & PARTS: 
Important 
Not Important 
n 
TOTAL 
28 
00 
28 
PERCENTAGE 
100 
00 
100.00 
TABLE N O . P R - 4 . 1 . 2 
n=28 
INFORMATION REQUIRED 
PR-4.1.2. PERIODIC INSPECTION & 
SCHEDULE REPLACEMENT 
OP PARTS: 
Undertaken 
Not undertaken 
n 
TIME PERIOD OF MHJOR OVERHAUL 
1-2 Years 
2-3 
3-4 
4-5 
n 
TIME PERIOD OF MINOR OVERHAUL 
Half yearly 
Annually 
n 
TOTAL 
28 
0 
28 
0 
1 
1 
26 
28 
0 
28 
28 
PERCENTAGE 
100.00 
0 
100.00 
0 
3 .57 
3.57 
92.86 
100.00 
0 
100 
100.00 
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TABLE N O . P R - 4 . 1 . 3 
n=28 
INFORMATION REQUIRED 
PR-4.1.3. CONDI TION MONITORING: 
Conduct 
Do not conduct 
n 
TOTAL 
22 
6 
28 
PERCENTAGE 
78.57 
21.43 
100.00 
TABLE N O . P R - 4 . 2 . 1 
INFORMATION REQUIRED 
REPLACEMENT COSTS: 
Consider it important 
Give no importance 
n 
TOTAL 
28 
0 
28 
n=28 
PERCENTAGE 
100 
0 
100.00 
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TABLE N O . P R - 4 . 2 . 2 
INFORMATION REQUIRED 
SCHEDULE DOWNTIME OF PRODUCTION: 
Forms major component of 
breakdown cost 
Does not form a major component 
n = 
TOTAL 
23 
5 
28 
n=28 
PERCENTAGE 
82.14 
17.86 
100.00 
TABLE N O . P R - 4 . 2 . 3 
n=28 
INFORMATION REQUIRED 
ASSOCIATED WAGES: 
Consider an important element 
Do not consider an important 
element 
n 
TOTAL 
04 
28 
28 
PERCENTAGE 
14.28 
85.72 
100.00 
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QUALITY C I RCLES 
(DECISION POINT) 
TABLE N O . P R - 5 . 1 TO PR-5 .3 
TABLE N O . P R - 5 . 1 . 1 
INFORMATION REQUIRED 
INCOMING INSPECTION: 
Check for quality conducted 
No check for quality made 
n 
TOTAL 
25 
3 
28 
n=28 
PERCENTAGE 
89.29 
10.71 
100.00 
TABLE N O . P R - 5 . 1 . 2 
n=28 
INFORMATION REQUIRED 
INPROCESS: 
Check for quality conducted 
No check for quality 
n 
TOTAL 
28 
0 
28 
PERCENTAGE 
100 
0 
100.00 
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TABLE N O . P R - 5 . 1 . 3 
n=28 
INFORMATION REQUIRED TOTAL 
FINAL INSPECTION & TESTING: 
By manufacturing company as well as 2 0 
cusTomcr 
By manufacturing company only 8 
n = 28 
PERCENTAGE 
71.43 
28.57 
100.00 
TABLE N O . P R - 5 . 2 . 1 
n=28 
INFORMATION REQUIRED 
COST OF APPRAISAL: 
Important component of quality cost 
Not an important component 
n = 
TOTAL 
24 
4 
28 
PERCENTAGE 
85.71 
14.29 
100.00 
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TABLE N O . P R - 5 . 2 . 2 
INFORMATION REQUIRED 
COST OP PREVENTION: 
Important component of quality cost 
Not an important component 
n 
TOTAL 
22 
6 
28 
n=28 
PERCENTAGE 
78.57 
21.43 
100.00 
TABLE N O . P R - 5 . 2 . 3 
n=28 
INFORMATION REQUIRED 
COST OF FAILURE: 
Is high and frequent 
Is infrequent and hence low 
n 
TOTAL 
17 
11 
28 
PERCENTAGE 
60.71 
39.29 
100.00 
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TABLE N O . P R - 5 . 3 . 1 
n=28 
INFORMATION REQUIRED 
ZERO DEFECTS PROGRAMME: 
Organisations implemented 
Organisations not implemented 
n 
TOTAL 
8 
20 
28 
PERCENTAGE 
28.57 
71.43 
100.00 
TABLE N O . P R - 5 . 3 . 2 
n=28 
INFORMATION REQUIRED 
QUALITY CIRCLES: 
Exists and is: 
— actively working 
— ineffective 
Does not exist 
n = 
TOTAL 
18 
10 
0 
28 
PERCENTAGE 
64.29 
35.71 
0.00 
100.00 
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WASTE CONTROL 
(DECISION POINT) 
TABLE NO.PR-6.1 to PR-6.3 
TABLE NO.PR-6.1 
n=28 
INFORMATION REQUIRED 
MATERIAL: 
Considered most important 
component of wastes 
Considered not an important 
Component of waste 
n 
PERCENTAGE REPROCESSED: 
0-20 
20-40 
40-60 
60-80 
80-100 
n 
TOTAL 
24 
4 
28 
5 
10 
0 
13 
0 
28 
PERCENTAGE 
85.71 
14.29 
100.00 
17.85 
35.72 
0.00 
46.43 
0.00 
100.00 
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TABLE N O . P R - 6 . 2 
INFORMATION REQUIRED 
MACHINE: 
Another major component 
Not an important component 
n 
TOTAL 
19 
9 
28 
n=28 
PERCENTAGE 
67.86 
32.14 
100.00 
TABLE N O . P R - 6 . 3 
n=28 
INFORMATION REQUIRED 
MANPOWER: (Waste) 
Of great importance, hence 
impertinent to exercise 
control 
A contrary view 
n 
TOTAL 
21 
07 
28 
PERCENTAGE 
75 
25 
100.00 
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SPARES 
D E C I S I O N POINT 
TABLE N O . P R - 7 . 1 TO P R - 7 . 5 
TABLE N O . P R - 7 . 1 
n=28 
INFORMATION REQUIRED 
MAINTENANCE SPARES: 
Maintained 
Not maintained 
n 
TOTAL 
28 
0 
28 
PERCENTAGE 
100 
0 
100.00 
TABLE N O . P R - 7 . 2 
n=28 
INFORMATION REQUIRED 
\ 
INSURANCE SPARES: 
Maintained 
Not maintained 
n = 
TOTAL 
22 
6 
28 
PERCENTAGE 
78.57 
21.43 
100.00 
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TABLE NO.PR-7.3 
n=28 
INFORMATION REQUIRED 
CAPITAL SPARES: 
Maintained 
Not maintained 
n : 
TOTAL 
20 
8 
28 
PERCENTAGE 
71.43 
28.57 
100.00 
TABLE NO.PR-7.4 
n=28 
INFORMATION REQUIRED 
ROTABLE SPARES: 
Maintained 
— Maintained in specific plants 
— In all plants 
Not maintained 
n 
TOTAL 
6 
7 
15 
28 
PERCENTAGE 
21.43 
53.57 
25.00 
100.00 
TABLE NO.PR-7.5 
n=28 
INFORMATION REQUIRED TOTAL 
ANY OTHER INFORMATION: 
Analyses considered for spares: 
VED only 
ABC only 
Both 
Some others in addition to these 
n 
10 
5 
12 
1 
28 
PERCENTAGE 
35.71 
17.86 
42.86 
3.57 
100.00 
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SECTION-II 
MARKETING SPECIFIC ISSUES: 
The following pages present a summary of the 
detailed results of the survey conducted on various 
aspects of marketing. Marketing is a human activity 
directed at satisfying needs and wants through exchange 
processes. Marketing remains one of the most difficult 
areas of analysis and decision making for a company. 
Its problems do not always exhibit the neat and 
quantitative properties of many of the problems in 
production, accounting or finance. Psychological 
variables also play a large role; marketing expenditures 
affect demand and cost simultaneously; marketing plans 
shape and interact with other corporate plans. 
Therefore marketing decisions are of prime importance 
for the organisation. 
Hence, an important component of the survey 
conducted by the researcher is concerned with the 
analysis and evaluation of major marketing decisions. 
This study seeks to elicit information needed for 
various marketing decisions in selected industries. In 
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all 28 respondents supplied information. All of them 
were holding managerial positions in their respective 
organisations and were concerned with making decisions 
on various aspects of marketing management. The various 
decision points considered by the researcher regarding 
which information was elicited were: 
M-1 Sales Volume 
M-2 Sales Expense Budget 
M-3 Pricing of Products 
M-4 Product Variations 
M-5 Customer Tracking Attitude 
M-6 Advertising and Publicity 
M-7 Profitability 
M-8 Warehousing and Transport 
No. M-1: 
The first decision point is Sales Volume. Data 
relating to Sales Volume has been presented in table 
M-1. The required information was classified into four 
parts: 
M-1.1 Forecast of Sales. 
M-1.2 Actual Sales. 
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M-1.3 Bases of division of sales. 
M-1.4 Any other. 
No.M-1.1: 
The f i r s t p a r t d e a l s w i th S a l e s f o r e c a s t . 
In format ion was e l i c i t e d on t h r ee major a s p e c t s : 
M-1.1.1 Bases 
M-1.1.2 Decision level 
M-1.1.3 Allocation to different plants. 
Table No.M-1.1 depicts the information required. 
According to 28.57% of respondents, sales forecast was 
done on the basis of historical data only. Further 
32.52% of the respondents felt it was based on the 
concept of zero based budgeting and 39.39% reported that 
it was done on the basis of past years trend as well as 
quotations received (Refer table M-1.1). Further, it was 
noted by the researcher that in organisations, there has 
been a trend of gradual move towards a futuristic 
approach. This was revealed by information gathered 
during the course of interview where most of the 
respondents emphasised the need of having zero as a base 
for budgeting purposes. 
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Decision regarding sales forecast is taken at head 
quarter level. This was as per the opinion of 57.14% of 
the respondents, while 42.86% said it is done at the 
unit level (Refer table M-1.1). It was further noted 
that if the organisation was involved in the manufacture 
of a wide range of products, and each branch was engaged 
in the manufacture of different group of products, 
generally the decision was left in the hands of the unit 
level manager. If, on the other hand, each branch was 
engaged in the manufacture of the same group of 
products, then the head quarter determined the forecast 
for sales for each unit as well as for the entire 
company. 
The total sales is distributed to the regions 
depending upon the production capacity. Table M-1.1 
reveals that according to 57.14% of the respondents, 
total sales of a region is dependent upon production 
capacity whereas 25% and 17.86% of the respondents were 
of the opinion that it was according to customer group 
and locality respectively. Most of the organisations 
that were surveyed manufactured products which were used 
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as raw material for other industry. For instance steel 
rods and bars, a finished product of IISCO, are used as 
raw material for ship building industry. As such it is 
basically other industries which is a customer for the 
organisations surveyed. This is simply because^ these 
products are industrial goods and not consumer goods. 
In case of consumer goods the demand of consumers and 
its demand in a locality, that is customer group and 
locality, is important. But in case of industrial goods 
it is production capacity which determines the total 
sales of regions. 
No.M-1.2: 
The second part of sales volume is Actual Sales. 
Information was elicited on two aspects: 
M-1.2.1 Basis 
M-1.2.2 Division 
Data is illustrated in table M-1.2. Actual sales 
in arrived at either on the basis of despatches made or 
indents (orders) received. According to the majority of 
(82.14%) respondent managers, actual sales is evaluated 
on the basis of actual despatch made to customers while 
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a few (17.86%) are of the opinion that it is on the 
basis of indents received. In the opinion of the 
researcher, actual sales should in fact be arrived at on 
the basis of despatches made rather than indent 
received. This is because many a time, the company is 
not able to fulfil the orders received because of low 
production or many a time goods despached are not 
accepted because of delayed delivery. So it is in fact 
the actual despatches which should determine the actual 
sales. 
As may be seen from table M-1.2, actual sales is 
categorised on the basis of products or region. The 
evaluation in the respondent organisation is 78.57% for 
region wise division and 21.43% for division made 
product wise. 
No.M-1.3: 
Table no.M-1.3 illustrates the Division of Sales. 
46.43% of respondents are of the opinion that division 
is done on the basis of region only. 17.86% divide sale 
taking into account the product only. Both product as 
well as region have been accounted for by 32.14% of the 
respondents. There was only one response (3.57%) 
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f avour ing d i v i s i o n by customer group. This c o n s t i t u t e s 
an i n s i g n i f i c a n t p r o p o r t i o n of the survey . 
No.M-1.4: 
For determining Sales Volume, there a lso e x i s t s 
c e r t a i n other factors which have an influence on such a 
d e c i s i o n . They a r e found t o be market s c e n a r i o , 
government p o l i c y and r e s t r i c t i o n s , and e x p o r t 
p o t e n t i a l . As can be observed from t a b l e no.M-1.4 , of 
t h e s e government p o l i c y d e c i s i o n s and r e s t r i c t i o n s were 
a c c e p t e d by m a j o r i t y of t h e r e s p o n d e n t s (42.86%) as 
having major i n f l uence . This was followed by market 
s c e n a r i o (32.14%) and expor t p o t e n t i a l (25%). 
No.M-2: 
The second decision point i s Sales Expense Budget. 
Data r e l a t i n g to Sales Expense Budget has been presented 
i n t a b l e - M - 2 . Acco rd ing t o t h e r e s e a r c h e r S a l e s 
Expenses Budget d e c i s i o n i s in f luenced by f i ve such 
a s p e c t s . The r equ i red in fo rmat ion was c l a s s i f i e d i n t o 
f i v e p a r t s , each p a r t r e p r e s e n t i n g one a s p e c t : 
M-2.1 Advertisement Expense for Sales Promotion. 
M-2.2 Sales Promotion Expense. 
M-2.3 Sales A d m i n i s t r a t i o n Expense 
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M-2.4 Expense on sales force. 
M-2.5 Any other related information. 
No.M-2.1: 
Advertising is one of the four major tools 
companies use to direct persuasive communications to 
target buyers and publics. It consists of non personal 
form of communication conducted through paid media under 
clear sponsorship. 
Information on advertisement expenses to promote 
sales is reported on table M-2.1. Information was 
elicited on three major aspects. They were: 
M-2.1.1 Regularity 
M-2.1.2 Cost (percentage of sa.les) 
M-2.1.3 Decision level 
Table M-2.1 reveals that in 42.86% of 
organisations surveyed, advertisement was not a regular 
feature while in 57.14% it was noted to be a regular 
feature. By regular feature the researcher means that 
advertisement of the products or advertisement for the 
company is resorted to by the organisation in a variety 
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of sources - which could be in dailies, business 
dailies, trade journals and the like. 
Each year the organisations decide how much they 
would spend on such advertising. Basically four methods 
for determining advertising budget are used namely.^ ^ -^  
affordable method, percentage of sales method 
competitive parity method and objective and task method. 
All respondents unanimously agreed that the 
organisations resorted to the percentage of sales 
method. The researcher sought to determine what 
proportion of sales was set as advertising expenditure 
by the different organisations. As can be seen from 
table M-2.1, arbitrary range (of percentages of sales) 
were created having intervals of five i.e. 1-5, 5-10, 
10-15 and so on. It was concluded that no organisation 
allocated more than 15 percent of sales as advertising 
budget. Therefore, the cost of advertising ranged 
between 1%-15%. The most popular percent was 1-15% 
(32.14% of organisations). This was followed by 5-10% 
which covers 28.57% of organisation. There was only one 
organisation (3.51%) where the percent of expenses 
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ranged between 10-15% of sales. Moreover, the 
researcher also noted that in 35.72% of cases, no cost 
was incurred. 
Further, decision regarding the cost of 
advertising can be taken at the unit level or at the 
head office level. Information was elicited regarding 
this aspect. Table M-2.1 depicts that in 89.29% of 
organisations surveyed the head office is responsible 
for deciding the advertising expenses, while in 10.71% 
of cases it is the responsibility of the units 
concerned. 
No.M-2.2: 
The second par t of sa les expense budget i s Sales 
P romot ion Expense . T a b l e M-2.2 i l l u s t r a t e s d a t a on 
s a l e s p romot ion e x p e n s e s . In t h i s c o n t e x t , t h e 
r e s e a r c h e r means a l l t hose shor t term i n c e n t i v e s taken 
by a company t o encourage purchase or s a l e of a product 
or s e r v i c e . Informat ion was e l i c i t e d on two a s p e c t s : 
M-2.2.1 Regu la r i t y 
M-2.2.2 Cost 
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According to 53.57% of the respondents, sales 
promotion expense was not a regular feature, while it 
was a regular feature according to 46.43% of 
respondents. 
Cost of Promotion Expense is also allocated as a 
percentage of sales. Percentage of sales ranging 
between 0-20% was created. The ranges constituted 
intervals of 0-5%, 5-10%, 10-15%, and 15% and above. It 
was revealed that majority (82.14%) of organisations 
allocated 5-10% of sales as sales promotion expenses 
whereas 10.71% allocated 0-5% of sales and 7.15% 
allocated 10-15% of sales as sales promotion expense. 
There was no instance of any organisation allocating 
more than 15% of sales. Standard deviation was 
calculated; it was found to be 2.1, when mean "waS 7.32. 
No.M-2.3: 
The third part of Sales Expense Budget is Sales 
Administration Expenses. By Sales Administration 
Expense, the researcher means all those expense which is 
incurred for administering of advertisement and other 
forms of promoting one's product resorted to by the 
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o r g a n i s a t i o n . Information was c o l l e c t e d on t h r e e major 
aspects: 
M-2.3.1 Influencing factors 
M-2.3.2 Decision level 
M-2.3.3 Cost 
Data regarding Sales Administration Expenses is 
illustrated in table M-2.3. 
By 'influencing factor', the researcher means all 
those elements which would add to the administration 
expense. The volume of advertisement and the number of 
units influence the volume of sales administration 
expense. It has been observed by the respondent 
managers that the more the number of units and the 
greater the volume of advertisement, the more is the 
volume of Sales Administration Expense. 35.72% of 
respondents were of the opinion that Sales 
Administration Expense is affected by the volume of 
advertisement; whereas 21.43% of them reveal that it is 
influenced by the number of units (or branches) the 
organisation has. However, the majority (42.85%) agree 
that it is affected by both. 
In the majority (78.57%) of the cases, decision 
regarding Sales Administration Expense is taken at the 
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unit level and in 21.43% of organisations it is decided 
by head quarters. The cost is calculated as a 
percentage of sales. A range of 0-20% of sale was 
considered for study. As can be seen from table M-2.3, 
89.29% of the organisations cost fall in the range of 0-
5%. Hence this is the most popular range. According to 
10.71% of the respondent, cost/expense fall in the range 
of 5-10%. It was noted that cost do not exceed 10% of 
sales. The standard deviation was also calculated and 
it was found to be ± 1.54% when the mean was 3.03%. 
Hence it fell within the range of 0-5% of sales. 
No.M-2.4: 
Fourth part of Sales Expense Budget is Expenses on 
Sales Force. By 'sales force', the researcher means all 
those people who are engaged in sales, that is, the 
sales representatives, salesmen, sales women including 
accountant, executive, sales consultant, field 
representative, manufacture representative, agent, 
service representative, and marketing representative. 
Sales Force Budget includes all the expenses incurred in 
developing and maintaining them. 
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Information was elicited on three major issues: 
M-2.4.1 Decision 
M-2.4.2 Purpose 
M-2.4.3 Cost 
Data is shown in table M-2.4. 
What should be the volume of expense on sales 
force is primarily a concern for the unit level or 
central office. As can be seen, 71.43% of the 
organisations decided at unit level and for 28.57% of 
them, decision is taken at head quarters. 
The survey revealed that the basic purpose of 
Expenses on Sales Force is need based. All the 
respondents unanimously agreed with this view. 
Expense on Sales Force is calculated as a 
percentage of sale. It ranged between 0-20%, In 
majority of the organisation (64.29%), cost ranged 
between 10-15% of sales as indicated in table M-2.4. 
Some of the organisations (35.71%), incurred between 15-
20% depending upon the need of the hour. Further, it 
was noted that cost below 10% of the sale is not 
 
 
 
 
 
  
 
 
 
209 
incurred. Thus, Sales Force Budget was noted to be the 
most expensive element of Sales Expense Budget. Standard 
deviation was calculated and found to be ± 2.39 when the 
mean was 14.28%. 
No.M-2.5: 
Part five deals with any other related 
information. Information regarding the most important 
element of sales expense budget was noted. The 
researcher tried to elicit the importance on the basis 
of the ranking made by the respondents. Majority of the 
respondents (60.71%) ranked Sales Administration Expense 
as the most important component of Sales Expenses Budget 
followed by expenses on Sales Force and advertising 
expenses, respectively. 21.43% respondents ranked 
expenses on Sales Force, followed by sales 
administration and advertising expenses in order of 
their importance. 17.86% of organisations ranked 
advertising expense to be most important followed by 
expenses on sales administration and sales force. 
No.M-3: 
The third decision point is Pricing of Product. 
Data on pricing of product is presented in table M-3. 
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According to the researcher, the price of product is 
influenced by the following and hence information was 
elicited regarding these: 
M-3.1 Product cost 
M-3,2 Competitors price 
M-3.3 Prices of substitute 
M-3.4 Unique product feature 
M-3.5 Any other related information 
No.M-3.1: 
Part one deals with Product Cost. Information 
regarding Product Cost was elicited on two aspects: 
M-3.1.1 Decision level 
M-3.1.2 Concession 
'Decision level' refers to the hierarchical level 
at which decision regarding product cost is determined. 
What the product should cost is a decision taken either 
at head-office or at unit level where the product is 
actually manufactured. Decision regarding product cost 
is taken at the headquarters in most of the 
organisations. (67.86%) . However, depending upon the 
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nature of goods, many a time (32.14%) decision is also 
taken by the unit concerned. Data is presented in table 
M-3 .1. 
'Concession' refers to consideration on price 
granted by organisation to its customers. This could be 
in the form of discount on total sale or per order or on 
orders exceeding a particular value of sale. Many 
organisations grant concession to the customers while 
many do not. Table M-3.1 suggests that 10.71% of 
organisations do not grant concession to its customers 
while 89.29% of the organisations give such facilities. 
Concession was granted on the basis of three criteria. 
They were government customer, customer placing large 
order and credibility of customers. Each organisation 
was allowed to quote only one criterion for the same. 
As can be seen from table M-3.1/ 48% of 
organisations give concession to government customers. 
This is generally resorted to by the organisations in 
the public sector like IISCO, HCL among the 
organisations surveyed. 36% of the organisations granted 
concession depending upon creditability of customer and 
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the remaining (16%) granted concession to customers who 
placed large orders. 
No.M-3.2: 
The second part of pricing of products is 
Competitors Prices. This refers to the prices charged by-
its competitors for similar product being manufactured 
by them. Data was collected to see whether organisations 
considered the prices of competitors to decide its own 
price. Table M-3.2 indicated that 75% of organisations 
surveyed do not consider the prices of competitors. 
These organisations were lOL, INCAB to name a few. The 
reasons attributed by the respondents were that either 
they were market leaders or pioneers in their product. 
Moreover, it was the other organisations which 
considered price of these companies for fixing the 
prices of their own products. However, 25% of 
organisations followed the competitors' prices. 
No. M-3.3: 
The t h i r d part of p r ic ing of products i s p r ices of 
s u b s t i t u t e s . Table M-3.3 demonstrates that in 67.86% of 
o r g a n i s a t i o n s p r i c e s of s u b s t i t u t e s do not have any 
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bearing on the price of the product. It has been noted 
that two (7.14%) respondents quoted that it has a 
significant bearing. It was further observed that the 
effect of prices of substitutes was negligible in 25% of 
organisations. According to the respondents, this was 
because the organisations dealt with those industrial 
products for which substitutes were not so readily 
available and that too at a similar price. For instance 
lOL, Jamshedpur supplies oxygen to TELCO, TRF and INCAB 
through pipelines which involved no transportation cost 
for the receiving company. Had they availed of a 
substitute from elsewhere, transportation cost would 
have been very high which further would have increased 
its price. 
No.M-3.4: 
The fourth part of pricing of product delves to 
find out how price is affected by certain 'Unique 
Product Features' . It was observed that unlike in 
consumer product where an attractive packaging or an 
additional facility would constitute a unique product 
feature - whereas in the organisations surveyed it was 
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the reputation of the company and quality of the product 
which was seen as a unique product feature. All 
respondents (100%) unanimously agreed to this view as 
can be inferred from table M-3.4. Further, the 
respondents expressed that depending on these a company 
could afford to increase its price above its competitors 
- so high was its reputation in the market. 
No.M-3.5: 
Fif th par t of the pr ic ing of product e l i c i t s any 
other information which could affect decision regarding 
p r i c e . I t was found that the object ive of pr ice had a 
s ign i f i can t inf luence. Therefore, information regarding 
the p r ic ing object ive of the company was e l i c i t e d in 
t a b l e M - 3 . 5 . Two p rominen t r e s p o n s e s were n o t e d -
i n c r e a s e in market share and i n c r e a s e in p r o f i t . I t was 
o b s e r v e d t h a t 60.71% of t h e o r g a n i s a t i o n s s u r v e y e d 
f o c u s e d on i n c r e a s i n g p r o f i t of t h e company. These 
company ' s would g e n e r a l l y keep a h i g h e r p r i c e w h i l e 
39.29% of the o r g a n i s a t i o n s gave pr imary importance to 
market s h a r e . These would p r e f e r a lower p r i c e . 
F u r t h e r t h e r e s e a r c h e r n o t e d t h a t most 
o r g a n i s a t i o n s surveyed were p i o n e e r s or market l e a d e r s 
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in their field and had an established market share over 
the years. As such they aimed at — increasing profits. 
No.M-4: 
The fourth decision point considered by the 
researcher was Product Variations. By 'product 
variation', the researcher refers to the various means 
by which an organisation could differentiate its product 
from that of others. According to the researcher, an 
organisation could do so by varying the product quality, 
product feature and improvement in the product style. As 
such information required has been classified 
accordingly. 
M-4.1 Quality 
M-4.2 Unique feature improvement 
M-4.3 Style improvement 
M-4.4 Any other 
Data pertaining to the above has been presented in 
table M-4. 
No.M-4.1: 
The first part of product variation is Quality. As 
can be seen from table M-4.1, product does not vary on 
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the basis of quality in 64.29% of the organisations 
surveyed as for most of them the products are core 
products or generic product for which product quality 
cannot be differentiated vastly. However, it does vary 
in 35.71% of organisations. In those organisations 
where quality could vary, it is because of the product 
being used for different purposes and hence quality 
becomes a very important aspect in this context. For 
instance, lOL Jamshedpur produces oxygen for medical 
purposes as well as for industrial uses. The oxygen for 
medical purposes is 99.99% pure while for industrial use 
purity can vary from 70-75%. 
The researcher employed a Likert Scale of three 
degrees to measure the extent to which the organisation 
were quality conscious. The degrees employed were 
extremely quality conscious moderately and mildly 
quality conscious. It was noted from table M-4.1 that 
80% of the organisations were extremely quality 
conscious, while 20% were moderately quality conscious. 
No organisation fell in the mild category. 
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No.M-4.2: 
The second part of product variation is 'Unique 
Feature Improvement'. By 'Unique Feature Improvement' 
or 'product improvement', the researcher refers to any 
measure adopted by the organisation to give its product 
an additional feature not found amongst the products of 
other organisations. Data presented in table M-4.2 
illustrate that in 89.29% of organisations this element 
of 'feature improvement' is not applicable. It was 
noted from the views of the respondents that this could 
not be applicable because any addition to its product 
could not be made to give it an element of being unique 
- simply because they were core products. 
However, in 10.71% of the organisations 'feature 
improvement' or rather modification of some feature 
could be possible. For instance, in some of the heavy 
engineering products manufactured by TRF or some of the 
automobiles rolled out by TELCO, modification of final 
product is possible. 
No.M-4.3: 
The third part of product variation is Improvement 
in Style. All respondents (100%) unanimously agreed that 
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the products of their organisations cannot vary with 
respect to style. This is indicated in table M-4.3. 
No.M-5: 
The next decision point is 'Customer Tracking 
Attitude'. According to the researcher, 'Customer 
Tracking Attitude' tracks the attitudes of customers, 
dealers, and other participants of the marketing system 
to take corrective action on time. This is because a 
change in attitude occurs first, which later leads to a 
change in purchasing behaviour and management notes a 
change only in its sales report. There is a time lag 
between these three. Therefore, to take corrective 
action of time, it monitors the attitude of customers 
through various means. The most common means employed 
are by administering a questionnaire, conducting 
interview and creating customer panels. Therefore, 
information has been obtained under four headings, 
namely: 
M-5.1 Results of Questionnaire Administered 
M-5.2 Results of Interview of Customers 
M-5.3 Customer Panels 
M-5.4 Any Other 
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No.M-5.1: 
Table M-5.1 illustrates data on Results of 
Questionnaire Administered. Generally, a standardized 
and locally sensitive questionnaire is administered. 
Information was elicited on three major aspects: 
M-5.1.1 Whether it is administered at all by 
organisations; 
M-5.1.2 If administered, the periodicity of 
the questionnaire 
M-5.1.3 The purpose of such a questionnaire 
Data represented on table M-5.1 indicates that 
57.14% of organisations do conduct such survey based on 
questionnaire while 42.86% of organisations do not 
conduct such survey. 
Most of the organisations (62.5%) undertook 
questionnaire - based - surveys once in a year as 
suggested in table M-5.1; while 31.25% and 16.25% of 
organisations conduct it on a quarterly or half yearly 
basis respectively. 
Further, the researcher noted that there were two 
basic reasons for administering such a questionnaire. 
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They were either to determine the requests of customers 
or to determine the nature of complaint. It was seen 
that 81.25% of organisations conduct questionnaire based 
survey to determine the requirements of the customers. 
Thus it is more for its own needs that an organisation 
undertakes this. Only 18.75% of organisations undertake 
it to determine the nature of complaints. 
No.M-5.2: 
Another measure adopted by organisa t ions to t rack 
the a t t i t u d e of customers was by Interviewing Customers. 
Results of such interview were then analysed in d e t a i l 
t o g e t a comple t e p i c t u r e . T a b l e M-5.2 d e p i c t s 
i n fo rma t ion of number of o r g a n i s a t i o n s which adopt such 
a measure . I t seeks to f ind out whether an o r g a n i s a t i o n 
a d o p t s such a measure and t h e p e r i o d i c i t y of t h e 
e x e r c i s e . Therefore informat ion was e l i c i t e d on: 
M-5.2.1 In te rv iew Conducted 
M-5.2.2 P e r i o d i c i t y of t he e x e r c i s e 
As s u g g e s t e d in t a b l e M - 5 . 2 , 53.57% of 
o r g a n i s a t i o n s i n t e rv i ew the customers whi le 46.43% of 
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organisations do not conduct such interview to determine 
customer attitude. 
Table^-5.2 reveals that the researcher further 
sought to determine whether interview is conducted 
either on a yearly, half yearly or quarterly basis. It 
was observed that 40% of the organisations conduct it 
once in a year. It was further noted that interview 
was generally not conducted in shorter periods of time. 
However, the probability of such interview being 
conducted as and when the need arises is most frequent, 
that is in 60% of the cases, there was no fixed 
periodicity of the exercise. 
No.M-5.3: 
The third part of customer tracking attitude is 
Customer Panels. According to the researcher, customer 
panel consists of a cross - section of customers who 
have agreed to communicate their attitude periodically 
through phone call or mail questionnaire coming from 
company or though any other means. They comment on the 
organisation and its products. According to the 
researcher, this is another common method of tracking 
 
 
 
 
 
  
 
 
 
222 
customer attitude. Data is presented in table M-5.3. 
Information was elicited on four aspects. 
M-5.3.1 Whether its created or not 
M-5.3.2 Its purpose 
M-5.3.3 Specific Customers 
M-5.3.4 Method used 
Customer panels are created to evaluate the 
standing of the organisation. Table M-5.3. indicates 
that 60.71% of organisations create customer panels or 
have organised customer panels. 39.29% of organisations 
do not create such panels. The reasons attributed by 
organisations for not creating customer panels are that 
they are firstly market leaders providing best available 
in terms of quality and price. Secondly, their products 
are accepted on customer inspection and hence they would 
instantly know whether their products are accepted or 
not (i.e. if rejected). Therefore, they felt no need of 
having such a panel. 
Customer panels are created to solve problems with 
mutual consultation with customers and also for handling 
of complaints and inquiries. Table M-5.3 suggests that 
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82.35% of organisations create customer panels with a 
problem solving approach while 17.65% of organisations 
do so for meeting customer inquiries and complaints. 
64.71% of organisations have a specific group of 
persons who constitute the customer panels while 35.29% 
of organisations do not have a specific customer panel 
but allot different members in different years (refer 
table M-5.3). As per the respondents there was a need to 
change customer panel members because the views of a 
fixed panel might be biased. 
Table M-5.3 illustrates that 58.82% of 
organisations request customer panels to rate them in 
terms of price, product-quality and delivery time on a 
scale of ten or hundred or whatever the set standard may 
be. This is to compare the organisations' different 
aspects with some set standard of quality and price. 
41.18% of organisations prefer to be rated in 
comparision to other suppliers or its competitors. For 
instance, IISCO prefers to be compared with other 
prominent steel manufacturing organisations and TELCO 
with the Leylands. 
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N o . M - 5 . 4 : 
P a r t four d e a l s w i t h any o t h e r r e l a t e d 
i n f o r m a t i o n . Information was e l i c i t e d on two a s p e c t s : 
M-5.4.1 R e s p o n s i b i l i t y 
M-5 .4 .2 F a c t o r s 
The r e s e a r c h e r sought t o determine the department 
and d i v i s i o n which u n d e r t a k e t h e r e s p o n s i b i l i t y of 
t r a c k i n g customer a t t i t u d e . I t was noted from the s tudy 
t h a t two d i v i s i o n s were he ld r e s p o n s i b l e for t r a c k i n g 
t h e a t t i t u d e of c u s t o m e r s . They were t h e Market 
Research or Sales and S e r v i c e s Div i s ion In 67.86% of 
o r g a n i s a t i o n s , i t i s the r e s p o n s i b i l i t y of the market 
r e s e a r c h department while in 32.14% of o r g a n i s a t i o n s , 
S a l e s and Serv ices D iv i s ion i t s e l f i s r e s p o n s i b l e . 
A t t i t u d e of c u s t o m e r s a r e a l s o measured w i t h 
r e s p e c t t o t h e p r i c e c h a r g e d , q u a l i t y of p r o d u c t 
s u p p l i e d and d e l i v e r y t i m e , t e r m s and c o n d i t i o n s of 
d e l i v e r y and such r e l a t e d i s s u e s . I t was observed in 
t a b l e M-5.4 t h a t t h e major i s s u e s r e l a t e t o p r i c e , 
p r o d u c t q u a l i t y or bo th . 25% of o r g a n i s a t i o n s g ive 
p r i o r i t y t o p r i c e and 21.4% t o p r o d u c t q u a l i t y . 
However, the major i ty (35.7%) gave p r i o r i t y t o p r i c e as 
we l l as q u a l i t y . Only f ive r e sponden t s gave p r e f e r ence 
t o d e l i v e r y schedule , terms of d e l i v e r y , e t c . This 
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N o . M - 6 : 
Advertising and pub l i c i t y decision was considered 
a major decision in marketing by the researcher . Any 
decision on adver t i s ing and publ ic i ty would include a 
decision of how much to a l loca te as adver t i s ing budget, 
t h e p u r p o s e f o r which a d v e r t i s i n g i s t a k e n up , t h e 
s p e c i f i c p r o d u c t o r i t s c h a r a c t e r i s t i c which i s 
a d v e r t i s e d or e m p h a s i z e d , or fo r a w a r e n e s s of t h e 
company as a whole. These d e c i s i o n s a re a l s o in f luenced 
by a d v e r t i s i n g d e c i s i o n s of i t s c o m p e t i t o r s . There fore , 
da t a on a d v e r t i s i n g and p u b l i c i t y was e l i c i t e d on four 
major i s s u e s : 
M-6.1 Expendi ture a l l o c a t e d 
M-6.2 C h a r a c t e r i s t i c s of the product 
M-6.3 Objec t ive or Purpose of a d v e r t i s i n g 
M-6.4 Compe t i t o r ' s S t r a t e g y . 
N o . M - 6 . 1 : 
The first part deals with allocation of 
expenditure. Expenditure allocation refers to how much 
the company is spending for advertising. Since many 
organisations and their products have been established 
for a long time they generally do not allocate separate 
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sums only for the purpose of advertising and publicity. 
As seen from table M-6.1, 57.14% of organisations do not 
incur any sum soley for this purpose. In 42.86% of 
organisations, some expenses are incurred on it. 
Decisions regarding allocation of advertising 
budget is based on past experience. In majority of the 
cases it was noted by the researcher, that 60.71% of 
organisations based it on past experience (refer to 
table no.M-6.1). However, 39.29% of organisations do 
not base it on past experience but allocate according to 
the needs of the organisation to advertise. 
No.M-6.2: 
Sometimes organisations need to advertise its 
products to emphasise on a special characteristic or 
feature of a product which might be the latest 
inclusion. Second part of advertising and publicity 
seeks to determine such characteristic of the product. 
Data is presented in table no.M-6.2. It was observed by 
the researcher that 25% of organisations needed to 
advertise for such a reason - that is for specific 
products because of certain specific characteristics of 
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the product. However, most (75%) of the organisations 
do not advertise for this purpose as most of them are 
industrial products to be re-used in another industry. 
No.M-6.3: 
The third part of advertising and publicity-
determines the Objective or Purpose of advertising. 
Data is depicted on table M-6.3. As can be seen from the 
table, 85.71% of organisations advertise with the 
objective of creating awareness about the company among 
customers. It was noted that 14.29% of organisations 
advertise as a promotional tool particularly when some 
new product or new product range is included. 
No.M-6.4: 
The fourth part of advertising and publicity is 
the Strategy Adopted by Competitors to advertise for 
their products. According to the researcher, the 
competitors strategy has a far reaching effect on a 
company's advertising decision. Information was 
elicited on two major aspects: 
M-6.4.1 Whether for a company this has an effect 
M-6.4.Z How it influences a company's decision. 
Data is represented in table M-6.4. 
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The advertising and publicity decisions of 67.86% 
of organisations is not influenced by the strategy 
followed by its competitors. These organisations do not 
consider the competitors strategy because they are 
market leaders in their products. However, 32.14% of 
organisations do take into account the strategy followed 
particularly by close competitors while taking decisions 
on different aspects of advertising and publicity. For 
example, TELCO considers the strategy adopted by 
Leyland. 
Table No.M-6.4 indicates that in 17.86% of 
organisations advertising-budget-decisions is influenced 
by the decision of its competitors, as their decision is 
based on competitive - parity - policy. According to the 
researcher, competitive - parity - policy is one in 
which the companies set their advertising budgets 
specifically to match their competitors outlay. However, 
82.14% of organisations based their budget decisions on 
a certain percentage of sale. 
No.M-7: 
The next decision point found important by the 
researcher was profitability. Data on profitability 
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seeks to examine the areas where the company is making 
or loosing money. This is analysed in terms of 
products, regions or projects, customer groups or a 
combination of these. Data is depicted on table M-7. 
Required information was therefore classified into four 
parts: 
M-7.1 Company's profits 
M-7.2 Profit statement by functional marketing 
M-7.3 Actual sales volume 
M-7.4 Profit and loss account 
No.M-7.1: 
The first part relates to company's profits. 
According to the respondents, the organisation's overall 
profit is needed to be evaluated every financial year as 
a basis of comparison with other organisations as well 
as for comparison with its own performance in the 
previous years. Table M-7.1 suggests that all 
organisations (100%) require it for both the purposes 
and all respondents attributed equal importance to both. 
In no case was such information required for comparison 
with its own past performance only or for comparison 
with its competitor's performance only. 
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No.M-7.2; 
Second par t of p r o f i t a b i l i t y i s Profi t Statement 
by Functional Marketing. By 'Functional Marketing' the 
r e s e a r c h e r r e f e r s t o c r e a t i o n of a n a l o g o u s p r o f i t 
s t a t e m e n t s such as P r o f i t Statement for P roduc t s , P r o f i t 
S t a t e m e n t fo r Cus tomer s , o r P r o f i t S t a t e m e n t f o r 
T e r r i t o r i e s . Data i s d e p c i t e d on t a b l e M-7 .2 . 
T h e r e f o r e , i n f o r m a t i o n was e l i c i t e d on t h e b a s i s of 
d i v i s i o n s of p r o f i t accord ing to p r o d u c t s , r e g i o n s or a 
combinat ion of the two. As can be seen from the t a b l e , 
m a j o r i t y of t h e o r g a n i s a t i o n s (39.29%) made p r o f i t 
s t a t e m e n t by produc ts on ly . This i s because d i f f e r e n t 
p r o d u c t s of t h e s e o r g a n i s a t i o n s have d i f f e r e n t 
c o n t r i b u t i o n in t e rms of p r o f i t . T h i s would h e l p 
o r g a n i s a t i o n s t o a s c e r t a i n which p r o d u c t s do not 
c o n t r i b u t e much t o p r o f i t s and should i t con t i nue to 
manufacture these (or n o t ) . This was c l o s e l y fol lowed by 
35.71% of o r g a n i s a t i o n s which p repare p r o f i t ' s t a t emen t 
by r e g i o n s or p r o j e c t s on ly . This helped o r g a n i s a t i o n s 
t o a s c e r t a i n the high p r o f i t making a r e a s and the low 
p r o f i t making a r e a s . Yet t h e r e r emained 25% of 
o r g a n i s a t i o n who gave equal weightage t o i t s p r o d u c t s as 
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well as regions and therefore prepared profit statement 
by products as well as regions. For instance, this was 
extensively being implemented by TRF. 
No.M-7.3: 
The third part of profitability is Actual Sales 
Volume. By 'actual sales volume', the researcher refers 
to the number of units sold. The researcher from the 
study found out whether the actual sales volume affects 
profitability on one hand and whether it affects market 
share on the other. Data is presented in table M-7.3. 
Information was elicited on two aspects: 
M-7.3.1 Affects profits 
M-7.3.2 Determinant of market share 
The effect of a variation in actual sales volume 
may be seen on profit. Data in table M-7.3 suggest that 
in 39.29% of organisations, variation in actual sales 
volume affects the profit to a very low degree. The 
reason attributed by the respondents were that their 
contribution margin was very high. 
The effect of a variation in actual sales volume 
is seen on the market share of the firm. Data in table 
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M-7.3 indica te that a v a r i a t i o n in actual sa les volume 
has a s ign i f i can t bearing on market share in 85.71% of 
o r g a n i s a t i o n s . The t a b l e f u r t h e r shows t h a t marke t 
sha re of 14.29% i s not a f f e c t e d by a change in t o t a l 
s a l e s volume. 
No.M-7.4: 
This part deals with preparation of Profit and 
Loss Account. All respondents quoted that preparation 
of profit and loss account is the major determinant 
(tool) which affects profitability and hence development 
of such tool is a must. 
No.M-8: 
Warehousing and transportation is the next 
important area in marketing decision. According to the 
researcher, warehousing and transport is of utmost 
importance because producing and using activities 
typically take place at different times in different 
locations and at different rates. As such, information 
relating to the stock in hand, delivery time, mode of 
transportation and expenditure involved in these is of 
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prime importance. Therefore, information was classified 
into five parts: 
M-8.1 Stock-in-hand 
M-8.2 Delivery time 
M-8.3 Mode and destination of transport 
M-8.4 Expenditure allocated 
M-8.5 Any other related information 
No.M-8.1: 
First part deals with stock-in-hand. Data is 
depicted in table M-8.1. Information was elicited on 
two major aspects: 
M-8.1.1 Importance of Warehousing 
M-8.1. 2 Regional Warehouses 
Table M-8.1 indicates that for 67.86% of 
organisations warehousing and its decisions are of 
extreme importance while for 32.14% it is not considered 
to be important. This is because in those organisations 
goods are produced on order and despatched immediately 
on completion of production. Therefore, here the concept 
of warehousing does not play any role. For instance in 
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TRF, projects are set up and immediately start 
functioning. Here there is no concept of warehousing. 
Similarly in lOL, gases like liquid nitrogen when 
produced are filled in tankers and despatched 
immediately. One cannot store it to be transported and 
used at a later stage. This is an ongoing process. Here 
again warehousing does not have any role to play. 
In 78.57% of organisations there is provision for 
regional warehouses for facilitating distribution to the 
entire nation. However, 21.43% of organisations do not 
have regional warehouses because their customers are 
located in the vicinity of production itself (refer 
table no.M-8.1). 
No.M-8.2: 
Second part of warehousing and transportation is 
Delivery Time. Delivery time is of prime importance 
because the company risks loosing or failing to attract 
customers if it delays to deliver goods on promised 
time. The researcher studied two aspects of delivery 
time, they being: 
M-8.2.1 Actual time taken by 
the Organisation 
M-8.2.2 Variability in time 
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For determining the delivery time, ranges between 
0 to 25 days was taken, with class intervals of five. 
It was noted by the researcher that 42.86% of 
organisations had delivery time of 20-25 days and 32.14% 
of organisations had delivery time of 15-20 days. These 
were those organisations who were engaged in the 
manufacture of core products. Eg IISCO and HCL. 
Therefore, for majority of the organisations, delivery 
period fell between 15-25 days. However, 25% of 
organisations have delivery time of a few hours to 5 
days. These were those organisations whose products 
would loose its value or quality on storage eg. Oxygen 
in lOL. There was no organisation for which the 
delivery time varied between 5-10 or 10-15 days (refer 
table M-8.2). 
Table M-8.2 also suggests the reasons for the 
difference in delivery time period. All respondents 
(100%) unanimously agreed that delivery time differs 
basically because of the differences in the nature of 
the products being produced. For generic products like 
oxygen the delivery time is few hours at lOL because 
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available empty tankers are filled and despatched to 
customers immediately or despatched to local industry 
via pipelines. On the other hand, in case of heavy 
industrial goods like steel, copper, aluminum, it could 
be 15-20 days. 
No.M-8.3: 
The third part is Mode and Destination of 
transport. Data are depicted in table M-8.3. 
Information regarding mode and destination of transport 
was elicited on two issues: 
M-8.3.1 Mode of transportation used 
M-8.3.2 Decision regarding the mode 
By 'mode of transport', the researcher refers to 
the means adopted by organisations for transportation of 
its products to t . destination point. The modes 
considered were - rail, road and both. Air as a means 
of transportation was not considered because the 
organisations that the researcher surveyed manufactured 
heavy industrial products which cannot be despatch by 
air. Also shipping was not included because most 
organisations surveyeu had no sea ports nearby and had 
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to make use of rail or road to reach a seaport for 
further transportation. For instance IISCO transports 
steel sheets, rods and bars to Vishakapatnam by road or 
rail and from there onward shipping as a mode of 
transport maybe used. It can be inferred from table M-
8.3, that 35.71% of organisations used only road for 
transportation of its products. This included TELCO and 
lOL. lOL despatched by road because its gases had to be 
transported by special tankers which only the 
organisation could possess. Moreover, it also wanted to 
avoid the rail registration delays and hassels. 
Further, it was noted that 25% of organisations 
despatched by rail only. This included IISCO and HCL. 
However, 39.29% of organisations make use of both the 
modes of transport. Eg. INCAB, INDAL & TRF. 
Table M-8.3 further depicts information regarding 
the decision regarding choice of mode of transportation. 
It suggests that 67.86% of organisations choose the mode 
of transport depending upon feasibility. However, 
32.14% of organisations leave this decision to the 
customer. 
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No.M-8.4: 
Part four seeks to determine the method adopted 
for Allocation of Expense for warehousing and transport. 
According to the respondents, it is generally fixed as a 
percentage of order values. Also information on 
treatment of freight was elicited. Further, whether 
these expenses affected sale or not was also considered. 
Therefore information was elicited on three aspects: 
M-8.4.1 Budget allocation 
M-8.4.2 Absorption of Freight 
M-8.4.3 Expenditure in-built into sales 
Table M-8.4 suggests that 82.14% of organisations 
allocate 0.5% of order value as expenditure for 
warehousing and transportation while 17.86% of 
organisations allocate 5-10% of order value. No 
organisation allocated more than 10% of order value as 
warehousing and transportation budget. Mean allocation 
was calculated and found to be 3.39. Standard deviation 
was ± 1.91. 
Further, it was noted that 71.43% of organisations 
absorb the freight charges while 28.57% do not. 
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T a b l e M-8.4 s u g g e s t s t h a t most o r g a n i s a t i o n s 
(85.71%) have t h e i r warehousing and t r a n s p o r t expenses 
in b u i l t i n t o s a l e s while some o r g a n i s a t i o n s do not do 
s o . However, t h i s r e p r e s e n t s o n l y 14.29% of t h e 
p o p u l a t i o n . 
N o . M - 8 . 5 : 
The last part deals with any other related 
information. Data is presented in table no.M-8.5. It 
has been observed that inventory cost increases at 
increasing rate when the customer service level 
approaches 100%. This increases the warehousing cost. 
However, organisations sometimes vary the delivery time 
depending upon competitors delivery time and also if it 
enjoys a differential advantage over its competitors. 
Table M-8.5 suggests that 35.71% of organisations 
reduce their delivery time keeping in mind competitors 
delivery time while 64.29% reduce- it to maintain the 
differential advantage it enjoys over others. 
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SALES VOLUME 
(DECISION POINT) 
TABLE NO.M-1.1 TO M-1.4 
TABLE NO.M-1.1 
n=28 
INFORMATION REQUIRED 
FORECAST OF SALES: 
1.1.1. BASIS: 
Historical data 
Zero based budgeting 
Past year trend & quotation 
received 
n= 
l.l.Z 
DECISION LEVEL: 
Headquarters level 
Unit level 
n= 
1.1.3. ALLOCATION TO DIFFERENT PLANTS: 
Production capacity-
Locality 
Customer group 
n= 
TOTAL 
8 
9 
11 
28 
16 
12 
28 
16 
5 
7 
28 
PERCENTAGE 
28.57 
32.14 
39. 9 
100.00 
57.14 
42.86 
100.00 
57.14 
17.86 
25.00 
100.00 
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TABLE NO.M-1 .2 
n=28 
INFORMATION REQUIRED 
ACTUAL SALES: 
1.2.1. BASIS: 
Despatches made 
Indents received (orders) 
1.2.2. DIVISION: 
Product wise 
Region wise 
n= 
n= 
TOTAL 
23 
5 
28 
6 
22 
28 
PERCENTAGE 
82.14 
17.86 
100.00 
21.43 
78.57 
100.00 
TABLE NO.M-1.3 
n=28 
INFORMATION REQUIRED 
BASED ON DIVISION OF SALES: 
Region only 
Product only 
Customer group only 
Product and region both 
n= 
TOTAL 
13 
5 
1 
9 
28 
PERCENTAGE 
46.43 
17.86 
3.57 
32.14 
100.00 
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TABLE N O . M - 1 . 4 
n=28 
INFORMATION REQUIRED 
ANY OTHER: 
Market Scenario 
Government policy & restrictions 
Export potential 
TOTAL 
9 
12 
7 
n= 28 
PERCENTAGE 
32.14 
42.86 
25.00 
100.00 
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SALES EXPENSE BUDGET 
(DECISION POINT) 
TABLE NO.M-2.1 TO M-2.5 
TABLE NO.M-2.1 
n=28 
INFORMATION REQUIRED 
ADVERTISEMENT EXPENSE 
(for sales promotion): 
2.1.1. REGULARITY: 
Not a regular feature 
A regular feature 
2.1.2. COST: 
Negligible 
0-5% 
5-10% 
10-15% 
2.1.3. DECISION LEVEL: 
Headquarters level 
Unit level 
TOTAL 
12 
16 
n= 28 
10 
9 
8 
1 
n= 28 
25 
3 
n= 28 
PERCENTAGE 
42.86 
57.14 
100.00 
35.72 
32.14 
28.57 
3.57 
100.00 
89.29 
10.71 
100.00 
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TABLE NO.M-2.2 
n=28 
INFORMATION REQUIRED TOTAL PERCENTAGE 
SALES PROMOTION EXPENSE: 
2.2.1. REGULARITY 
Regular feature 
Not a regular feature 
n= 
2.2.2. COST: 
0-5% 
5-10% 
10-15% 
n= 
13 
15 
28 
46. 
53. 
100 
43 
57 
.00 
3 
23 
2 
28 
10.71 
82.14 
7.15 
100.00 
CI f 
0-15% 3 
5-10% 23 
10-15% 2 
CALCULATION OF STANDARD DEVIATION 
fx (x—x) (x—x) ^  
-4.82 23.23 
.18 .03 
X 
2.5 7.5 
7.5 172.5 
12.5 25.0 
Efx=205.0 
EI (X-X)2 
N 
5.18 26.83 
Ef{x-x)=124.10 
124.10 
= 2.1 
f (x-x) 
69.69 
.75 
5^.66 
28 
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TABLE NO.M-2 .3 
n=28 
INFORMATION REQUIRED 
SALES ADMINISTRATION EXPENSE 
2.3.1. INFLUENCING FACTORS: 
• 
Volume of advertisement only-
Number of units or branches 
Both 
2.3.2. DECISION LEVEL 
Unit level 
Head quarters level 
2.3.3. COST: 
0-5% 
n: 
r\ 
5-10% 
n= 
CALCULATION OF STANDARD 
CI f X 
0-15% 25 2.5 
5-10% 3 7.5 
fx 
62.5 
22.5 
TOTAL 
10 
6 
12 
= 28 
22 
6 
a 2a 
25 
3 
28 
PERCENTAGE 
35.72 
21.43 
42.85 
100.00 
78.57 
21.43 
100'00 
89.29 
10.71 
100.00 
DEVIATION 
(x-x) 
.53 
4.47 
Efx=85.0 Ef(x-x)2=66.96 
X=Efx 85 
— = 3.03 
N 28 
X= 
> 
Zf(x-x)2 
N 
66.96 
28 
= 1.54 
(x-x)2 
7.02 
59.94 
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TABLE NO.M-2.4 
n=28 
INFORMATION REQUIRED 
EXPENSE ON SALES FORCE: 
2.4.1. DECISION LEVEL: 
Unit level 
Headquarters level 
TOTAL 
20 
8 
n= 28 
PERCENTAGE 
71.43 
28.57 
100.00 
2.4.2. PURPOSE: 
Totally need based 
2.4.2. PURPOSE: 
Totally need based 
2.4.3. COST: 
10-15% 
15-20% 
28 
28 
18 
10 
100.00 
100.00 
64.29 
35.71 
n= 28 100.00 
CALCULATION OF STANDARD DEVIATION 
CI fx (x-x) (x-x) 2 
10-15% 18 12.5 
15-20% 23 17.5 
Efx=400.0 
225.0 -1.78 57.03 
175.0 +3.22 103.60 
Ef (x-xf"=160.60 
Efx 
X= = 400/28 14.28 
N 
Ef((x-x) .v^  2 
N 
160.63 = 2.39 
28 
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TABLE NO.M-2.5 
n=28 
INFORMATION REQUIRED 
RANKING OF INFORMATION REQUIRED 
IN ORDER OF IMPORTANCE: 
Sales administration expense 
Advertisement expense 
(for sales promotion) 
Sales promotion expense 
Expenses on sales force 
TOTAL 
17 
5 
0 
6 
n= 28 
PERCENTAGE 
60.71 
17.86 
0 
21.43 
100.00 
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PRICING OF PRODUCTS 
(DECISION POINT) 
TABLE NO.M-3.1 TO M-3.5 
TABLE NO.M-3.1 
n=28 
INFORMATION REQUIRED 
PRODUCT COST: 
3.1.1. DECISION LEVEL: 
By unit concerned 
By head quarters 
3.1.2 CONCESSION: 
Not granted 
Granted 
— govt. customer 
— customer placeinc 
large orders 
- creditability of 
customer 
TOTAL 
9 
n= 
19 
28 
3 
DIS>tRI&UTl6N 
12 
4 
9 
25 
48% 
16% 
36% 
100.00 
25 
n=28 
PERCENTAGE 
1 
32.14 
67.86 
100.00 
10.71 
89.29 
100.00 
TABLE NO.M-3.2 
n=28 
INFORMATION REQUIRED 
COMPETITORS PRICES: 
Taken into account 
Not taken into account 
n= 
TOTAL 
7 
21 
28 
PERCENTAGE 
25 
75 
100.00 
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TABLE NO.M-3.3 
n=28 
INFORMATION REQUIRED 
PRICES OF SUBSITDTES OP OTHER PRODUCTS: 
Not affected 
Affected to a very small degree 
Largely affected 
TOTAL 
19 
7 
2 
n= 28 
PERCENTAGE 
67.86 
25.00 
7.14 
100.00 
TABLE NO.M-3.4 
n=28 
INFORMATION REQUIRED 
UNIQUE PRODUCT FEATURES: 
Characteristics: 
The reputation and image of company 
and reliability (quality) of product 
TOTAL 
28 
n= 28 
PERCENTAGE 
100.00 
100.00 
TABLE NO.M-3.5 
n=28 
INFORMATION REQUIRED 
ANY OTHER: 
Pricing Objective: 
increase in market ihai** 
increase profits 
TOTAL 
11 
17 
28 
PERCENTAGE 
39.29 
60.71 
100.00 
 
 
 
 
 
  
 
 
 
250 
PRODUCT VARIATIONS 
(DECISION POINT) 
TABLE NO.M-4.1 TO M-4.3 
TABLE NO.M-4.1 
n=28 
INFORMATION REQUIRED 
QUALITY: 
Applicable: 
Yes 
No 
IMPORTANCE OF QUALITY: 
Extreme 
Moderate 
Mild 
TOTAL 
10 
18 
n= 28 
8 
20 
0 
n= 28 
PERCENTAGE 
35.71 
64.29 
100.00 
80.00 
20.00 
0 
100.00 
TABLE NO.M-4.2 
n=28 
INFORMATION REQUIRED 
UNIQUE FEATURE IMPROVEMENT: 
Applicable : 
No 
Yes (may be) 
TOTAL 
25 
3 
n= 28 
PERCENTAGE 
89.29 
10.71 
100.00 
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TABLE NO.M-4 .3 
n=28 
INFORMATION REQUIRED 
STYLE IMPROVEMENT: 
Applicable : 
No 
Yes 
TOTAL 
28 
0 
n= 28 
PERCENTAGE 
100.00 
0-00 
100.00 
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CUSTOMER TRACKING ATTITUDE 
(DECISION POINT) 
TABLE NO.M-5.1 TO M-5.4 
TABLE NO.M-5.1 
n=28 
INFORMATION REQUIRED 
RESULTS OF QUESTIONAIRE ADMINISTERED: 
ADMINISTERED: 
Yes 
No 
n = 
PERIODICITY : 
Quarterly 
Once in 6 months 
Once a year 
PURPOSE: 
Determine customer requirements 
Determine nature of complaints 
TOTAL 
16 
12 
28 
5 
1 
10 
16 
13 
3 
16 
PERCENTAGE 
57.14 
42.86 
100.00 
31.25 
6.25 
62.50 
100.00 
81.25 
18.75 
100.00 
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TABLE NO.M-5.2 
n=28 
INFORMATION REQUIRED 
RESULTS OF INTERVIEWING CUSTOMERS: 
INTERVIEW CONDUCTED: 
Yes 
No 
PERIODICITY: 
Once a quarter 
Once in six months 
Once a year 
Not fixed 
n = 
TOTAL 
15 
13 
28 
0 
0 
6 
9 
15 
PERCENTAGE 
53.57 
46.43 
100.00 
0 
0 
40 
60 
100.00 
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TABLE NO.M-5.3 
n=28 
INFORMATION REQUIRED 
CUSTOMER PANELS: 
Yes 
No 
PURPOSE: 
Problem solving 
Handling of complaints & 
inquiries 
TOTAL 
17 
11 
n = 28 
14 
03 
PERCENTAGE 
60.71 
39.29 
100.00 
82.35 
17.65 
n = 
SPECIFIC CUSTOMERS: 
Yes 
No 
n= 
METHOD: 
Ask them to rate us 
— in comparision to others 
— on a scale 
n = 
17 
11 
6 
17 
7 
10 
17 
100.00 
64.71 
35.29 
100.00 
41.18 
58.82 
100.00 
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TABLE NO.M-5 .4 
n=28 
INFORMATION REQUIRED 
ANY OTHER: 
RESPONSIBILITY: 
Sales and services division 
Research and development 
(Marketing Research) 
n= 
FEATX7RES: 
Price only 
Product only 
Price & quality 
Delivery time, terms of delivery 
& others 
n= 
TOTAL 
9 
19 
28 
7 
6 
10 
5 
28 
PERCENTAGE 
32.14 
67.86 
100.00 
25.0 
21.4 
35.7 
17.9 
100.00 
 
 
 
 
 
  
 
 
 
ADVERTISING & PUBLICITY 
(DECISION POINT) 
TABLE NO.M-6.1 TO M-6.4 
TABLE NO.M-6.1 
n=28 
INFORMATION REQUIRED 
EXPENDITURE ALLOCATED: 
ALLOCATED: 
Yes 
No 
ALLOCATION-DECISION BASIS: 
Based on past experience 
Not based on past experience 
n= 
n= 
TOTAL 
12 
16 
28 
17 
11 
28 
PERCENTAGE 
42.86 
57.14 
100.00 
60.71 
39.29 
100.00 
TABLE NO.M-6.2 
n=28 
INFORMATION REQUIRED 
CHARACTERISTICS OF THE PRODUCT: 
ADVERTISEMENT BASED ON 
CHARACTERISTIC OP PRODUCT; 
Yes 
No 
TOTAL 
7 
21 
n= 28 
PERCENTAGE 
25 
75 
100.00 
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TABLE NO.M-6 .3 
n=28 
INFORMATION REQUIRED 
OBJECTIVE OR PURPOSE OF ADVERTISING: 
Awareness 
Promotion 
n= 
TOTAL 
24 
4 
28 
PERCENTAGE 
85.71 
14.29 
100.00 
TABLE NO.M-6 .4 
n=28 
INFORMATION REQUIRED 
COMPETITORS STRATEGY: 
AFFECTED: 
Yes 
No 
BUDGET DECISION: 
Percentage of sale 
Competitive parity policy 
TOTAL 
9 
19 
n= 28 
23 
5 
n= 28 
PERCENTAGE 
32.14 
67.86 
100.00 
82.14 
17.86 
100.00 
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PROFITABILITY 
(DECISION POINT) 
TABLE NO.M-7.1 TO M-7.4 
TABLE NO.M-7.1 
n=28 
INFORMATION REQUIRED 
COMPANY'S PROFITS: 
BASIS OF COMPARISON: 
With previous years performance 
and with other organisation's 
performance 
n= 
TOTAL 
28 
28 
PERCENTAGE 
100.00 
100.00 
TABLE NO.M-7.2 
n=28 
INFORMATION REQUIRED 
PROFIT STATEMENT BY FUNCTIONAL 
MARKETING: 
BASIS OF DIVISION OF PROFIT: 
By products only 
By region (or project only) 
By product and region 
(or project) 
TOTAL 
11 
10 
7 
n= 28 
PERCENTAGE 
39.29 
35.71 
25.00 
100.00 
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TABLE NO.M-7.3 
n=28 
INFORMATION REQUIRED 
ACTUAL SALES VOLUME: 
AFFECTS PROFITS: 
Largely affected 
Affected to a very small degree 
n= 
DETERMINANT OF MARKET SHARE: 
Yes 
No 
n= 
TOTAL 
11 
17 
28 
24 
4 
28 
PERCENTAGE 
39.29 
60.71 
100.00 
85.71 
14.29 
100.00 
TABLE NO.M-7.4 
n=28 
INFORMATION REQUIRED TOTAL 
PROFIT AMD LOSS ACCOUNT 
Prepared for company as a whole 28 
n= 28 
PERCENTAGE 
100.00 
100.00 
 
 
 
 
 
  
 
 
 
260 
WAREHOUSING & TRANSPORT 
(DECISION POINT) 
TABLE NO.M-8.1 TO M-8.5 
TABLE NO.M-8.1 
n=28 
INFORMATION REQUIRED 
STOCK IN HAND: 
IMPORTANCE OF WAREHOUSING: 
Very important 
Not very important 
REGIONAL STOCKING POINTS: 
Yes 
No 
n= 
n= 
TOTAL 
19 
9 
28 
22 
6 
28 
PERCENTAGE 
67.86 
32.14 
100.00 
78.57 
21.43 
100.00 
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TABLE N 0 . M - € . 2 
n=28 
INFORMATION REQUIRED 
. DELIVERY TIME: 
TIME TAKEN: 
0-5 days 
5-10 days 
10-15 days 
15-20 days 
20-25 days 
CAUSES OP VARIABILITY 
Depends on 
IN 
n= 
TIME: 
nature of goods 
n= 
TOTAL 
7 
0 
0 
9 
12 
28 
28 
28 
PERCENTAGE 
25.00 
0.00 
0.00 
32.14 
42.86 
100.00 
100.00 
100.00 
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TABLE NO.M-8 .3 
n=28 
INFORMATION REQUIRED 
MODE & DESTINATION OF TRANSPORT: 
MODE: 
By railways only 
By road only 
By both 
DECISION REGARDING: 
Customer choice 
Feasibility 
n= 
n= 
TOTAL 
7 
10 
11 
28 
9 
19 
28 
PERCENTAGE 
25.00 
35.71 
39.29 
100.00 
32.14 
67.86 
100.00 
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TABLE N O . M - 8 . 4 
n=28 
INFORMATION REQUIRED TOTAL PERCENTAGE 
EXPENDITURE ALLOCATED: 
BUDGET AS PERCENTAGE OF: 
0-5% 
5-10% 
10-15% 
23 
5 
0 
82.14 
17.86 
0.00 
n= 28 1 0 0 . 0 0 
CALCULATION OF STANDARD DEVIATION 
CI fx (x—x) (x—x)^ f(x—x)^ 
0-15% 
5-10% 
10-15% 
23 
5 
0 
2.5 
7.5 
12.5 
57.5 
37.5 
0 
95.0 
-0.89 
4.11 
9.11 
.79 
16.89 
82.99 
18.17 
84.17 
0 
102.62 
X = 3.39, 6 = ± 1.91 
FREIGHT: 
Absorbed 
Not absorbed 
n= 
EXPENDITURE IN-^UILT INTO SALES 
Yes 
No 
n = 
20 
8 
28 
24 
4 
28 
71.43 
28.57 
100.00 
85.71 
14.29 
100.00 
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TABLE N 0 . M - B . 5 
n=28 
INFORMATION REQUIRED TOTAL 
ANY OTHER: 
DELIVERY TIME DEPENDS ON: 
Competitors normal delivery time 10 
Differential advantage 18 
n= 28 
PERCENTAGE 
35.71 
64.29 
100.00 
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CHAPTER - V 
SECTION-III 
Fineuice S p e c i f i c I s s u e s : 
The f o l l o w i n g pages p r e s e n t s a summary of t h e 
d e t a i l e d r e s u l t s of t h e s u r v e y c o n d u c t e d on v a r i o u s 
a s p e c t s of f i n a n c i a l d e c i s i o n s . I r r e s p e c t i v e of the 
n a t u r e of goods manufactured, an o r g a n i s a t i o n cannot do 
without f i n a n c e . Finance forms the l i f e blood of an 
o r g a n i s a t i o n and as such f i n a n c i a l d e c i s i o n s a r e of 
prime impor tance . 
Most work on the scope of f i n a n c i a l management i s 
r e l a t e d t o r a i s i n g of funds whenever needed and no 
i m p o r t a n c e i s a t t a c h e d t o t h e d a y - t o - d a y f i n a n c i a l 
d e c i s i o n making and prob lem s o l v i n g . Most work i s 
s t r u c t u r e d around t h i s theme and r evo lves around r a i s i n g 
of funds such as p r o m o t i o n , r e o r g a n i s a t i o n , 
r e a d j u s t m e n t , merger and c o n s o l i d a t i o n s . However, 
u t i l i s a t i o n of funds forms a v i t a l c o n s t i t u e n t of 
f i n a n c i a l d e c i s i o n making. A l l o c a t i o n of c a p i t a l i n the 
most economic way i s a v i t a l management d e c i s i o n . 
There fo re , a p a r t of the survey conducted by the 
r e s e a r c h e r i s concerned with the a n a l y s i s and e v a l u a t i o n 
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of financial decisions and practices. This study seeks 
to elicit information needed for various financial 
decisions in selected industries. In the organisations 
surveyed, 28 respondents supplied information and each 
were holding managerial positions in their respective 
organisations and was concerned with various aspects of 
finance. 
The decision points covered were: 
F-1 Total Budget 
F-2 Selling and Distribution Cost Blidget 
F-3 Production Cost Budget 
F-4 Administration Cost Budget 
F-5 Cash Budget 
F-6 New Product Budget 
F-7 Wage and Salary Budget 
No.F-1: 
The f i r s t d e c i s i o n p o i n t i s T o t a l Budge t . The 
r e s e a r c h e r wanted t o t r a c e the c o n s t i t u e n t s of a t o t a l 
budget as t h i s would i n d i c a t e the way an o r g a n i s a t i o n 
u t i l i s e d i t s funds. The r e s e a r c h e r found t h a t the t o t a l 
b u d g e t c o n s i s t e d ma in ly of m a r k e t i n g , p r o d u c t i o n , 
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capital and revenue expenditure budget as quoted by the 
respondents. Hence, detailed information regarding the 
above needs to be elicited for formulating any decision 
on economic utilisation of funds. There were two 
opinions regarding the most important component of this 
budget. 57.14% of respondents were of the opinion that 
for total budget production budget was most important. 
For instance, the respondents at HCL quoted that for it 
the quantum of production was determined by the 
ministry. However, for 42.86% of organisations 
marketing was most important as this determined the 
quantity to be produced. This was noted to be a feature 
at INCAB, TELCO and INDAL. (Refer Table F;=1) 
No.F-2: 
The second decision point is Selling and 
Distribution Cost Budget. Information regarding sales 
budget and the percentage of sales which forms selling 
and distribution cost was also ascertained. It was 
found that all organisations prepared a selling and 
distribution cost budget and for this preparation of 
sales budget was a must. The researcher further found 
that some organisations (42.86%) based a certain 
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percentage of sales to form selling and distribution 
cost budget. It was also noted that these organisations 
fixed approximately 20% of sales to form its selling and 
distribution cost. The respondents further quoted that 
they based it on historical data and also took into 
account the price increase. The remaining organisations 
(57.14%) however did not fix any such percentage eg. 
INDAL, HCL, lOL and IISCO. (Refer Table F-2) 
No.F-3: 
The third decision point considered by the 
researcher was production cost budget. Production cost 
budget ascertains the cost involved in production of 
goods. The major constituents of this cost were 
administrative cost and labour cost. The researcher 
found that all organisations prepared a production cost 
budget. This was based either on sales budget, that is 
what the annual sale would be or on the production 
budget, that is what the annual production would be. All 
respondent^ quoted that annual sale formed the basis for 
formulation of a production budget. In other words, 
production budget is prepared after the sales budget. To 
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prepare the production budget, the sales forecast for 
each product is combined with information about the 
beginning level and the expected level of ending 
inventories of the finished product. Production cost 
basically constituted the labour cost and administrative 
cost but as the plants are getting more computer 
dependent labour cost is reducing day by day. Further, 
administrative cost was seen to be based on historical 
data. 
No.F-4; 
The fourth decision point considered by the 
researcher was Administrative Cost. Administrative Cost 
refers to all indirect costs. Data is presented in 
table F.4. All organisations have separate budgeted 
administrative costs. These administrative costs are 
generally based on past data. This was prevalent in all 
the organisations. Further it was noted that 
administrative cost could be divided into different 
heads of expenditure or according to different plants. 
For 57.14% of organisation, it was divided according to 
different heads of expenditure. For the remaining 
(42.86%) of organisation, budget was according to 
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different plants. For instance IISCO prepares its 
administrative cost budget for different plants which is 
consolidated later for the whole of IISCO. Apart from 
costs incurred in plants, administrative cost also 
included the cost incurred in maintaining township, 
hospital, school and its facility and also in supply of 
electricity and water. 
No.F-5: 
The fifth decision point considered by the 
researcher was Cash Budget. Data regarding this was 
represented in table F-5. Cash budget totally dealt 
with cash receipts and cash payments. It was noted by 
the researcher that the cash budget was totally based on 
sales budget to ascertain the quantitative procurement. 
In other words, the main source of cash receipts is 
sales while cash disbursements are for payment to 
creditors, cash expenditure, repayment of loans, capital 
acquisitions, payment of dividends, etc. The researcher 
noted that cash receipts and payments are generally done 
through banks by all the organisations. Further, 
organisations maintained only certain balance at branch 
office to ensure liquidity and all amounts exceeding 
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t h a t sum i s t r a n s f e r r e d t o head q u a r t e r s . This was a 
common f e a t u r e for most o r g a n i s a t i o n s . For HCL, cash 
budget inc luded a l l non cash e x p e n d i t u r e s a l s o . 
No.F-6: 
The next decision point i s New Product budget. 
The researcher t r i e d to seek information regarding the 
c r i t e r i o which were considered for formulating a new 
product budget. Data in tab le F-6 reveals tha t 67.86% 
of organisat ions considered t h i s an important aspect of 
budget preparat ion. The researcher noted tha t t h i s was 
undertaken at TRF, TELCO, INDAL & IISCO. Further, t h i s 
a s p e c t i s g e n e r a l l y b r o u g h t up by t h e R e s e a r c h and 
Development d e p a r t m e n t which b a s i c a l l y d e a l s w i t h 
t e c h n i c a l c a l c u l a t i o n s . The f i n a n c e d e p a r t m e n t d e a l s 
with the economic c a l c u l a t i o n s . I t was f u r t h e r noted 
t h a t new product or h ighe r q u a l i t y p roduc t s were be ing 
made s p e c i f i c a l l y f o r e x p o r t p u r p o s e a f t e r 
l i b e r a l i s a t i o n . For i n s t a n c e , HCL makes t h r e e v a r i e t i e s 
of copper IS206A, IS206B and IS206C copper . However, 
32.14% of o r g a n i s a t i o n s do not c o n s i d e r t h i s an 
impor tant a s p e c t . For i n s t a n c e lOL and INCAB do not make 
any such budget . 
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No.F-7: 
The last decision point considered was Wage and 
Salary. All organisations unanimously agreed that wage 
and salary is an important financial consideration. Data 
is represented on table F-7. 
Further, it was marked that the number of 
labourers and the category of workers were the two most 
important determinant of influencing any decision on 
wage and salary. 
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TABLE N O . F - 1 
TOTAL BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
Total Budget (depends upon): 
- Marketing Budget 
- Production Budget 
- Capital Revenue Budget 
n 
TOTAL 
16 
12 
0 
28 
PERCENTAGE 
57.14 
42.86 
0.00 
100.00 
TABLE NO.F-2 
SELLING & DISTRIBUTIN COST BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
S & D Budget Prepared: 
- Yes 
- No 
n = 
Percentage of Sales Allocated 
to Form S & D Budget: 
- 5% 
- 10% 
- 20% 
- 30% 
n = 
TOTAL 
28 
0 
28 
0 
0 
12 
16 
28 
PERCENTAGE 
100.00 
0.00 
100.00 
0.00 
0.00 
42.86 
57.14 
100.00 
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TABLE NO.F-3 
PRODUCTION COST BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
Prepared: 
- Yes 
- No 
Basis of: 
- Sales Budget 
- Production Budget 
(ie what production 
would be) 
n = 
n = 
TOTAL 
28 
0 
28 
26 
2 
28 
PERCENTAGE 
100.00 
0.00 
100.00 
92.86 
7.14 
100.00 
TABLE NO.F-4 
ADMINISTRATIVE COST BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
Based on Past Data: 
- Yes 
- No 
Division According to: 
- Heads of expenditure 
- Plants 
n = 
n = 
TOTAL 
28 
0 
28 
16 
12 
28 
PERCENTAGE 
100.00 
0.00 
100.00 
57.14 
42.86 
100.00 
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TABLE NO.F-5 
CASH BUDGET 
( D E C I S I O N P O I N T ) 
n = 28 
INFORMATIN REQUIRED 
Major Parts Are Receipts & 
- Yes 
- No 
Based on Sales Budget: 
- Yes 
- No 
Sources of Cash Receipts: 
- Sale's 
- Other's 
Payment 
n = 
n = 
n = 
TOTAL 
.s: 
28 
0 
28 
28 
0 
28 
26 
2 
28 
PERCENTAGE 
100.00 
0.00 
100.00 
100.00 
0.00 
100.00 
92.86 
7.14 
100.00 
TABLE NO.F-6 
NEW PRODUCT BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
Important Aspect of Budget 
Prepratlon: 
- Yes 
- No 
TOTAL 
19 
9 
n = 28 
PERCENTAGE 
32.14 
100.00 
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TABLE NO.F-7 
WAGE & SALARY BUDGET 
(DECISION POINT) 
n = 28 
INFORMATIN REQUIRED 
Importemt Consideration: 
- Yes 
- No 
n : 
TOTAL 
28 
0 
28 
PERCENTAGE 
100.00 
0.00 
100.00 
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SECTION-IV 
PERSONNEL SPECIFIC ISSUES: 
The following pages present a summary of the 
detailed results of the survey conducted on various 
aspects of personnel administration and policy 
decisions. Whether companies make computer chips or 
potato chips, intellectual capital is increasingly 
becoming their most valuable asset. Hence it becomes a 
company's prerogative to deal minutely with all 
decisions which pertain to their interests solely 
because they constitute a "vital ingredient of the 
social system"; and "the performance of the enterprise 
itself is the product of human activity and the failure 
of most companies is because of the poor performance of 
their people." Therefore, a part of the survey 
conducted by the researcher is concerned with the 
analysis and evaluation of personnel policies, 
procedures and practices. This study seeks to elicit the 
various decision points and information requirements of 
personnel management in selected industries. 28 
respondents supplied information and each of them were 
holding managerial positions in their respective 
organisations and was concerned with various aspects of 
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personnel. The various decision points considered by 
the researcher regarding which information was elicited 
were : 
P-1. Manpower Planning 
P-2. Cost of Recruitment 
P-3. Training and Development 
P-4. Wage and Salary Administration 
P-5. Turnover of Employees 
P-6. Accident Frequency during the year. 
No.P-1: 
The first decifsion point is manpower planning. 
Manpower planning is the process including forecasting, 
developing and controlling - by which the firm ensures 
that it has the right number of people and the right 
kind of people at the right places at the right time 
doing work for which they are economically most useful. 
This research study seeks to determine on what basis 
companies decide upon the requirement of total manpower. 
Data regarding manpower planning have been presented in 
table P-1. The information required has been classified 
into two parts : 
P-1.1 Decision of total number of employees in 
the firm. 
P-1.2. Total number of employees in firms of 
related nature. 
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No.P-1.1: 
F i r s t pa r t of manpower planning deals with the 
d e c i s i o n r e g a r d i n g t o t a l number of employees i n t h e 
f i rm. The sea rch was to f ind out on what b a s i s the 
companies dec ided upon t h e i r r equ i r emen t s of the t o t a l 
number of employees and a l s o t h e f a c t o r s which 
i n f luenced such a d e c i s i o n . As such informat ion was 
e l i c i t e d on two a s p e c t s : 
P - 1 . 1 . 1 Bas is 
P-1.1.2 Factors (refer table 1.1.) 
Table P-1.1 illustrates that most organizations 
decided on the basis of job evaluation and work study 
(78.57%) while a few (21.45%) decided on the basis of 
business viability and competitiveness. This finding is 
in accordance with the general trend. The factors which 
effect the decision of the number, of employees in the 
firm are - requirements and nature of job, positions 
which may fall vacant and the grade for which the 
particular skill is required. 57.14% of the respondents 
reported that the grades for which skill is required has 
the maximum influence on decisions of number of 
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employees in the firm. Accordings to 25% of the 
respondents this is affected by the requirements and 
nature of the job, whereas 17.16% expressed that it is 
the number of positions which may fall vacant. 
No.P-1.2: 
Second part of manpower planning deals with total 
number of employees in similar firms. It was felt that 
many a time the decision regarding the total number of 
employees was influenced by the number existing in other 
organisations engaged in activity of a similar nature. 
As such information was elicited regarding. 
P-1.2.1 Need 
P-1.2.2 Availability 
P-1.2,3 Level of Use 
First part of table P-1.2 gives information 
regarding the number of firms which feel that there was 
a need to keep track of the number employed in 
organisations of a similar nature. It was found to be 
42.86%. However, 57.14% of organisations do not keep 
any such record. The reasons attributed were: firstly, 
they were pioneers or market leaders in their product; 
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secondly, the nature of the products produced were very 
different to evoke such a comparison; and thirdly, a 
need was felt to reduce the existing strength through 
various schemes like voluntary retirement etc. So it 
did not make any difference what the number was in other 
firms. 
Moreover, 60.71% of the managers reported that it 
was very difficult to obtain such informations while 
39.29% felt otherwise. These organisations gathered 
information from trade bulletins, Government 
publications, public declaration etc. Further, such 
information was basically required at the corporate 
level (71.43%) while at times (28.57%) it was required 
at lower levels too. 
No.P-2: 
The second decision point is Cost of Recruitment. 
Recruitment is a process of selection of individuals. 
For recruitment, the company incurs certain cost. This 
study seeks to determine the components of such cost 
like the cost incurred in making such a need public 
which is often referred to as advertising; the cost 
incurred in processing the same, in selection and 
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placement. In other words, it seeks to determine all costs 
associated with recruitment from the point of advertisement 
to final placement of the individual in the organisation. 
Data on cost of recruitment, and its information 
requirements have been enumerated in table p-2. The 
required information has been classified into five parts: 
2.1. Cost of Advertisement for Recruiting 
personnel 
2.2. Cost of Processing 
2.3. Cost of Selection 
2.4. Cost of Induction and Training 
2.5. Any other related information. 
No.P-2.1: 
First part of the component of Cost of Recruitment of 
Personnel is the Cost of Advertisement. Information was 
elicited on two major issues: 
P-2.1.1 Component of cost in advertisement. 
P-2.1.2 Channel used in advertising. 
Data is presented in ||Sble P-2.1. As may be seen 
advertisement in newspaper is the most popular method 
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resorted to (mode=18). This also constitutes largest 
proportion of the cost incurred. This information was 
gathered from the interview of personnel managers. 
Advertisement through local employment exchange is the 
next in vogue and also rates second highest in element 
of cost. Very few advertise in professional journals 
like Business India and Business World. This constitutes 
only a small proportion of cost incurred. Though the 
amount incurred for advertising in professional journal 
is high, the total cost is less because this is resorted 
to once in a while and particularly for the higher 
positions in the organisational hierarchy. Some times 
organisations also internally circulate a notice to this 
effect. Cost incurred on this is negligible and hence 
not accounted for. 
According to the respondent managers, 57.14% of 
advertisements is circulated through their respective 
head offices. These are generally either for the top 
echelons of the organisation or for entry positions 
while in 42.86% of cases, the responsibility of 
advertisement is taken at the unit level. This refers to 
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middle and lower managerial cadre where generally the 
tendency is to select from those already employed in the 
organisation itself. 
No.P-2.2: 
Second pa r t of cost of recruitment i s the cost 
i n v o l v e d i n p r o c e s s i n g t h e a d v e r t i s e m e n t . A l l t h e 
r e s p o n d e n t s u n a n i m o u s l y a g r e e d t h a t p r o c e s s i n g of 
adver t i sement involved maximum c o s t , whereas despa tch 
invo lves a nominal c o s t . 
No.P-2.3! 
The third component and hence information 
requirement of cost of recruitment is the Cost of 
Selection. Table P-2.3 depicts that selection cost 
covers cost of accommodation, travelling and arrangement 
for pre-employment medical examination. 71.43% of the 
respondents stated that travelling expenses form a major 
component of cost. Accommodation was rated as the major 
cost by 21.43% of the respondents, while only 7.14% of 
the respondents were of the opinion that pre-employment 
medical examination is the major cost. The respondent 
managers rated the three heads of expenditure on a scale 
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of 10. On its basis, maximum expenses and the most 
common expense is the travelling expenses allocable to 
candidates. It was given a score of 7, while 
accommodation scored two and the pre-employment medical 
examination scored one. 
No.P-2.4: 
Another component of cost of recruitment • is the 
cost in Inducting and Training of the selected 
employees. Data is available on Table P-2.4. Elements of 
such training cost have been evolved around two issues: 
P-2.4.1 Costs incurred 
P-2.4.2 Distribution/Element of such cost 
It is clear from the table that most (96.43%) of 
organisation incur expense in inducting and training of 
the selected personnel and provision for such expenses 
are made in the beginning of the financial year or 
whatever the stipulated period maybe. Moreover 3.57% 
of respondent managers reported that such costs were not 
incurred. (Table P-6 gives detail of the kind and nature 
of training imparted) . Out of these, 96.43% of the 
respondent who accepted that cost is incurred in 
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induction and training of employees, 81.48% quote that 
the stipend paid constitutes the major cost, 14.82% 
quote training in personnel and related departments to 
be the major cost whereas only 3.7% quote information 
bulletins and manuals to constitute the major cost. The 
latter two are true particularly for those organisations 
which do not recruit management trainees for a 
stipulated period. 
No.P-2.5: 
Exhibit P-2.5 pertains to other information 
related to issue of recruitment of personnel. It was 
found that 60.71% of organisations conduct interviews at 
the campus of colleges and universities to avail of a 
large number of candidates at one time and at one place. 
Many a time organisations also take the services of 
consultancy for appointment of trainees - 39.29% of 
organisations take such help. Expenditure is also 
incurred on these. 
No.P-3: 
The third decision point in personnel information 
requirement is Training and Development. This is 
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illustrated in Table P-3. The required information was 
classified into five parts: 
P-3.1 Type of Training 
P-3.2 Period of Training 
P-3.3 Training details of Other Firms 
P-3.4 Total Monetary Cost of Training 
P-3.5 Any other information 
No.P-3.1: 
First part deals with the Type of Training 
imparted. Information was elicited on four major 
aspects: 
P-3.1.1 Place of Training 
P-3.1.2 Method of Training 
P-3.1.3 Training for Different Levels 
P-3.1.4 Based on statutory requirements. 
Data are presented in table P-3.1. Keeping in 
accordance with the administrative aspects of the 
organisation, in-house training programmes are conducted 
or people are nominated to external programme. In 
78.57% of organisations both type of training programmes 
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were being imparted to the employee. However, in 14.28% 
and 7.15% of organisations only external training 
programme and in-house training programme respectively 
were being imparted. As per the respondents opinion 
in-company training programme is a regular feature, for 
e.g. Orientation training or Induction training given to 
new recruits, training in Attitude Formation, Skill 
development, and also the Statutory training 
requirement. This is mainly applicable for employees at 
the middle and the lower levels only. External training 
programme is generally for the higher level group where 
employee number is small and where it may not be 
worthwhile to set a training establishment and conduct 
in-house programmes. Moreover the cost also may be 
high. It was noted that organisations which were 
conscious of training activities have organised and 
participated in both in-company as well as external 
training programmes. 
Depending upon the outcome of training and the 
process by which it is obtained, it is possible to 
categorize training as On-the-job, Need based and 
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Project based training. 42.86% organisations implement 
on-the-job training, 39.29% implement need based 
training programmes while the remaining 17.85% advocate 
project based training programmes. 
The levels of training considered were senior 
managers, middle level managers, supervisors and 
workers. The type of training imparted differs at each 
level. It depends upon the training need for each 
level. In the senior managers category basically three 
types of training are imparted; namely, MBO and 
Performance Appraisal, Transactional Analysis, and 
Systems Appraisal. It was observed that 42.86% of the 
respondents favoured training in MBO and performance 
appraisal, 32.14% favoured training programmes on 
transactional analysis and 25% preferred systems 
appraisal training. 
Training to middle level managers can be 
categorized under five major heads; namely Value 
Engineering, Quality Control, Managerial Effectiveness. 
Self -Inspections and Managerial Stress. Training in 
value engineering occupies a major place covering 32.14% 
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of training imparted. This was followed by training of 
managerial effectiveness and quality control each 
covering 21.43%, self inspection covers 17.86% of 
training imparted and the remaining 7.14% is covered by 
training on managerial stress. 
Supervisors are at best exposed to five kinds of 
training; namely redeployment training, team building, 
pre-training for entry to higher level, communication 
skill and multi-skills. 25% of all training to 
supervisors consists of redeployment training, followed 
by training in team building and pre-training for entry 
to higher level consisting of 21.43%. Supervisors are 
also trained on communication skills, multi-skills and 
modules, each covering 10.72%, 7.14% and 14.28%, 
respectively. 
To the workmen, major types of training imparted 
were skill development programme which covers 39.29% of 
total training needs; training in functional area which 
covers 28.57%, process training covers 21.43% and a 
small proportion (10.71%) is covered by retraining. 
Information on type of training is also elicited 
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depending upon whether its a statutory requirement or 
otherwise. 46.93% of organisations catered to apprentice 
training, 35.71 imparted training to diploma holders and 
a few (17.86%) to sandwich courses. 
P-3.2: 
Data regarding the period of training is depicted 
in table P-3.2. Information was elicited on two 
grounds: 
P-3.2.1 The Aspect on which the Duration depended. 
P-3.2.2 The Actual Duration of training. 
The period of training is affected by the nature 
of job undertaken, the purpose of training and also the 
type of training advocated. The purpose for which 
training is given largely determines the period for 
which training may be imparted. According to 39.29% of 
respondents period of training is affected by the 
purpose of training. 
According to 35.71% of respondents the type of 
training determines the period, while 25% cited that it 
is affected by the nature of job undertaken. 
In majority of the cases, the time period of a 
few weeks is sufficient for fulfilling the purpose of 
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training. 64.28% of the respondents expressed this 
view. Many a time the nature of training is such that 
it covers a period of 6 months. 7.15% of the 
respondents were of this view. Training is also given 
for a period of one year particularly when it is 
imparted in some other country (28.57%) . 
P-3.3: 
Third part of the training and development is the 
training details of other firms Table P-3.3 indicates 
that 42.86% of the respondent managers are of the view 
that training detail of other firms are not considered 
while 57.14% reported that it is considered. The 
respondents emphasised that it was important to consider 
the training detail of other firms so as to keep in pace 
with the developments which they may not be aware of. 
P-3.4: 
The next part is the total cost incurred in 
training. Information was elicited on three aspects: 
P-3.4.1 Allocated 
P-3.4.2 Variability in years 
P-3.4.3 Distribution of Cost 
Data is illustrated in table P-3.4. 
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89.29% of respondents expressed the view that 
training cost in their organisations are fixed for long 
periods generally for 4-5 years and distributed 
proportionately over the years; while 10.71% reported 
that no such costs are allocated for long periods. 
According to 60.71% of respondent managers, 
training budgets in their organisations remain more or 
less the same over the subsequent years while 39.29% 
contradicted this view. 
According to 75% of the respondents most costs 
relates to maintenance of training centre and carrying 
out training programmes. While according to 25% of 
respondents costs include setting up of such centres. 
On a scale of 10, weight assigned to maintenance 
cost is 7. Weighted average of maintenance cost is: 
7 X 21 
= 5.2 while 
28 
that of setting up cost is 
3 x 7 
= .75 
28 
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P-3.5: 
Part five deals with any other informations 
regarding training which has not been accounted for 
earlier. Data are presented in table P-3.5. Managers 
are of the view that various other type of training are 
also imparted such as on first-aid, computer 
application, vocational training and the like. 
According to 25% of the respondents, training on safety 
and first aid is imparted in their respective 
organisations. 21.42% expressed that vocational 
training for management and engineering graduates is 
necessary. 17.86% of respondents said that short 
duration computer application programme and diploma 
engineering and certificate course are also taken up by 
their organisations. 10.71% of the respondents reported 
that depending upon the need, employees are sent to 
other countries for training in specific areas or aspects 
while 7.15% returned that observation training is also 
imparted. 
No.P-4: 
The fourth decision point is Wage and Salary 
Administration. Data relating to the above have been 
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presented in table P-1. The required information was 
classified into five parts: 
P-4.1 Job Evaluation and Grading 
P-4.2 Establishment of Job and Rate Changes 
P-4.3 Incentive Plans, Time and Standard Studies 
P-4.4 Prevailing Market Rate 
P-4.5 Any Other 
No.P-4.1 JOB EVALUATION AND GRADING: 
The first part deals with Job Evaluation and 
Grading. Information was elicited on three major 
aspects: 
P-4.1.1 No. of Grades 
P-4.1.2 Frequency 
P-4.1. 3 Basis of Job Evaluation and 
Grading 
Table P-4.1. presents the data obtained. As may be 
seen, the number of grades in respondents organisations 
ranged from 9(17.86%) to 15(14.28%). The popular grade 
(mode) was twelve (67.86%). 
The frequency of job evaluation and grading 
differed from once in a year (17.86%) to once in 4 years 
(75%) . There were two respondents who expressed that 
there was no defined periodicity of the excercise. It 
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represented only 7.14% of the organisations covered 
under the survey. Changes in the number of grades does 
not affect the yearly production activity. It is a long 
term decision. Hence it is not reviewed annually. 
However it cannot be said to be applicable throughout 
the life time of the organisation. Thus it was observed 
that most organisations fixed an interval of 4 years for 
reviewing and introducing changes if need be. 
This basis of job evaluation and grading was an 
important part of the survey. In 10.71% of 
organisations surveyed it is based in accordance to the 
guidelines laid down by the National Productivity 
Council (NPC). Some (28.58%) of the organisations 
depended on survey conducted by the unit or organisation 
itself which was in majority of cases organised by the 
Industrial Engineering or Productivity Services 
Department; where as in majority (60.71%) of 
organisations, this was based on union and management 
agreement. This practice is prevalent in most of the 
organisations. But these organisations also tried to 
frame their wage structure in accordance to the 
guidelines laid down by the NPC. 
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No.P-4.2: 
Second part of wage and salary administration 
deals with Establishment of Job and Rate Changes 
Information was elicited on mainly two issues; 
P-4.2.1 Basis 
P-4.2.2 Frequency 
Table P-4.2 presents data obtained. It is clear 
from the table that establishment of job and rate 
changes is either a company policy or is left to be 
decided by the government. In the majority of cases 
(89,29%), its a company policy but for a few (10.71%) it 
is decided by the government. 
The frequency of establishing job and rate changes 
differed from once a year to not being a regular feature 
of the company. In most of the organisations (78.57%), 
it was not an annual feature; instead it was done as and 
when the need for it arose. However in 21.43% of 
organisations, it was observed to be a regular feature. 
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No. P-4.3: 
The third part of wage and salary administration 
deals with Incentive Plans, Time and Standard Studies. 
Information was elicited on two aspects: 
P-4.3.1 Applicability 
P-4.3.2 Coverage 
Table P-4.3 illustrates associated data. 
Incentive plans, time and standard studies is an 
important component of wage and salary. It was observed 
that most (57.14%) organisations conducted such studies 
while others (42.86%) did not. In organisations where 
such studies were undertaken, 81.25% were of the opinion 
that such studies covered only those who were directly 
associated with production while 18.75% revealed that it 
covered all employees irrespective of the fact that they 
are directly related with production or otherwise. 
Hence, it is evident that such studies did not have any 
relevance to the managerial group. 
No.P-4.4; 
The fourth part of wage and salary administration 
deals with Prevailing Market Rate. It seeks to examine 
 
 
 
 
 
  
 
 
 
3Q0 
how far the administration of wage and salary is 
affected by market rate. It was observed (in table 
P-4.4) that in all organisations wage and salary 
determination was effected by prevailing market rate. In 
the majority of cases (85.71%) it was affected by the 
rate prevalent in the local market. This has maximum 
influence on a manager because this does not call for a 
geographical shift, while only in 10.71%, it was 
influenced by the rate in similar industry. Rate offered 
by other organisations manufacturing products of similar 
or related nature, has a comparatively lesser influence 
because it might demand a geographical shift of the 
person. Hence, physical mobility is a factor which 
largely influences the rate being offered. Yet in 3.58%, 
certain personnel (special) factors of the organisation 
had its influence. 
No.P-4.5: 
This seeks to determine other information which 
influences wage and salary administration. It was found 
(refer table P-4.5) that capacity of payment, 
productivity and nature of demand which could be urgent, 
temporary or permanent also had its influence. In 75% of 
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organisations, it is affected by the organisation's 
capacity of payment and in 17.86%, it is affected by the 
organisation's productivity. Only two were of the view 
that the nature of demand of the person required also 
influences the wage and salary administration. However, 
this represented only 7.14% of the survey. Therefore it 
can be inferred that the capacity of payment has the 
largest influence on the rate of pay. The better the 
capacity, the higher the productivity and the more 
urgent the need of filling a vacancy -- the higher would 
be the rate. 
No.P-5: 
Next decision point was turnover of employees. 
Employee turnover refers to number of employees data on 
turnover of employee is represented in table P-5. The 
required information was classified into four parts: 
P-5.1 Average Number of Employees on Payroll 
P-5.2 Total Number of Separations per year. 
P-5.3 Turnover of Employees at Present and in the 
Past. 
P-4.4 Turnover of employees in other Similar 
Firms. 
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No.P-5.1: 
F i r s t par t deals with average number of employees 
on pay ro l l . All respondent managers unanimously agreed 
tha t i t i s bas i ca l ly affected by the t o t a l number of 
r e c r u i t s in d i f ferent department i r r e spec t ive of age or 
s k i l l possessed on one hand, and the t o t a l number of 
s e p a r a t i o n s l i k e d e a t h , s u p e r a n n u a t i o n , l e a v e or 
t r a n s f e r s on the o t h e r . There was no c o n t r a d i c t o r y 
view. 
No.P-5.2i 
Second par t of turnover of employees deals with 
t o t a l number of separat ions per year. Information was 
e l i c i t e d on three i ssues and displayed in t ab le P-4 .2: 
P-5 .2 .1 Normal re t i rement . 
P-5.2.2 P r e - m a t u r e r e t i r e m e n t and v o l u n t a r y 
s e p a r a t i o n s . 
P - 5 . 2 . 3 Forced s e p a r a t i o n s ( e . g . : d i s m i s s a l , 
r e t r enchment , c l o s u r e , e t c . ) . 
75% of r e s p o n d e n t managers e x p r e s s e d t h a t 
premature r e t i r e m e n t and v o l u n t a r y s e p a r a t i o n s were the 
major c o n t r i b u t o r t o t o t a l number of s e p a r a t i o n s . This 
i s because most o r g a n i s a t i o n s a r e faced with a s i t u a t i o n 
of o v e r s t a f f i n g of members and d i s g u i s e d unemployment 
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and hence are following a restricted recruitment policy. 
According to 21.43% of respondents, normal retirements 
also contributed to the turnover of employees. Further 
it was also observed that separations which are 'forced' 
in nature like dismissal, retrenchment or closure also 
affect the number of seperations. However, only 3.17% 
of respondents supported this view. Furthermore, it was 
gathered from the interview conducted during the period 
of survey that voluntary separations contributed maximum 
to the turnover. 
No. P-5.3: 
Part three deals with turnover of employees at 
present and in the past. Information was elicited on 
three major aspects: 
P-5.3.1 Trend 
P-5.3.2 Affected by 
P-5.3.3 Need 
As can be seen from table P-5.3, 42.86% of 
organisations noted an increasing trend while 57.14% 
noted a decreasing trend in the turnover of employees. 
The reasons quoted for an increasing turnover were an 
increasing work force (10.71%) personnel policies of the 
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firm (39.29%), and supervisor(s) attitude and conduct 
(32.14%). Moreover, it was observed that turnover was 
more among employees who were at the beginning of the 
career with experience of five or even lesser number of 
years. Further, all respondent managers unanimously 
agreed that the need to reduce and stabilise turnover 
was of utmost importance. No different opinion was 
expressed. 
No.P-5.4: 
Fourth part of turnover of employees is turnover 
in similar firms. According to 64.28% of respondents 
knowledge of turnover was of great importance because it 
gave the organisation an idea of the personnel policies 
followed by other firms. However, 25% reported that it 
is used for the purpose of comparison (competitiveness) 
a high turnover is indicative of an unsatisfied 
employees. Three respondents (10.72%) gave no concrete 
view. 
No.P-6: 
The sixth decision point is Accident Frequency 
during the year. Data is presented in table P-5. In 
most organisations, information was obtained from the 
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Indus t r i a l Safety or Indus t r i a l Engineering Department 
which was c o v e r e d by Depar tment of P e r s o n n e l . The 
i n f o r m a t i o n was c l a s s i f i e d under fou r sub h e a d i n g s : 
P-6.1 Total Man-hours Worked. 
P-6.2 Man-hours lost due to Disabling Injuries. 
P-6.3 Number of accidents in the firm and 
other similar firms. 
P-6.4 Any other. 
No.P-6.1: 
The first part deals with the total man-hours 
worked. Information was elicited on two broad areas: 
P-6.1.1 Source 
P-6.1.2 Affected by 
Table P-6.1 presents the data obtained. As may be 
seen from the table, according to 53.57% of respondents 
the Industrial Engineering Department maintained such 
records while 46.43% reported that a separate Safety 
Department is created for such purposes. 75% of the 
respondents felt that majority of the accidents have 
occured during the period of overtime while 14.23% of 
the respondents felt that it occured during normal 
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working hours. The remaining 10.72% of the respondents 
did not give any concrete opinion. 
No.P-6.2: 
Second information requirement for accidents 
frequency during the year was manhours lost due to 
disabling injuries. Information has been elicited from 
two major points of view presented in table P-6.2. 
They are: 
P-6.2.1 Kinds of Disablement 
P-6.2.2 Injuries by Type 
The kinds of disablement considered were temporary 
disablement, permanent partial, permanent total, death 
and first aid. 42.86% of the respondents were of the 
opinion that most disablements, that affect manhour were 
temporary in nature. Conversely, 35.71% of the 
respondents reported that maximum man-hours lost was due 
to permanent partial disablement; while according to 
10.71% of the respondents maximum man-hours lost were 
due to permanent total disablement. But 8.04% of the 
respondents gave more weightage to the death toll and 
2.68% gave more weightage to first aid. This difference 
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in opinion amongst the respondents is because different 
managers assign different degrees of importance to the 
accidents. 
For instance, those associated with the Safety 
Department treat every small disablement as a major 
occurrence. 
According to 32.14% of the respondents maximum 
man-hours lost was due to disablement caused by improper 
handling of materials. 21.43% of the respondents 
reported that majority of the disablement was due to 
'caught between', while 17.86% and 7.14% of the 
respondents said *fall and struck against' respectively 
contributes to maximum disablement. Most of the 
respondents were of the opinion that the cause of the 
disablement may be due to the carelessness and hastiness 
on the part of the workers who violated the safety 
rules. It may also be due to the fatigue and loss of 
concentration resulting from working overtime. 
No.P-6.3: 
The third part deals with information regarding 
the number of accidents in the firm and other similar 
firms. According to 67.68% of respondents, information 
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regarding accident frequency of other firms is required 
for purpose of comparison with its own, which is 
brought about by a sense of competition and also because 
many aim for the National Safety Award. 32.14% of the 
respondents said that they do not keep such information. 
Further, such records are maintained by Safety 
Department or by Industrial Engineering Departments. 
78.57% of the respondents support the former view while 
21.43% support the latter. 
No.P-6.4: 
This seeks to e l i c i t information on two aspec ts : 
P-6.4.1 Measures taken to Prevent Accident. 
P-6.4.2 Rates r e l a t ed to acc iden ts . 
According to 53.57% of the respondents, preventive 
measures are being taken by the organ isa t ions , whereas 
46.43% of them gave a contradic tory view. The managers 
revealed tha t as a preventive measure the number of 
h o u r s of o v e r t i m e b e i n g g r a n t e d has been r e d u c e d 
e s p e c i a l l y i n t h e a c c i d e n t p r o n e a r e a s . Mo.reover, 
p e r s o n a l r ecord of each employee i s be ing main ta ined t o 
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monitor the number of hours of overtime being granted at 
a stretch and also its frequency. 
It was observed that two kinds of rates were being 
calculated relating to accidents. 57.14% of the 
respondent managers were of the view that calculation of 
frequency rate is of utmost importance while 21.43% feel 
that severity rate is more important. However, the 
remaining 21.43% feel that the calculation of both were 
of equal importance and would be a better indicator. 
The organizations calculated the frequency rate 
per million man-hours worked as: 
Disabling Injuries 
X 1000000 
Total Manhours Worked 
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MANPOWER PLANNING 
(DECISION POINT) 
DETAILS IN TABLE NO - P - 1 . 1 . - P - 1 . 2 
n=28 
INFORMATION REQUIRED 
Decision of Total No. of 
Employees in the Firm: 
(i) Basis: 
On the basis of job evaluation 
& work study-
On the basis of business 
viability and competitiveness 
n= 
(ii) Factors: 
Requirement and nature of job 
Positions which way fall vacant 
(focus on manpower flows) 
n= 
TOTAL 
22 
6 
28 
7 
5 
28 
PERCENTAGE 
78.57 
21.43 
100.00 
25.00 
17.86 
100.00 
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TABLE NO - P - 1 . 2 
n=28 
INFORMATION REQUIRED 
Tot 
Fir 
(i) 
(ii) 
(iii) 
al No. of Employees in 
ms of Related Nature: 
Need : 
No such information required 
Information needed 
n= 
Availability: 
No such information available 
Available easily 
n= 
Level of Use: 
Corporate (H.O) level 
Lower levels 
n= 
TOTAL 
12 
16 
28 
17 
11 
28 
11 
5 
16 
PERCENTAGE 
42.86 
57.14 
100.00 
60.71 
39.29 
100.00 
68.75 
31.25 
100.00 
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COST OF RECRUITMENT 
(DECISION POINT) 
DETAILS IN TABLE NO P-2.1 to 2.5 
INFORMATION REQUIRED 
Cost of Advertising For Recruiting 
Personnel: 
(i) Component of Cost in Advt: 
Advt. in newspapers 
Advt. in professional journals 
Advt. through local employment 
Motive for internal circulation 
n= 
(ii) Channel Used In Advt: 
Only through head office 
Through respective units 
n= 
TOTAL 
18 
3 
7 
0 
28 
16 
12 
28 
n=28 
PERCENTAGE 
64.29 
10.71 
25.00 
0.00 
100.00 
57.14 
42.86 
100.00 
TABLE - P-2.2 
INFORMATION REQUIRED 
Components Cost of Processing: 
Processing of advertisement 
despatches 
n= 
TOTAL 
21 
7 
28 
n=28 
PERCENTAGE 
75.00 
25.00 
100.00 
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TABLE - P - 2 . 3 
n=28 
INFORMATION REQUIRED 
Component of Cost of Selection: 
Expenses on Accomodation 
Expenses on Travelling 
Pre—employment Medical Exam 
n= 
TOTAL 
6 
20 
2 
28 
PERCENTAGE 
21.43 
71.43 
7.14 
100.00 
TABLE NO P - 2 . 4 
n=28 
INFORMATION REQUIRED 
Elements of Cost of Induction and 
Training: 
(i) Cost Incurred: 
No such cost incurred 
Cost allocated 
n= 
(ii) Distribution of Such Costs: 
Stiperd paid 
Training in personnel and 
related depth 
Publishing of information 
bulletins etc. 
n= 
TOTAL 
1 
27 
28 
22 
4 
1 
27 
PERCENTAGE 
3.5 
96.3 
100.00 
81.48 
14.82 
3.70 
100.00 
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TABLE NO - P - 2 . 5 
INFORMATION REQUIRED 
Any Other: 
Help of consultancy for 
appointment of management 
trainee, graduate trainee 
etc. 
Campus Recruitment 
n= 
TOTAL 
11 
17 
28 
n=28 
PERCENTAGE 
39.29 
60.71 
100.00 
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TRAINING & DEVELOPMENT 
( D e c i s i o n P o i n t ) 
DETAILS IN TABLE NO P-3.1 - P-3.5 
TABLE P-3.1 
n=28 
INFORMATION REQUIRED 
Typ 
(i) 
(ii) 
(iii) 
e of training: 
Place of Training: 
Outside programme only 
In company training 
programme only 
Both 
n= 
Training Methods: 
Need based training 
On the Job training 
Project based training 
n= 
Training According to Levels of 
Management: 
For Senior Managers: 
System appraisal 
MBO & Performance appraisal 
Transaction analysis 
n= 
TOTAL 
4. 
2 
22 
28 
11 
12 
5 
28 
7 
12 
9 
28 
PERCENTAGE 
14.28 
7.15 
78.57 
100.00 
39.29 
42.86 
17.85 
100.00 
25.00 
42.86 
32.14 
100.00 
contd. 
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TABLE NO - P-3.1 (contd) 
INFORMATION REQUIRED TOTAL PERCENTAGE 
For Middle level Managers: 
Volume engineering 9 32.14 
Total quality control 6 21.43 
Managerial effectiveness 6 21.43 
Managerial stress 2 7.14 
Self inspection 5 17.86 
n= 
For Supervisors: 
Communication System 
Team building 
Redeployement training 
Multi—skill training 
Pretraining for entry into 
higher grades 
n= 
For Workmen: 
Skill training programmes 
Process training and dev. 
programme 
Training in functional area 
Retraining 
n= 
(iv) Based on Statutory Requirement: 
Appentice training 
Sandwich course 
Fresh diploma holders 
n= 
28 
3 
6 
7 
6 
6 
28 
11 
6 
8 
3 
28 
13 
5 
10 
28 
100.00 
10.72 
21.43 
25.00 
21.43 
21.43 
100.00 
39.29 
21.43 
28.57 
10.71 
100.00 
46.43 
17.86 
35.71 
100.00 
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TABLE - P - 3 . 2 
INFORMATION REQUIRED 
Period of Training: 
(i) Depends upon: 
Nature of job undertaken 
Purpose of training 
Type of training 
(ii) Duration: 
More than 1 year 
1 year 
6 months 
few weeks 
n= 
TOTAL 
7 
11 
10 
n= 28 
negligible 
8 
2 
18 
28 
n=28 
PERCENTAGE 
25.00 
39.29 
35.71 
100.00 
negligible 
28.57 
7.15 
64.28 
100.00 
TABLE NO. P - 3 . 3 
INFORMATION REQUIRED 
Training Details of other firms: 
not considered 
considered (particularly in 
local industry) 
n= 
TOTAL 
12 
16 
28 
n=28 
PERCENTAGE 
42.86 
57.14 
100.00 
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TABLE - 3 . 4 
n=28 
INFORMATION REQUIRED 
Total (Monetary Cost of Training: 
(i) Allocated: 
allocated for 4-5 years 
unallocated 
n= 
(ii) Variability in Years: 
Varies from year to year 
approrimately same in subsequent 
n= 
(iii) Distribution of Cost: 
Setting up cost 
(of training centre) 
n= 
TOTAL 
25 
3 
28 
11 
17 
28 
7 
21 
28 
PERCENTAGE 
89.29 
10.71 
100.00 
39.29 
60.71 
100.00 
25.00 
75.00 
100.00 
TABLE - 3 . 5 
n=28 
INFORMATION REQUIRED 
AN OTHER: 
(i) Safety of first aid training 
Small duration computer programmes 
Vocational training for management 
and engg graduates 
Observation training from other 
institutions 
Foreign Training 
Diploma and Certificate programmes 
in Engg. 
n= 
TOTAL 
7 
5 
6 
2 
3 
5 
28 
PERCENTAGE 
25.00 
17.86 
21.43 
7.13 
10.71 
17.86 
100.00 
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WAGE & SALARY A D M I N I S T R A T I O N 
(DECISION POINT) 
DETAILS IN TABLE NO - P - 4 . 1 TO 4 . 5 
n=28 
INFORMATION REQUIRED 
Job Evaluation and Grading: 
(i) No. of Grades 
5 
12 
15 
n= 
(ii) Frequency 
1 year 
4 
unspecified 
n= 
(iii) BASES 
guidelines of NPC 
basis of union—management 
agreement 
Surveys 
n= 
TOTAL 
5 
19 
4 
28 
5 
21 
2 
28 
3 
17 
8 
28 
PERCENTAGE 
17.86 
67.86 
14.28 
100.00 
17.86 
75.00 
07.14 
100.00 
10.71 
60.71 
28.58 
100.00 
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TABLE - P - 4 . 2 
INFORMATION REQUIRED 
Establishment of Job and 
Rate Changes: 
(i) Bases 
decided by the government 
totally a company policy 
n= 
(ii) Frequency 
regular feature 
as and when required 
(not a regular feature) 
n= 
TOTAL 
3 
25 
28 
6 
22 
28 
n=28 
PERCENTAGE 
10.71 
89.29 
100.00 
21.71 
78.87 
100.00 
TABLE - P - 4 . 3 
INFORMATION REQUIRED TOTAL 
Incentive Plans, Time & Standard 
Studies: 
(i) Applicability: 
Not conducted 12 
Conducted 16 
n= 28 
(ii) Coverage: 
only those directly related with 13 
— production & covered 
— by the union 
all employees (also directly 
related with production) 3 
16 
n=28 
PERCENTAGE 
42.86 
57.14 
100.00 
81.25 
18.75 
100.00 
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TABLE P-4.4 
n=28 
INFORMATION REQUIRED 
Prevailing Market Rate: 
(i) No. of Grades 
Rate in local market 
Rate in similar industry 
Personal factors of the 
organisation 
n= 
TOTAL 
24 
3 
1 
28 
PERCENTAGE 
• 
85.71 
10.71 
3.58 
100.00 
TABLE - P-4.5 
n=28 
INFORMATION REQUIRED 
Any Other 
Capacity of payment 
Productivity 
Nature of demand 
n= 
TOTAL 
21 
5 
2 
28 
PERCENTAGE 
75.00 
17.86 
7.14 
100.00 
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TURNOVER OF EMPLOYMEES 
(DECISION POINT) 
DETAILS IN TABLE NO - P-5.1 - P-5.4 
TABLE NO. P-5.1 
n=28 
INFORMATION REQUIRED TOTAL PERCENTAGE J 
Average No. of Employees on Payroll 
— affected due to normal 
seperations like death, 
superannuation, leave or 
transfer 
— no. of recruits (deptt. wise, 
agewise, skill wise, etc.) 
28 1005 
TABLE NO - P-5.2 
n=28 
Total 
1. 
2. 
3. 
INFORMATION REQUIRED 
No. of SEperations per year 
Normal retirement 
Premature retirement and 
voluntary Seperations 
Separations - forced 
(eg: dismissals, retrenchment) 
n= 
TOTAL 
6 
21 
1 
28 
PERCENTAGE 
21.43 
75.00 
3.57 
100.00 
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TABLE NO - P - 5 . 3 
n=28 
INFORMATION REQUIRED 
Turnover of Employees at 
Present and in the past 
(i) Trend: 
Increasing trend noted 
Decreasing trend 
n= 
(ii) Affected by: 
In increasing workforce 
People with 5 yrs. or 
Less experience 
Personnel policies of the firm 
n= 
(iii) Need: 
Decrease and stabilize 
TOTAL 
12 
16 
28 
3 
5 
9 
17 
28 
PERCENTAGE 
42.86 
57.14 
100.00 
10.71 
17.86 
39.29 
100.00 
100.00 
TABLE NO - P - 5 . 4 
n=28 
INFORMATION REQUIRED 
Turnover of employees in other 
similar firms: 
— No commanents 
— Competetiveness 
— Knowledge of personnel 
policies of other firms 
guidelines of NPC 
n= 
TOTAL 
3 
7 
18 
3 
28 
PERCENTAGE 
10.72 
25.00 
64.28 
10.71 
100.00 
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ACCIDENT FREQUENCY DURING THE YEAR 
(DECISION POINT) 
DETAILS IN THE TABLE N O . 6 . 1 - € . 4 
TABLE NO P - 6 . 1 
INFORMATION REQUIRED 
Total Manhours Worked: 
(i) Source: 
Industrial Engg. Deptt. 
Safety Deptt. 
n= 
(ii) Affected By: 
Overtime permitted 
Normal working hours 
Can't Say 
n= 
TOTAL 
15 
13 
28 
21 
4 
3 
28 
n=28 
PERCENTAGE 
53.57 
46.43 
100.00 
75.00 
14.28 
10.72 
100.00 
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TABLE N O . 6 . 2 
n=28 
INFORMATION REQUIRED 
Manhour Work Lost Due to 
Disabiling Industries 
(i) 
(ii) 
Kinds of Disablement 
First Aid 
Temporary 
Permanent Partial 
Permanent Total 
Death 
Industries by Type: 
Struck Against 
Struck by 
Caught between 
Falls 
Improper Handling of Mat 
n= 
erial 
n= 
TOTAL 
0.75 
12.00 
10.00 
3.00 
2.25 
28.00 
2 
6 
6 
5 
9 
28 
PERCENTAGE 
2.68 
42.86 
35.71 
10.71 
8.04 
100.00 
7.14 
21.43 
21.43 
17.86 
32.14 
100.00 
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TABLE NO P - 6 . 3 
INFORMATION REQUIRED 
Information Regarding the No of 
Accidents in the firm and other 
similar firms: 
(i) Factors: 
— Competiveness and National 
Safety Awarad 
— Do not keep such information 
n= 
(ii) Maintenence of Records: 
— Safety deptt. 
— Industrial Engg deptt. or 
Productivity Services Deptt. 
n= 
TOTAL 
19 
9 
28 
22 
6 
28 
n=28 
PERCENTAGE 
67.86 
32.14 
100.00 
78.57 
21.43 
100.00 
TABLE NO - P - 6 . 4 
Any 
(i) 
(ii) 
INFORMATION REQUIRED 
Other: 
Measures: 
— Preventive measures taken in 
— No no such areas 
n= 
Calculation of Rates 
— Frequency rate 
— Severity rate 
— Both 
n= 
TOTAL 
15 
13 
28 
16 
6 
6 
28 
PERCENTAGE 
53.57 
46.43 
100.00 
57.14 
21.43 
21.43 
100.00 
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CHAPTER - VI 
Thi s p a r t of t h e d i s s e r t a t i o n p r e s e n t s t h e 
f i n d i n g s and c o n c l u s i o n of t h e s t u d y b a s e d on 
i n f o r m a t i o n c o l l e c t e d and i t s a n a l y s i s t h e r e o f 
(p resen ted in Chapter-IV & V) . The h i g h l i g h t s of the 
f i nd ings have been p r e s e n t e d in the same sequence in 
which t h e a n a l y s i s has been done . The r e s e a r c h e r 
cons idered four impor tant a r ea s for the s t udy . These 
were p roduc t ion , marke t ing , f inance and p e r s o n n e l . As 
such, in format ion and d e c i s i o n s r evo lv ing around t h e s e 
were analysed and i t s i n t e r p r e t a t i o n s made. 
6 . 1 FINDINGS IN PRODUCTION INFORMATION REQUIREMENTS: 
The production function of a business i s concerned 
with the crea t ion of a product or service required to 
s a t i s f y c u s t o m e r n e e d s , wants and d e s i r e s . In any 
b u s i n e s s t h a t s u p p l i e s a needed product or s e r v i c e , i t 
becomes e s s e n t i a l t h a t the p roduc t ion system must be 
c l o s e l y r e l a t e d to t he customer demand as r e f l e c t e d in 
the cont inuous flow of o r d e r s . Product ion a c t i v i t i e s a re 
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considered to be most effective when it serves as a dual 
purpose of satisfying customers on one hand and 
productivity through production planning on the other. 
A production system is a complex unity formed of 
many and often diverse parts which are interconnected 
and also interrelated. As such production information 
system should concern itself with a number of 
interrelated areas like production planning, scheduling, 
inventory control and production control to name a 
few. 
PR-1: 
For control of production, scheduling i s a must 
and for t h i s purpose a l l organisat ions surveyed made use 
of process s h e e t s / c h a r t s . Further, most organisa t ions 
a l s o made use of t i m e e s t i m a t e s . S a l e s f o r e c a s t s 
i n f luenced the time e s t i m a t e s as many a t ime more or 
l e s s e r number of p roduc t s had to be manufactured t o meet 
t h e i n c r e a s i n g or f a l l i n g demand, r e s p e c t i v e l y . 
P r o c e s s / f l o w c h a r t s of some of t h e o r g a n i s a t i o n s 
surveyed has been a t t a c h e d in the Annexure. 
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PR-2: 
Jus t in time was not appl icable in most of the 
organisa t ions surveyed because of the differences in the 
soc io - cu l t u r a l and p o l i t i c a l milieu which did not ensure 
and p romote d i s c i p l i n e . F u r t h e r , most of t h e 
o r g a n i s a t i o n s made use of the concept of MRP-I and MRP-
I I for de te rmining the r equ i r emen t s of input m a t e r i a l s 
a t d i f f e r e n t p o i n t s of t ime . 
PR-3: 
As regards dealing of inventory, a l l organisat ions 
consider the items to stock to be an important ind ica tor 
of i n v e n t o r y . F u r t h e r , most o r g a n i s a t i o n s c l a s s i f i e d 
i n v e n t o r y as ' n o r m a l ' and ' b u f f e r ' i n v e n t o r y . A 
v a r i a b i l i t y was n o t e d be tween t h e method used f o r 
d e t e r m i n i n g q u a n t i t y of o r d e r t o be p l a c e d - which 
o s c i l l a t e d between the two systems of inven to ry c o n t r o l 
the ' P ' system and the 'Q' systen^. F u r t h e r , most 
o r g a n i s a t i o n s cons idered weeding out of o b s o l e t e i tems 
as impor tan t for i nven to ry c o n t r o l and they used v a r i o u s 
combina t ions of FSN, SDEG and VED a n a l y s i s ( S e l e c t i v e 
Inven to ry Control Measures) t o determine su rp lu s i tems 
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which are obsolete. Some organisations also use ABC 
analysis. 
As regards raw material availability all 
organisations purchased inventory in bulk quantity and 
majority of these is made through its head office. 
Further, as a result of stiff competition, most 
organisations were influenced by production rate changes 
which in turn had an influence on the purchase of raw 
materials. As such these organisations maintained buffer 
stock to tide over arising emergencies. 
There were two ways in which organisations met its 
need for work-in-progress - some purchased it while 
others manufactured it themselves. Moreover, the wastes 
or scrap of semi-processed are a loss to the 
organisations. 
In all organisations, control of finished goods 
inventory is placed on the marketing department. 
Further, stable production policy also contributed to 
increasing the finished goods inventory. Regarding 
treatment of finished goods inventory it was noted that 
organisations provided off-shelf delivery while many 
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others did not. At the same time, some organisations 
promoted these inventory while many others did not do 
so. 
PR-4: 
The care of equipments and its parts when in 
running or idle condition is considered an important 
feature of preventive maintenance by all organisations 
surveyed. Periodic inspection and scheduled replacement 
of parts was yet another important feature of preventive 
maintenance. Moreover, 'major overhaul' was conducted 
once in four years and 'minor overhaul' was conducted 
once in a year by majority of the organisations. 
Most organisation also conducted condition 
monitoring while a few did not because of the 
involvement of high cost. Further, replacement cost is 
considered a major component of total breakdown cost by 
all the organisations. Many organisations also 
considered downtime cost to be a major component of 
breakdown cost. However, many organisations maintain 
substitute machinery to tide over such times. 
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PR-5: 
Most of the organisations check the quality of 
incoming raw material, while some do not. However, all 
organisations carry on check of the product when in 
process as well as when it is a finished good. In 
majority of the organisations, check is undertaken by 
the manufacturing company as well as the customer of the 
product. However, in some, inspection is carried on only 
by the manufacturer. 
Quality cost includes the cost of inspection, 
testing, as well as the cost of implementation of 
quality and monitoring and controlling it. Most 
organisations consider these costs to be of prime 
importance and are a major component of the cost of the 
product. However, a few organisations do not attach much 
importance to these. Further, most organisations 
endeavoured to reduce the cost of failure to the 
minimum. In this regard, only a few organisations have 
implemented the zero defect programme. However, all 
organisations have created quality circles which in most 
of the cases make an active and important contribution 
for maintenance of quality. 
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PR-6: 
Most of the organisa t ions t r e a t waste of mater ia l 
to be the most important component of waste. Moreover, 
r e c o v e r y by r e p r o c e s s i n g g e n e r a l l y p r o v e d t o be 
u n e c o n o m i c a l . In most o r g a n i s a t i o n s , s t r i c t c o n t r o l 
needed to be a d m i n i s t e r e d t o check misuse or i d l e use of 
machines. Fu r the r , was te fu l use of manpower was a common 
f e a t u r e and most o r g a n i s a t i o n s a t tempted t o reduce the 
e x i s t i n g s t r e n g t h of manpower. 
PR-7: 
All organisations maintain a large stock of 
breakdown spares. Most organisations also keep stock of 
insurance spares and capital spares. However, some of 
the organisations do not keep these spares because of 
the high cost involved. Very few organisations maintain 
rotable spares. Most organisations used VED, or a 
combination of VED and ABC analysis to keep appropriate 
service levels and therefore stocks of inventory of 
spares. 
 
 
 
 
 
  
 
 
 
335 
6.2 FINDINGS IN MARKETING INFORMATION REQUIREMENTS: 
Marketing is a comprehensive term. It is defined 
as a process of exchange between seller and buyer. It is 
defined as a human activity directed at satisfying needs 
and wants through exchange processes. It involves a 
number of inter-related activities designed to plan, 
promote, distribute and price a product or service in 
order to meet the wants and needs of both the parties in 
the exchange transaction. Any marketing^ programme 
generally tries to solve two marketing problems, namely, 
stimulation of demand through pricing and promotion, and 
physical distribution that is serving demand through 
transportation, and storage. 
M-1: 
Forecast of sales is done on the basis of 
historical data and quotations received in most of the 
organisations. However, trend has been to shift to zero 
based budgeting. In some organisations sales forecast 
decisions are taken at the head office level but in many 
cases it was done at the branch or plant level. This was 
totally a company policy. 
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In majority of the cases, total sales of a region 
was dependent upon the production capacity of that 
region. Actual sales is arrived at on the basis of 
despatches made. Further, actual sales is categorised on 
the basis of regions only in most of the organisations. 
Many also catagorise on the basis of regions as well as 
products. However, in a few organisations such division 
is made according to the products only. 
M-2; 
Advertisement constituted an important aspect of 
sales expense budget. Many organisations undertook 
advertising as a regular feature of the company while 
many did not do so. All organisations fixed a certain 
percentage of sales to form its advertising budget/ 
expense and this percentage ranged from 1-10%. In 
majority of the organisations it was ••?=• observed to be 
the responsibility of the head office to ascertain the 
advertising budget. 
Sales promotion expense was a regular feature or 
constituent of sales expense budget for some 
organisation while it was not so for many others. Those 
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organisations for whom it was a regular feature 
allocated a certain percentage of sales to form sales 
promotion budget. Most of these organisations allocated 
5-10% of sales. 
Sales administration expense is yet another 
component of sales expense budget. The volume of 
advertisement and the number of units or branches the 
organisation has, influences this expense. This expense 
is also calculated as a percentage of sales - it 
generally is below 5% of sales. The responsibility of 
this decision is in the hands of the unit level itself. 
Expense on sales force was a major contributor of 
sales expense budget. This decision is generally taken 
by the unit level concerned. It is ascertained as a 
percentage of sales and for most of the organisations it 
was between 10-15% of sales or even more. 
M-3: 
Various aspects affect the price fixed for any 
product. Cost of product is decided by the head office. 
Most organisations grant certain concession in the form 
of discount to its customers. Such concession is given 
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to government customers and other regular customers 
having good financial standing. Moreover, the prices of 
competitors had no effect on price in most of the cases. 
In majority of the organisations, prices of substitutes 
had no or insignificant influence on price. Price of 
product, however, was affected by the companies 
preference for market share or profits. 
M-4: 
Product can be varied according to quality, 
feature improvement or change in style. In most of the 
organisations surveyed, product was not varied according 
to quality. However, in some organisations product was 
varied to serve for different purposes. Most of the 
organisations were very quality conscious. Feature 
improvement could not be incorporated in the product of 
most of the organisations and style could not be changed 
in the products of all organisations that were surveyed. 
M-5: 
The a t t i t u d e of c u s t o m e r s can be t r a c e d by 
a d m i n i s t e r i n g a q u e s t i o n n a i r e , i n t e r v i e w i n g customers or 
c r e a t i n g customer p a n e l s . Some o r g a n i s a t i o n s a t tempted 
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to trace customers attitude through the use of 
questionnaire based surveys while many conducted 
interviews. Most of these were undertaken on an annual 
basis . 
Many organisations create customer panels with a 
problem solving approach and meeting customer inquiries. 
These panels, however, consisted of specific personnel 
in majority of the cases. 
M-6: 
Some organisations incur or fix a certain sum for 
advertising and publicity. Moreover, this decision was 
based on past experience. Further, most organisations 
did so with the objective of creating awareness about 
the company and many a time its advertising decisions 
are influenced by the strategy followed by its 
competitors. However, many organisations do not incur 
any such expenditure. 
M-7: 
All organisations required information about the 
organisation's overall profit in order to compare with 
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i t s past performance as well as with i t s competi tors . 
F u r t h e r , most o r g a n i s a t i o n s a s c e r t a i n e d p r o f i t s 
accord ing to the p r o d u c t s or r eg ions or a combinat ion of 
t he two. 
H-8: 
Most organisat ions t r e a t warehousing decis ions to 
be a very important dec is ion in the area of marketing 
and such o r g a n i s a t i o n s make a d e q u a t e p r o v i s i o n f o r 
r e g i o n a l warehouses. D e l i v e r y t imes were d i f f e r e n t for 
d i f f e r e n t o r g a n i s a t i o n s because of the d i f f e r e n c e in the 
n a t u r e of goods m a n u f a c t u r e d . The modes of 
t r a n s p o r t a t i o n used were r a i l or road or in many cases 
r a i l as well as road were used. Moreover, m a j o r i t y of 
t h e o r g a n i s a t i o n s a l l o c a t e d 0-5% of o r d e r v a l u e t o 
warehousing and t r a n s p o r t a t i o n expense. 
6 . 3 FINDINGS IN FINANCIAL INFORMATION REQUIREMENTS: 
Finance i s s a i d t o be t h e l i f e b l o o d of an 
o r g a n i s a t i o n . Wi thou t f i n a n c e i t i s i m p o s s i b l e t o 
u n d e r t a k e any. m a n u f a c t u r i n g a c t i v i t y . In f a c t , t h e 
e f f i c i e n c y of p r o d u c t i o n and marketing o p e r a t i o n s i s 
d i r e c t l y i n f l u e n c e d by t h e manner i n which f i n a n c e 
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function of the enterprise is performed. Finance 
function assumes an important role in the business 
system and it should be given equal importance with 
production and marketing functions. Under the systems 
approach, there is an interrelation and coordination of 
these three subsystems of business going hand in hand 
offering jointly ways and means to accomplish the common 
goals of an enterprise -- namely productivity and 
satisfaction. Ever changing requirements for finance 
make necessary frequent review of the company's capital 
as well as its financial requirements. In adjusting to 
these pressures, financial policies help management in 
decision making. 
F-1: 
The total budget consisted of marketing, 
production, capital and revenue expenditure budgets and 
the most important constituents varied from production 
budget to marketing budget. 
F-2: 
A l l o r g a n i s a t i o n s p r e p a r e d s e l l i n g and 
d i s t r i b u t i o n cos t budgets and for t h i s s a l e s budget was 
a l s o p r e p a r e d . Some o r g a n i s a t i o n s b a s e d a c e r t a i n 
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percentage of sales to form selling and distribution 
cost. Most of them fixed this at 20% of sales. 
F-3: 
All organisations prepared a production cost 
budget which was based either on annual production 
target or the annual sales target. But more often the 
sales target was.formulated first on the basis of which 
production target was laid down. 
F-4: 
All organisations have separate budgeted 
administratrative costs which were generally based on 
past data. Some organisations divided its administrative 
cost according to different plants, while others did so 
according to the heads of expenditure only. 
F-5: 
All organisations prepared cash budget. This was 
based on the sales budget in all the organisations. The 
main source of cash receipts was sales and the cash 
payments included payment to creditors, loan repayment, 
to name a few. All organisations however undertake such 
receipts and payment through authorised banks. 
 
 
 
 
 
  
 
 
 
343 
F-6: 
Most organisations considered preparation of new 
product budget to be an important financial decision and 
this was undertaken by the Research and Development 
department of the respective organisations. This was 
more so with the more quality conscious manufacturers. 
Some organisations, however, do not consider this an 
important financial decision. 
6.4 FINDINGS IN PERSONNEL INFORMATION REQUIREMENTS: 
The growth in size of various companies and recent 
emphasis on human relations have stimulated interest in 
identifying and appreciating variables that influence 
job satisfaction, morale, motivation supervision, 
communication and delegation of responsibility. The 
personnel manager of today is becoming increasingly 
aware of the need to identify and utilise newer and more 
valid methods of selection, promotion, training and 
 
 
 
 
 
  
 
 
 
344 
performance evaluation. Research is also carried out to 
find the most equitable method of wage and salary 
determination. 
P-1: 
Planning for manpower requirements in an 
organisation is a result of evaluation of job and work 
study. This is dependent upon the skill requirements of 
different grades and the nature of the job. In some of 
the cases, this is also influenced by the number in 
other organisations. Moreover, mostly the head quarters 
or office needs such information. 
P-2: 
Cost of recruitment of personnel reveals that 
maximum cost is incurred in advertising through 
newspapers. These advertisements may be circulated 
through head quarter/office or the unit level depending 
upon the level of organisation for which it is 
advertised. Further, cost is also incurred for paying 
for travelling allowances. Moreover, lodging, boarding, 
medical examination occupy a small hold over cost. Most 
organisations also train the candidate and cost has to 
be allocated for payment of stipend to them. 
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P-3: 
Most organisat ions undertake to conduct in house 
as well as external t r a in ing programmes. Most t r a i n i n g 
i m p a r t e d were need based or o n - t h e - j o b t r a i n i n g . 
Moreover, t r a i n i n g was imparted for a l l l e v e l s . For the 
h ighe r l e v e l , most f requent was on MBO, and t r a n s a c t i o n 
a n a l y s i s ; f o r midd le l e v e l , t r a i n i n g was on v a l u e -
e n g i n e e r i n g and q u a n t i t y c o n t r o l and a t l ower and 
s u p e r v i s o r y l e v e l i t c o n s i s t e d major mainly of t r a i n i n g 
fo r r e d e p l o y m e n t and team b u i l d i n g . In t h e workmen 
ca t ego ry , t r a i n i n g r e l a t e s mainly t o s k i l l development 
t r a i n i n g and t r a i n i n g in f u n c t i o n a l a r e a s . For many 
t r a i n i n g of a p p e r e n t i c e was a s t a t u t o r y r equ i r emen t . 
F u r t h e r , i n many o r g a n i s a t i o n s , t r a i n i n g was a l s o 
imparted on s a f e t y and f i r s t - a i d , computer a p p l i c a t i o n s , 
v o c a t i o n a l t r a i n i n g . Most of t h e c o s t i n v o l v e d i n 
t r a i n i n g p e r t a i n t o maintenance of t r a i n i n g c e n t r e and 
i t s f a c i l i t i e s . 
P-4: 
The wage and salary are mainly influenced by 
various factors - (i) The number of grades existing in 
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an organisation influences the wage and salary 
administered. The larger the number of grades, the 
larger will be the number of salary slabs, (ii) Further, 
the bargaining position of the union has a significant 
influence. This, however, has to be in accordance with 
the guidelines laid down by the National Productivity 
Council. Moreover, wage rate is largely influenced by 
the market rate prevailing in the local area as well as 
other similar industry. The organisations paying 
capacity also influenced the organisations decisions. 
The higher the capacity, the higher the wage rate. 
Further, wage rates were changed once in a while 
whenever the need for it arose. 
P-5: 
The total number of employees in an organisation 
in a year is affected by the total number of 
recruitments made on one hand and the total number of 
seperations (voluntary or otherwise) on the other. The 
turnover is affected more by the voluntary seperations 
and normal retirements rather than by forced 
seperations. An increasing trend in turnover was noted 
in many organisations basically because of voluntary 
 
 
 
 
 
  
 
 
 
347 
retirement scheme announced for various levels in the 
organisations. The rate of turnover was considered 
important by the researcher as it reflected the 
personnel policies followed. 
P-6: 
Information regarding accident frequency is held 
either by the industrial engineering or safety 
department of the organisation. Majority of the 
accidents occured during overtime period, while very few 
occured during normal working hours. Most disablements 
which affected manhoures worked were of a temporary 
nature. Moreover, most accidents occured because of 
improper handling of materials. Preventive measures are 
being taken to reduce both the frequency as well as 
severity of accidents occured - the number of hours of 
overtime granted is reduced. Further, maintenance of 
records of frequency rates and severity rates helps to 
monitor, check and control accidents. 
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CHAPTBR-VII 
CONCLUSION 
The present research work s t r e s s e s the ro le tha t 
i n f o r m a t i o n p l a y s i n d e c i s i o n making i n d i f f e r e n t 
f u n c t i o n a l a r e a s of management. From a s u r v e y of 
s e l e c t e d i n d u s t r i e s , the r e s e a r c h e r concluded t h a t the 
needs of d i f f e r e n t o r g a n i s a t i o n s d i f f e r b e c a u s e t h e 
p roduc t s produced were d i f f e r e n t . From t h i s fol lows 
t h a t t h e r e e x i s t s l i g h t v a r i a b i l i t y in t he d e c i s i o n s and 
i n f o r m a t i o n r e q u i r e m e n t s of d i f f e r i n g i n d u s t r i e s . 
However, t h e r e does e x i s t a common t h r e a d in the p a t t e r n 
of d e c i s i o n s t aken in every o r g a n i s a t i o n - i r r e s p e c t i v e 
of the n a t u r e of goods produced. 
SCOPE FOR FUTURE RESEARCH: 
The present e f for t i s an attempt to t r ace the role 
of i n f o r m a t i o n and i t s need in d e c i s i o n making in 
d i f f e r e n t f u n c t i o n a l a r ea s of management. The f u n c t i o n a l 
a r e a s covered were p roduc t ion , marke t ing , f inance and 
p e r s o n n e l . The o r g a n i s a t i o n s s u r v e y e d were t h e c o r e 
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sector industries - steel, aluminium, copper, oxygen, 
cable and heavy engineering; each of which serve as raw 
material/intermediary product for other industries. 
Information was elicited basically by administering a 
questionnaire and supplemented by conducting interview. 
A researcher, in future, could on the same lines 
propose a more intensive study by taking indepth 
interview of a larger sample of managers than the number 
taken by the researcher and also a larger number of 
organisations. 
This study is also limited to only the 
manufacturing organisations. A researcher, in the 
future, could cover both the manufacturing as well as 
the service organisations. Also all subsidiary, 
dependent as well as related or associated organisations 
could be covered. *• 
Many other important decisions pertaining to each 
functional area which have not been included by the 
researcher due to limitations of time could also be 
included by the future researcher to make a more 
comprehensive study. 
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Further, whether there really does exist any 
difference in decision making in varied industries like 
sugar, textile, the traditional industries and the core 
sector needs to be studied. 
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INFORMATION SHEET 
OF 
PRODUCTION DEPARTMENT 
1. Of t h e u n d e r m e n t i o n e d , what a r e t h e d e c i s i o n s t h a t 
y o u t a k e . J f i n d l y a l s o i n d i c a t e , a g a i n s t e a c h 
d e c i s i o n p o i n t t h e i n f o r m a t i o n n e e d e d t o t a k e s u c h 
d e c i s i o n s . 
DECISION POINT INFORMATION NEEDED 
A) SCHEDULING 
I. a) Process sheets 
b) Time estimates 
c) Sales forecasts 
d) Production capacity 
(Production units per hour, 
per shifts or day) 
e) Master schedule and process 
schedule 
f) Any other, please specify 
II. Are the following concepts applicable 
in your firm 
a) JIT (Just in Time) 
b) MRP (Materials Requirement Planning) 
c) Any other,please specify 
B) INVENTORY 
I. Information needed regarding 
a) Items to he stocked 
b) When and how much to replenish 
c) Weed out obsolete items 
d) Any other, please specify 
II. Types of inventory 
a) Raw materials for 
- economic bulk purchase 
- production rate changes 
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- productive buffer against 
delays 
- seasonal fluctuations 
- any other, please specify 
b) Work in progress 
- economical lot purchase 
- variety of products 
- replacement of wastages 
- uniform production 
- any other, please specify 
c) Finished goods 
- 'off shelf delivery 
- stabilisation of level of 
production 
- sales promotion 
- any other, please specify 
C) MAINTENANCE 
I. Preventive maintenance 
a) Care of equipment and parts 
-lubricating, cleaning and adjusting 
b) Periodic inspection and schedule 
replacement of parts 
c) Condition monitoring 
d) any other, please specify 
II. Breakdown maintenance (associated costs) 
a) replacement cost 
b) schedule downtime of production 
c) associated wages 
d) any other, please specify 
D) QUALITY CONTROL 
I. At what level is quality checked 
a) Incoming inspection 
b) In process 
c) Final inspection & testing 
(of F.G) 
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II. Quality management is closely associated with 
maintaing quality characteristics at least 
cost. What are the components of quality cost 
that you consider? 
a) Cost of appraisal i.e. 
inspection & testing 
b) Cost of prevention i.e. 
to avoid wrong sampling plan, bad 
quality of RM entry 
c) Cost of failure - prevent 
bad quality output 
d) any other, please specify 
III. What are the motivation used in Quality Management ' 
a) Zero defect programme 
b) Creation of Quality Circles 
c) Any other, please specify 
E) WASTE CONTROL 
I. What items do you consider waste ? 
Wastes associated with 
a) Material - Raw material, work in progress, 
finished goods,products in transit, 
packaging fuel, 
b) Machine - plant, equipment and tools, idle 
machine, wrong or improper use, breakdown 
c) Manpower - idle time, waste of skill due 
to improper selection, training,placement 
d) Any other, please specify 
F) SPARES 
How do you classify spares ? 
a) Maintenance or breakdown spares 
b) Insurance spares 
c) Capital spares 
d) Rotable spares 
e) Any other, please specify 
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INFORMATION SHEET 
OF 
MARKETING DEPARTMENT 
Of t h e u n d e r m e n t i o n e d , what a r e t h e d e c i s i o n s 
t h a t y o u t a k e . K i n d l y a l s o i n d i c a t e a g a i n s t e a c h 
d e c i s i o n - p o i n t t h e i n f o r m a t i o n n e e d e d t o t a k e s u c h 
d e c i s i o n s . 
DECISION POINTS INFORMATION NEEDED 
A) SALES VOLUME 
a) Forecast of sales 
b) Actual sales 
c) Division of sales in different 
regions, products, etc. 
d) Any other 
B) SALES EXPENSE BUDGET 
a) Advertising expenses 
b) Sales promotion expenses 
c) Sales administration expenses 
d) Expenses on Sales Force 
e) Any other 
C) PRICING OF PRODUCTS 
a) Product costs 
b) Competit. or^ prices 
c) Price of substitutes 
d) Unique product features 
e) Any other, please specify 
D) PRODUCT VARIATIONS 
a) Quality 
b) Unique feature improvement 
c) Style improvement 
d) Any other 
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E) CUSTOMER TRACKING ATTITUDE 
a) Results of questionnaire administered 
b) Results of interviewing customers 
c) Customer panels 
d) Any other 
F) ADVERTISING AND PUBLICITY 
a) Expenditure allocated 
b) Characteristics of the product 
c) Objective or purpose of advertising 
d) Competitors strategy 
e) Any other 
G) PROFITABILITY 
a) Company's profits 
b) Profits statement by functional marketing 
c) Actual sales volume 
d) Profit and loss a/c 
H) WAREHOUSING AND TRANSPORT 
a) Stock in hand 
b) Delivery time 
c) Mode and destination of transport 
d) Expenditure allocated 
e) Any other 
I) ANY OTHER 
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INFORMATION SHEET 
OF 
FINANCE DIVISION 
1. Of the undermentioned, what are the decisions that 
you take? Kindly also indicate,against each decision 
point the information needed to take such decisions. 
DECISION POINT INFORMATION NEEDED 
A) TOTAL BUDGET 
B) SELLING AND DISTRIBUTION COST BUDGET 
a) Sales budget 
b) Percentage of sales to form 
selling and distribution cost 
c) Any other, please specify 
C) PRODUCTION COST BUDGET 
a) Administration cost in plant 
b) Labour cost 
c) Any other, please specify 
D) ADMINISTRATIVE COST 
a) Total administrative cost 
b) Division of cost according to different heads 
c) Any other 
E) CASH BUDGET 
a) Cash receipts 
b) Cash payments 
c) Any other 
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F) NEW PRODUCT BUDGET 
a) 
b) 
c) 
d) 
e) 
6) WAGE AND SALARY 
a) Number of labourers 
b) Categories of worker 
c) Any other, please specify 
H) ANY OTHER, PLEASE SPECIFY 
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INFORMATION SHEET 
OF 
PERSONNEL DEPARTMENT 
Of the undermentioned,what are the decisions that 
you take? Kindly also indicate,against each decision 
point the information needed to take such decisions. 
DECISION POINT INFORMATION NEEDED 
A) WAGE AND SALARY ADMINISTRATION 
a) Job evaluation and grading 
b) Establishment of job and rate changes 
c) Incentive plans, time and standard studies 
d) Prevailing market rate 
e) Any other, please specify 
B) COST OF RECRUITMENT 
a) Cost of advertising 
b) Cost of processing 
c) Cost of Selection 
d) Cost of Induction and training 
e) Any other, please specify 
C) MANPOWER PLANNING 
a) Total number of employees in the firm 
b) Total number of employees in other similar firms 
c) Any other, please specify 
D) TURNOVER OF EMPLOYEES 
a) Average number of employees on payroll 
b) Total number of separations per month 
c) Turnover of employees at present and in past 
d) Turnover of employees in other similar firms 
e) Any other, please specify 
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E) ACCIDENT FREQUENCY DURING THE YEAR (?) 
a) Total manhours worked 
b) Manhour work lost due to disabling injuries. 
c) No. of accidents in the firms and other similar firms 
d) Any other, please specify 
F) TRAINING/DEVELOPMENT 
a) Type of training 
b) Period of training 
c) Training details of other firms 
d) Total cost in RS. 
e) Any other, please specify 
G) OTHER AMENITIES LIKE HEALTH, SAFETY, EDUCATION 
a) Working conditions 
b) Services offered 
c) Any other, please specify 
d) Expenses allocated to these 
H) ANY OTHER, PLEASE SPECIFY 
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